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High- Lights in Secretary-Mana- 
ger’s Illuminating Report 


The lumber industry is at the crossroads. We are here not 
to review the past but to consider the present and future 
course of industry action. We need to be told not that we 
are in the midst of a storm, for we know that; but how to 
ride it out. Business generally is adrift. The boat leaks. 
The waves run higher. People are afraid—not afraid of 
getting wet but afraid of drowning. Some pull for the shore. 
Some plug the hole in the boat. Some pour oil on the trou- 
bled waters. Others try to exchange boats in mid-ocean; 
some jump overboard; and some just wait. 

But time is not a cure-all; nor is a great industry de- 
feated unless it quits. The lumber industry needs to restore 
itself in its own confidence. It will then have the means of 
restoring itself in the confidence, especially the financial con- 
fidence, of the public. Had our industry a decade ago, been 
willing, with the unity of interest and action which under 
the stress, but also the handicap, of adverse circumstances 
it is now showing, to tackle the problems of research and 
promotion, marketing and production control, it would not 
have been threatened as it is now being threatened, with 
a choice between drastic action for co-operation or com- 
bination in some effective form, and disintegration as a 
national industry. 

The lumber industry has been criticized that it has not 
established reasonable self-restraint in the matter of pro- 
duction. It has been said that the industry has lacked 
leadership. But the important lack is not so much of leader- 
ship as of the financial means of followship; and even this 
condition is more of a symptom than a cause. There is, 
of course, in the lumber industry a great deal of exag- 
gerated individualism. But there are scores of lumber 
manufacturers who have a conviction of the wisdom of co- 
operation, who individually regard it as vital to the security 
of the industry, but who lack freedom of financial action; 
and on the part of many who are free and financially able 
to follow the course of sound and constructive leadership a 
discouraging doubt that a sufficient number of their com- 
petitors will do likewise to make it worthwhile. * * * 

Present evident fundamental trends in building are much 
more favorable to the use of lumber than were those of the 
last decade. I am not referring to total volume of building. 
I doubt that we will again see the parallel of the years 1926 
to 1928. But I do refer to the types of building in which, 
by preference and for economy lumber [Turn to page 40] 


*Extracts from report of Wilson Compton, Secretary and 
Manager, to meeting of Board of Directors, National Lumber 
Manufacturers Association, Chicago, June 3, 1932. 





The Lumber Industry Is Not Defeated 


Unless It Quits,* Theme of Annual Meeting 
of National Lumber Manufacturers’ Association 


Leaders Give Serious Thought 
to Industry Problems 


The annual meeting of the National Lumber Manufactur- 
ers’ Association, held in Chicago last week, departed con- 
siderably from the mass meeting type of convention and 
more nearly took on the appearance of a meeting of direc- 
tors of a great business corporation where the executives 
examined the affairs of the company in minute detail and 
took steps to adjust the business to new conditicns. 

Realizing that in this time of stress the industry needed 
at its head a man of keen business judgment and intimate 
knowledge of industry problems and one who holds to a 
marked degree the confidence of men in every branch of the 
industry and in every section of the country, the committee 
on nominations virtually drafted a man who in former years 
had served most acceptably in this position during a time 
when some of the most important problems facing the indus- 
try were up for solution. As a result of this action of the 
committee, unanimously and heartily approved by the direc- 
tors and stockholders, John W. Blodgett, of Grand Rapids, 
again heads the organization as president. 

President A. C. Dixon being unable to attend, the duty of 
conducting the meeting and guiding the deliberations fell 
to Raymond B. White, of Kansas City, Mo., a vice president 
of the association and chairman of the trade extension com- 
mittee. 

Attendiug all of the sessions and formally introduced by 
Mr. White were presidents of three other important lumber 
associations: John I. Shafer, South Bend, Ind., president 
National Hardwood Lumber Association; Max Myers. Cin- 
cinnati, Ohio, president National-American Wholesale Lum- 
ber Association, and A. J. Hager, Lansing, Mich., president 
National Retail Lumber Dealers’ Association. 

While the attendance at this meeting was considerably 
smaller than at any previous annual convention, it was made 
up principally of executives of leading lumber companies, 
each of whom, recognizing the seriousness of the situation 
in which the industry finds itself and realizing the necessity 
now more than ever of concerted action, gave serious atten- 
tion during the three days he was in Chicago to the problem 
of getting the lumber industry back on its feet and assuring 
for it a successful and profitable future. 

As usual, Wilson Compton, secretary-manager, presented 
in a bold and forceful report a picture of the industry as it 
is and the industry as it may be if the necessary courage, 
faith and acumen are displayed by those who are to guide 
its destinies. Mr. Compton gave this striking title to his 
report, “The Lumber Industry Is Not Defeated Unless It 
Quits.” Lack of available space makes [Turn to page 38] 
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The Frame With the 
Exclusive Lock Joint 


When you demonstrate the WEATHER-TITE frame call attention to 
the Special Blind Stop. Your customer will readily understand how 
the new S & K WEATHER-TITE Frame positively keeps out water 


and wind. 


Write now for a new catalog which will fully describe this new frame. 
You'll agree that it’s the best one you ever saw. 


US COMPANY, 


ISCONSIN. 
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and 7' to 12' in height. 


Priced within the 
reach of every purse. 












Lumber Dealers! There is a vast 
groteepte market for ‘‘Over-the- 
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community. Write for more in- 
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The 1932 College 
Business 


HIS MONTH about 100,000 sen- 
‘ji iors graduate from American col- 

leges and universities. Only a 
ago, commencement saw 
half a dozen jobs waiting for each 
graduate ; and in a small way, at least, 
the senior could choose and bargain. 
Positions were seeking the man. 

But this year it is doubtful whether 
there are as many as 10,000 jobs, im- 
mediately available, to divide among 
the 100,000 graduates. They quite 
understand the personal misfortune 
which this involves; but most of them 
seem to be meeting the situation with 
commendable energy and patience. 

While it may not appear immedi- 
ately in terms of income, it is probable 
that the 1932 graduate has a compen- 
sation of considerable value to set 
against the difficulty of getting a job. 
He has a genuine advantage over his 
fellow graduate of a few years ago; 
for he is more mature and more 
thoughtful as he comes to the close of 
his college training. For three years 
he has been getting his education in a 
world which is trying earnestly to put 
first things first and to understand the 
factors which govern business and so- 
ciety. The country club atmosphere 
of old days has been conspicuously 
repressed in college, and this has been 
done by students themselves. This 
educational discipline will stay with 
him long after the current depression 
is but a memory. 


few years 


These graduates have something 
that is important to the business 
world. To be sure, no one thinks they 


have any special tricks for the imme- 
diate raising of the depression which 
are not known to experienced business 
men. But they do have a possession 
that seems to have been mislaid in the 
fears and disorders of the present; and 
that is perspective. 

These students know that the 
United States has undergone a score 
of depressions and has always recov- 
ered and gone on to higher achieve- 
ments. They know the present period 
lacks much of being the world’s worst 
depression. Every depression is, among 
other things, a breakdown of inter- 
industry confidence. Each industry is 
afraid to go forward lest the related 
industries upon which it depends will 
fail to go along. Curing it is not the 
simple matter of pretending that noth- 
ing has happened; but after the read- 
justments have been made, the machin- 
ery does not begin to move until 
confidence has been reorganized in the 
light of perspective and knowledge. 

The lumber industry of the future, 


AMERICAN LUMBERMAN 


Graduate and His 
Outlook 


like all other industries, is certain to 
be to a greater extent a planned and 
managed industry. The world has 
gone forward in the new era of ma- 
chine production much as it did in the 
old era of hand tools; assuming that if 
goods are made each maker will be 
able to find markets for his own pro- 
duction by his own efforts. But that 
theory worked only in a time when 
production and demand were reason- 
ably stable; and the coming of ma- 
chine production has disturbed that old 
stability. For the first time in history 
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the western world at least has learned 
how to produce at all times as much 
as it needs. But that very fact hag 


created a problem of distribution which 


can not be met wholly by instinct anq 
by individual experience. Whether we 
like it or not, we are being forced int) 
planned and managed industries. 

This problem is not going to by 
solved all at once for all time. As the 
years pass, the graduates of this yea 
will find their places in the business 
world. They will have the superior 
discipline of an education gained in 
time of difficulty; and while they will 
not be an immediately determining 
factor, they will be important in the 
long process of developing planned 
and managed industry. 


“The Lumber Industry Is at the 
Crossroads” 


OT IN TILE history of organized 
activity in the lumber industry 
has that industry faced more 

serious problems than those that con- 
front it today, and never has there 
been held a more momentous gather- 
ing than was the annual meeting of 
the National Lumber Manufacturers’ 
Association, held in Chicago last week. 
As was so vividly portrayed in fhe re- 
port of Secretary-Manager Wilson 
Compton, “the lumber industry is at 
the crossroads.” It is distinctly to the 
credit of those leaders who attended 
the meeting and others who, unable to 
be present, sent assurances of their 
support, that they had the courage and 
the vision to face the issue squarely 
and with determination choose the 
road that gives promise of leading the 
industry out of the morass, back to the 
high ground of prosperity. 

The association, under the skillful 
and intelligent management of those 
charged with its direction, has given a 
remarkable demonstration of how use- 
ful and essential activities may be con- 
tinued in the face of a reduction of 
resources that has amounted almost to 
a blight. In the report and recom- 
mendations of the secretary-manager 
there was no camouflage, no evading 
of cold facts, in presenting the picture 
of the present condition of the lumber 
industry and in suggesting the things 
necessary to be done in order to save 
the situation. Likewise, the report of 
the trade extension manager indicated 
that, despite the handicap of limited 
facilities, a splendid effort has been put 
forth for lumber, and the recommenda- 
tions for the coming year outlined a 
program of minimum essential activi- 
ties that are vital and that promise the 
greatest results in the way of extend- 


ing lumber markets and getting a 
firmer and more secure hold 
those now held. 

While every manufacturer who at- 
tended this convention was impressed 
with the vital necessity of continuing 
the work of the association and was 
determined that it should be carried 
on, the fact remains that to make this 
effort really effective and to more 
quickly secure definite results, the or- 
ganization should have encouragement 
and support from a much greater pro- 
portion of the industry than it now 
receives. Concerns that imagine them- 
selves least able to support this asso- 
ciation endeavor doubtless are among 
those who need it most, and present 
conditions should make every lumber- 
man more determined than ever to see 
that there is no diminution of promo- 
tional effort in behalf of wood. Both 
organized and individual promotion 
are needed now as never before and 
should go hand in hand, with national 
trade extension leading the way. 

It was gratifying to those attending 
this convention to learn that West 
Coast producers, with a gallant display 
of courage and determination, had re- 
fused to permit their own organization 
to fail and had laid plans which they 
hope will put the West Coast Lum- 
bermen’s Association on a strong and 
substantial basis that will assure its 
permanent usefulness to the industry. 

Surely, out of all this travail will 
arise a united lumber industry, strong, 
courageous, effective; that will recog- 
nize changing trends and meet every 
challenge in a way that will not only 
result in profit to the industry but will 
also redound to the interest of an im 
creasing wood-consuming public. 
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QUERY AND COMMENT 


What Size House Models? 


your editorial entitled “Up-to-date House 
Models Needed for Window and Store Displays,” 
appearing in issue of May 28, interested me 
very much and suggested the idea of undertak- 
ing the building of some models. I wonder if 
you could inform me as to what scale or size of 
models would be best for such display purposes ; 
also as to what would be fair weekly or monthly 
rental for use of the models.—INQUIRY No. 2823. 


[This inquiry comes from a lumber retailer, 
located in an Ohio city, who is interested in 
the idea of building some attractive miniature 
model houses for rental to dealers needing such 
units for window or store displays. As the 
window or floor space available for such dis- 
plays in different establishments is by no means 
uniform, a size that would suit one dealer might 
he considered too large or too small by another. 
Nevertheless, it ought to be possible to arrive 
at an approximate size that would suit the 
greatest number of dealers, and the AMERICAN 
LUMBERMAN will appreciate expressions from 
dealers as to what that approximate size should 
be; also as to a fair scale of weekly or monthly 
rental for such models. Information along 
these lines will aid the above inquirer in deter- 
mining whether he will care to go ahead and 
construct some models.—EbIror. ] 


Walnut and Mahogany Veneers 
It is necessary for us to secure at the 
earliest possible date prices of walnut and 
mahogany veneered woods. Therefore, we 
will appreciate your furnishing us with a 
list of lumber mills which specialize in these 
kinds of wood.—INQuirRY No. 2820. 

[To this inquirer, a products specialty com- 
pany located in New York City, have been 
given the names of several producers of wal- 
nut and mahogany, with the suggestion that 
from these sources the information desired 
could be secured. The name of the inquirer 
will-be supplied to interested parties, upon re- 
quest.—Ep1Tor. ] 


Oak Chips to Color Beverages 

Will you be kind enough to furnish us with 
the names of some concerns that manufac- 
ture oak chips to be used in coloring and 
supposed aging of beverages?—INQUIRY No. 
2821, 

[To this inquirer, which is a flavoring and 
extract company located in the Appalachians, 
have been given the names of several concerns 
in that region, who may be in position to supply 
the company’s requirements in oak chips. To 
anyone interested in supplying the needs of this 
apie, the name will be given upon request.— 
“DITOR. | 


Florida Pitch Pine for Export 


The writer has recently returned from a 
trip to England, where a friend in London, 
engaged in the wholesale lumber business, 
Suggested I locate on this side large quan- 
tities of Florida pitch pine. Should you care 
to send me the names of several firms han- 
dling this wood, I would appreciate it.—INQUIRY 
No. 2817. 


[The importance of this inquiry may seem 
to be somewhat negligible, but to the inquirer in 
New York City have been given the names of 
three outstanding producers of longleaf yellow 
pine in Florida. In the export trade, longleaf 
yellow is referred to as pitch pine —Eprror.] 





Information on Truss Construction 


_I need a book that will give the construc- 
tion of trusses, both iron and wood, and the 


relative load carrying capacities of the 
Same, and the load carrying capacities of 
Single pieces and built-up timbers.—INQUIRY 
No. 2819, 


[Probably the best book on the construction 
of trusses is “Wood Construction,” a work of 


more than 700 pages, dealing with the use of 
wood in every class of wood construction. It 
contains about 35 pages on wood trusses of 
various designs, with numerous illustrations 
and descriptions of the methods of building 
these trusses. The price of this book is $6. 
Another helpful book on truss construction is 
“Practical Structural Design in Timber, Steel 
and Concrete.” One section of this book is 
devoted to girders and trusses. It is sold for 
$4. Either of these books will be supplied by 
the AMERICAN LUMBERMAN at the publisher’s 
price. The National Lumber Manufacturers’ 
Association has compiled some information in 
pamphlet form on the construction of wood 
trusses, which is available to inquirers. To 
any one interested, the address of this inquirer 
will be given upon request.—EbiTor.] 


Figuring the Weight of Piling 

Do you have a table, or can you tell us 
where we can get one, for figuring the weight on 
hardwood and yellow pine piling per foot?— 
INQUIRY No. 2805. 

[To this inquirer, a lumber wholesaler in 
West Virginia, has been sent copy of a formula 
for figuring hardwood and pine piling weights, 
which was printed in the AMERICAN LUMBER- 
MAN several years ago. For general purposes 
Farmers’ Bulletin No. 1210, entitled “Measur- 
ing and Marketing Farm Timber,” published by 
the United States Department of Agriculture, 
gives tables of approximate weights of piling 
of different sizes, green and dry, for various 


woods. This booklet is obtainable from the 
Government Printing Office at 5 cents a copy.— 
Epitor. | 


Interested in Builders’ Hardware 


Please tell us where we can get a list of 
builders’ hardware suitable for a small lum- 
ber yard wishing to put in this line. Would 
also like to find a plan for shelving for mer- 
chandising hardware. Any information along 


this line or where we can obtain it will be 
appreciated.—INQuIRY No. 2816. 
[The AMERICAN LUMBERMAN has carried 


from time to time in its retail department nu- 
merous stories, with pictures, of retail lumber 
yards that carry lines of builders’ hardware, 
and also illustrated how these stocks are at- 
tractively displayed. To this inquirer, who is 
a dealer in lumber and building supplies in a 
small town in Indiana, have been given the 
names of some of these dealers, with the sug- 
gestion that he visit their yards and get first 
hand information as to stocks, their sources 
and the best way in which to display them. 
Also the names have been given him of a 
number of manufacturers of builders’ hardware, 
whd make a special effort to service the retail 
lumber trade. This inquiry is just another in- 
dication of the decided trend among progressive 
lumber dealers who are equipping themselves 
to supply all the building needs of their commu- 
nities. To anyone interested in supplying this 
concern with helpful information, the name of 
the inquirer will be given upon request.— 
EpITor. ] 
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The example of the Chicago 
Lumbermen’s Exchange in the 
matter of combining gustatory 
exercise with business is to be 
followed by the Milwaukee 
Lumbermen’s Exchange. The 
first lunch was offered up at 
the price list meeting held at 
the Plankington House May 6. 
The Buffalo lumbermen are 
also getting hungry for lunch 
and are talking up the Chi- 
cago salad, cake, coffee and 
cigar scheme. Thus Chicago 
influence goes forth potently, 
even in matters festive. 

* * @ 


The Duluth Lumber Ex- 





change was organized April 26 
with fourteen members, the ob- 
ject being to subserve the mu- 
tual interests of the lumber 
trade. The officers are: L. A. 
Barber, president; George 
Green, vice president; H. S. 
Wilson, secretary; H. M. Pey- 
ton, treasurer. 
* * * 

A terrible fatality seems to 
hang over Wisconsin cities and 
towns in the way of fires. 
Racine has been added to the 
list of those suffering disas- 
trous conflagrations. The fire 
broke out on the night of May 
5 and raged with frightful vio- 
lence, threatening the destruc- 
tion of the entire city. * * * 
The yards of Jones, Knapp & 
Co. and Kelley, Weeks & Co. 


were consumed in short order. 
Driver & Sons’ planing mill 
was burned as was Samuel 
Hood’s lumber and planing 
mill, Six acres of hot ashes 
and ruins mark the fire-rav- 
aged territory. 
*- *# @ 

As early as 1846 the Rus- 
sians had a sawmill at Bodega 
on the Pacific Coast. This was 
purchased by a Connecticut 
man who bought the brig 
Sabine in 1848 to carry the 
lumber. Harry Meiggs had a 
mill at that place in 1850 and 
in 1852 built one at Mendocino 
at an expense of $200,000, * * * 
The first sawmill of which we 
have any reliable record on 
Puget Sound was built in 1851 
by J. J. Folt, who is now in 
San Francisco. It was at 
Apple Tree Cove, near Port 
Madison. It was sold to G. A. 
Meiggs, who moved it to Port 
Madison. Mr. Meiggs is at 
present lumbering on_ the 
Sound. The second mill was 
erected at Port Ludlow in 1852 
by Sayward & Thorndyke and 
was afterwards sold to. Amos 
& Phinney. Mr. Pope located 
his land at Port Gamble in 
1850. * * * The first + 
mill in Oregon was put up-by 
Lot Whitcomb and Meek & 
Llewellyn «as early as 1849, a 
water mill, located at Milwau- 


The Chippewa is now at a 
low driving stage and the driv- 
ers are obliged to resort to 
their flooding dams to move 
logs to Eau Claire and Beef 
Slough. Driving is _ entirely 
suspended on the small streams. 
On Flambeau and Elk rivers 
fair work is being done with 
the aid of dams. The mills at 
Eau Claire and Chippewa 
Falls, together with what is 
being rafted at Beef Slough, 
are taking the logs faster than 
they are coming in. 

* # @ 


A Lumberman’s Exchange 
kas been established at Muske- 
gon, Mich., with H. H. Getty 
as president, John Torrent, 
treasurer and W. H. Wilde, 
secretary. 

om * * 


Gardiner, Batchelder & 
Welles, of Lyons, Iowa, send 
out a unique price list. In the 
corners of the first page there 
is some Oscar Wilde art busi- 
ness, and in the center of the 
page there is a blood-red saw. 
This Lyons firm is a very staid 
and reliable one, as its many 
friends are aware, but if the 

rice list were to fall into the 

ds of a stranger he might 
think that the concern was on 
the warpath, or that the saw 
had slashed off a workman’s 
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Two large display windows filled with attrac- 
tive items meet the eyes of every passerby at 
the Lawton CashWay lumber yard 


AN an established retail 

lumber and building ma- 

terial dealer change his 

business over to a strictly 
cash and carry plan with profit to 
himself and complete satisfaction 
to his trade? 

To find a satisfactory 
that question, a representative of 
the AMERICAN LUMBERMAN spent 
two days recently, visiting a group 
of yards in Indiana and Michigan, 
which, after a thorough investiga- 
tion and due consideration, had 
made the change and are operat- 
ing on a cash and carry plan. 

The first yard visited was that 
of the Kendallville Lumber Co., 
Kendallville, Ind. Since its estab- 
lishment about ten years ago, this 
yard has been recognized as an 
outstanding one in its merchandis- 
ing methods, and before taking this 
decisive and important step, Man- 
ager E, H. Sabrosky, together with 
his associates, considered the prob- 
lem from every standpoint. 

Is the cash and carry plan a 
feasible and satisfactory one? Let 
Mr. Sabrosky answer: 

After having conducted our 
business on a cash and carry 
plan for the last month, I am 
satisfied that we have done the 
right thing. Our customers as 
a rule are well pleased; our vol- 
ume of business has been main- 
tained; and we have not only got 
the cash for every sale that has 
been made, but we have suc- 
ceeded in materially reducing our 
standing accounts. 


answer to 


Price Tag on Every Item 
When it decided 
cash and 
operation, the mat- 
gone into hurriedly, 


was definitely 
to place the yard on a 
carry basis of 
ter was not 











but plenty of time was taken to 
make complete preparation for the 
change. All of the stock was care- 
fully gone over and every item was 
tagged with a large card showing 
the price, this price being a consid- 
erable reduction over the price that 
had prevailed under the old plan. 
Lumber, paint, shingles, roofing, 
cement, brick, coal, builders’ hard- 
ware, nails, wallboard, sash—in 
fact, everything in the entire stock 
—were plainly priced so that any- 
one coming into the yard could im- 
mediately know the price of any 
material desired, without the ne- 
cessity of any figuring or without 
the aid of an attendant. 

Previous to the inauguration of 
the cash and carry plan, letters 
were sent out through the entire 
trade territory, pointing out the 
advantage to the consumer in pay- 
ing cash and in this way getting 
the lowest possible price. It was 
explained how, through the elim- 
ination of delivery expense, book- 
keeping and other overhead inci- 
dent to a credit business, a very 
considerable saving could be made, 
and these savings would be passed 
on to the customers under the cash 
and carry plan. 


Event Widely Advertised 


Immediately prior to the day of 
the inauguration of the new plan, 
handbills were circulated and ad- 
vertisements carried in the local 
newspapers, announcing this im- 
portant event and at the same time 
pricing a few special leaders for 
the first three weeks. In addition, 
souvenirs were offered to every 
lady who called at the yard, and 
for every man who visited the yard 
on the first day of the operation 
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The Paw Paw CashWay Lumber & Coal Co. “tells the world” of its 


new policy 


“Pay cash and pay less,” 


with the reduced cash prices 


marked so that “he who runs may read” 


of the new plan cigars were pro- 
vided. 

An attractive window display 
was arranged; the office was re- 
arranged so as to display prom- 
inently the stock of paints, while 
in compartments on a table were 
displayed many items of small 
hardware, each with the price 
plainly labeled. 

Would the public respond to this 
suggestion of a retail lumber and 


building material yard operating 
on what some termed the “ten cent 
store” plan? Let Mr. Sabrosky 
answer: 

During the thirty days in 


which we have had this plan in 


June 11, 19 


? 


dropping in, attracted by the ap. § 
nouncement of the Marcellus Cash- 
way lumber yard, where big. signs 
conveyed the thought “Pay cash 
and pay less. Here, too, the ep. 
tire stock had been rearranged, a. 
tractive displays made, and every 
item labeled with a price card 
that anyone could immediately tel 
the price of any article desired 
As an example of the saving in 
overhead through the elimination 
of free delivery, Mr. Lough cited 
the fact that included in one day's 
business of $150 recently were % 
small sales that totalled only $32 
He, like the managers of other 
yards who have adopted this plan, 














Ladders, trellises, lawn benches, roofing panels etc., displayed in front 
Kendallville Lumber Co. 


cash-and-carry bargains 


of office of the 


ladies have called 
Some of them had 


operation, 173 
at the yard. 


never seen a retail lumber yard 
before. Practically every one 
took time to go through the 
entire plant, and many of them 
bought small articles on their 
first visit, and some either came 


back or sent back later for larger 
quantities. It has been notice- 
able, too, how many people 
bought small items of hardware, 
simply through their attention 
being attracted to.them by the 
display and the price tags. 

All dimension lumber is priced 
by the piece, and on all other 
lumber prices are shown per 100 
feet. 


Plan Successful at Marcellus, 


Mich. 


The next yard in this group vis- 
ited by the AMERICAN LUMBER- 
MAN representative was the Mar- 
cellus Lumber Co., Marcellus, 
Mich., where Earl Lough, man- 
ager, was found busily engaged in 
waiting on customers who were 


tell visitors of the 


had hardly realized to what extent 
the free delivery of small orders 
had been piling up the overhead. 
On the old plan deliveries prob- 
ably would have been made on 
every one of these sales at a cost 
of at least $10. Instead of that, o 
a few of these sales that were de 
livered the yard collected delivery 
charges of $3. In going on a cash 
and carry plan, these yards have 
not as yet done away with their 
delivery equipment, but _ have 
worked out a scale of charges for 
making deliveries, and when a sale 
is made and the customer waits 
the material delivered, he is told 
in advance just what the delivery 
will cost. For example, in this 
yard a customer wanted one: piece 
of 2x8 18 delivered. He was told 
what the cash price would be and 
that if delivery was made there 
would be an additional charge o 
35 cents. He paid cash for the 
piece of lumber and paid the de 
livery charge. 

Mr. Lough told of another it 
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Can a Retail LumbetYar 


Operated On a 
Cash-and-Carry Basis. 
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cident where a man, attracted by 
the announcement of the low prices 
under the cash and carry plan, 
drove in 15 miles, bought $1.73 
worth of material, loaded it on his 
car, and went home with it, happy 
in the knowledge that he had ef- 
fected a considerable saving by 
paying cash and doing his own 
delivering. 


Worth of Local Advertising 


Is there any virtue in local news- 
paper or circular advertising in 
connection with a cash and carry 
yard? 

Mr. Lough was a little doubtful 
and was inclined to think that the 


AMERICAN LUMBERMAN 


ard Be Successfully 


LJERE'S a Story of How this Question 


Is Being Answered By a Group of 
Outstanding Yards in Michigan and Indiana 


his estimate, Mr. Smith devoted 
some time to showing the AMER- 
ICAN LUMBERMAN representative 
about the very attractive yard and 
lumber sheds, although having to 
stop every few minutes to wait on 
a customer. Asked what was the 
biggest problem he had to over- 
come in putting his yard on a 
strictly cash and carry plan of op- 
eration, Mr. Smith said the deliv- 
ery problem was the one about 
which they had to do the most ex- 
plaining. However, his trade had 
taken very kindly to the idea and 
they were fast coming to under- 
stand that unless they made their 
own deliveries they would have to 














Red cedar shingles, screen doors, modern picket fence and coal are 
displayed outside while in the window are many articles all plainly 
price marked 


money he was spending for adver- 
tising might be saved, with profit 
to the business. However, when a 
man drove into the yard from a 
long distance, attracted by one of 
the ads, and bought $72 worth of 
material, for which he paid the 
cash, Mr. Lough decided that the 
advertising after all was a good 
investment. This was not the only 
customer who came in and took 
occasion to refer to the advertis- 
ing when making his purchases. 


Lawton Yard Explains Delivery 
Charge 


Lawton, Mich., was the next 
Stop on this tour of investigation, 
and here Stuart F. Smith, manager 
of the Lawton Lumber & Coal Co., 
was found figuring with a con- 
tractor who was preparing to bid 
on a house to be erected in that 
community. By paying cash, he 
would be enabled to make a very 
attractive price to the owner. 
After the contractor had left with 


pay for having the material deliv- 
ered by the lumber company. For 
example, that morning a man had 
called up from several miles out 
in the country to ask the price of 
just a few boards. He was told 
what the cash, price would be and 
he placed the order. He then 
asked if the boards could be deliv- 
ered. He was told that they could 
be delivered but it would cost him 
so much. He demurred and said 
“That makes the delivery cost as 
much as the material itself.” Mr. 
Smith asked him if he had a car 
and he was told that he had. The 
lumberman said: “If you will drive 
in with your car I can tie this 
lumber on it so it will not mar the 
car in any way, and you will save 
the price of the delivery.” The 
customer immediately replied: “I 
will be in this afternoon after the 
lumber.” He came in soon after 
lunch. 


At these yards the managers and 
their helpers are becoming experts 

















On a platform at one end of the office at 


Lawton are displayed ladders, shingles, roofing 
etc., from which many sales are made 


in loading automobiles and vehicles 
of every description with all sorts 
of material. It is interesting to 
see the way in which material of 
all kinds is carried away by the 
customers who come in, pay the 
cash and take their purchases with 
them. While the AMERICAN LuM- 
BERMAN representative was at this 
yard, a man drove in with a Ford 
car, bought a lot of posts, for 
which he paid cash, and drove 
away with these posts in the 
rumble seat and all over the car. 
Mr. Smith was bubbling over with 
enthusiasm about the new plan and 
said he never had had a more in- 
teresting month in his life than the 
one that had just elapsed since his 
yard was placed on the cash and 
carry plan of operation. 


Made Exhaustive Investigation 


The next port of call was at 
Paw Paw, Mich., and if anybody 
has any doubts as to the feasibility 
and the satisfaction of operating a 
cash and carry lumber and build- 
ing material yard, he will quickly 
have those doubts dispelled after 
a visit with E. M. Hayworth, man- 
ager of the Paw Paw Lumber & 
Coal Co. Mr. Hayworth was one 
of those who made the first investi- 
gation for this group of yards to 
determine whether or not the cash 
and carry plan would be a desir- 
able one to adopt. He made an 
exhaustive investigation, visiting 
yards in other sections of the coun- 
try, talking with people in other 
lines of business, consulting with 
some of his customers, and in every 
way trying to get all the facts that 
would enable him to make an in- 
telligent report to his associates. 





Convinced that the cash and carry 
plan was the only satisfactory way 
in which to operate a lumber and 
building material business, espe- 
cially under conditions such as 
have existed for the last two years, 
he strongly recommended the plan 
and is tremendously enthusiastic 
over its operation. 


Like other managers whose 
yards have adopted this plan, Mr. 
Hayworth has found some serious 
problems, but none that could not 
be overcome with satisfaction to 
the dealer and to the customer. 
There is a lot of satisfaction in 
knowing that at the close of every 
day, whether the business has been 
large or small, the cash is in hand 
for every sale that has been made. 
There is inspiration, also, in di- 
recting an evolution of this kind 
in retail lumber — merchandising 
and in witnessing the satisfaction 
with which the plan has been re- 
ceived by customers of the dealer. 
It was a fascinating business story 
to which the AMERICAN LUMBER- 
MAN representative listened as he 
heard Manager Hayworth tell one 
interesting incident after another 
that had developed since this plan 
was put into effect in the Paw Paw 
yard. It was a story of a real 
saving to the people who were 
making the purchases and a potent 
influence in developing a great deal 
of small business that otherwise 
would have lain dormant. When 
people began to realize that they 
could effect real savings by paying 
cash for their purchases, they 
found that it was possible for them 
to make repairs and improvements 
that otherwise would have been 
postponed, and much business of 














While shingles, screen doors, roofing and other similar lines comprise 
the outside display at Paw Paw, the bins of lumber in the shed are 
just as attractively shown and create just as much interest 
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this kind has been developed with 
resultant satisfaction to all con- 
cerned. 


Yard at Niles Adopts Plan 


The end of a busy and tremen- 
dously interesting day found the 
AMERICAN LUMBERMAN represen- 
tative at Niles, Mich., where M. 
S. Rudisill, manager of the Niles 
Lumber Co., and his staff were 
busily engaged in preparations for 
putting that yard on a cash and 
carry plan of operation. It was 
planned to inaugurate the new pro- 
gram on Saturday, June 11, all of 
the intervening time being required 
to carry out the innumerable de- 
tails incident to rearranging stocks, 
making attractive displays, placing 
price tags on every item, and get- 
ting out the letters and announce- 
ments to the trade. 

Recognized as one of the most 
progressive lumber and building 
material merchants in the middle 
West, Mr. Rudisill did not go into 
the cash and carry plan hastily or 
without giving it full consideration 
from every possible angle. In 
finally deciding that this was the 
most satisfactory way in which to 
conduct the business, Mr. Rudisill 
realized that he would have many 
serious obstacles to overcome, but 
he is convinced that these hurdles 
will be successfully negotiated and 
that his trade is going to be not 
only satisfied but well pleased with 
the plan that will enable buyers to 
make substantial savings on every 
purchase by paying cash and mak- 
ing their own deliveries. 


Another Yard Starts Plan 


While the business day ended at 
Niles, the newspaper man who was 
making this tour in company with 
Will A. Cavin, of Sturgis, Mich., 
head of the Cavin Lumber Yards, 
Associated, was not through, for 
the trip back to Sturgis had to be 
made with a stop at White Pigeon, 
where Manager Elvin Lough, of 
the White Pigeon Lumber Co., 
with a broad grin of satisfaction 
on his face, announced that his 
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yard would go on the cash and 
carry basis on June 11. “Now 
will be able to sleep at night,’ Mr. 
Lough said, “because I won’t have 
to worry about credits and collec- 
tions but can devote my whole en- 
ergy to developing our cash and 
carry business.” He had been out 
during the day making an esti- 
mate on an elaborate remodeling 
job on a summer cottage, all of the 
materials for which, supplied by his 
yard, will be paid for in cash. 
Like the managers of the various 
yards in the Cavin companies, Will 
A. Cavin, who has been devoting 
much time to assisting the man- 
agers in working out the details 
of this important evolution in their 





Another interesting thing is the in- 
crease in paint sales and in the 
sales of small hardware, roofing 
etc.” 


Sales Immediately Increase 


At one yard visited, a heavy in- 
crease had been noted in the sale 
of red cedar shingles. At one of 
the yards, when the announcement 
was made of a special cash price 
on cement, sales immediately in- 
creased. One farmer who saw the 
announcement was so afraid that 
the supply would be exhausted be- 
fore he could come in to town, he 
telephoned and asked that fifty 
sacks be held for him. Another 


telephone call came from a man 

















Hog houses and model type brooder house, with cash price plainly 
shown, comprise part of interesting outdoor display at the cash-way 
yard of Kendallville Lumber Co. 


merchandising methods, feels that 
if any mistake has been made it 
was in not having taken this step 
a year ago. “There have been in- 
numerable interesting things de- 
velop in connection with transform- 
ing all of these up-to-date busi- 
nesses into real cash and carry 
yards. For example, as the result 
of prominently displaying steplad- 
ders and making attractive cash 
prices on them, these yards have 
sold more ladders in the last month 


than ordinarily they sell in years.- 


in Chicago, who asked that eighty 
sacks be held for him, to be used 
at a lake cottage. 

This cash and carry plan has 
enabled the yards to clean up a 
good many odds and ends of roof- 
ing by making special cash prices 
on this roofing in special lots. 

While the plan contemplates the 
use of various leaders on which 
attractive prices are made, these 
prices are always well above cost. 
Prices on every item in stock carry 
a substantial profit, but because of 
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the elimination of such a large pay 
of the overhead costs of doj 
business, the yards are enabled ty 
make attractive prices for cash tha 
are much lower than the prices or. 
dinarily charged. 


Outstanding Accounts Reduced 


Mr. Cavin reports that one 
pleasing result of the cash and 
carry plan is that already there 
has been a substantial reduction 
in the amounts standing on the 
books, and it is hoped eventually 
to clear these up entirely. Whey 
this plan was considered, there was 
some speculation as to the effec 
it would have on volume. At none 
of the yards has the volume beep 
decreased, and much to the syr- 
prise of the managers at some of 
the yards the volume actually has 
increased under the cash and carry 
plan. 

During the month in which the 
four yards of this group have been 
operating on the new basis a few 
houses have been sold, as well as 
several good sized barn bills and 
quite a number of lake cottages, 
all on the cash and carry plan, 
Commenting on this Mr. Cavin 
said: 

We are impressed with the fact 
that customers coming from Chi- 
cago and other cities, planning 
to build lake cottages, usually 
are well satisfied with our cash 
and carry plan and show no re- 
sistance to buying ‘by this 
method. 

With one exception, all of the 
yards of the Cavin chain will 
henceforth be operated on the cash 
and carry plan. These yards are: 
the Niles Lumber Co., Niles, 
Mich.; White Pigeon Lumber Co., 
White Pigeon, Mich.; Edwards- 
burg Lumber Co., Edwardsburg, 
Mich.; Kendallville Lumber Co, 
Kendallville, Ind.; Quincy Lumber 
Co., Quincy, Mich.; Vicksburg 
Lumber Co., Vicksburg, Mich; 
Marcellus Lumber Co., Marcellus, 
Mich.; Paw Paw Lumber & Coal 
Co., Paw Paw, Mich., and the 
Lawton Lumber & Coal Co., Law- 
ton, Mich. 





Buying waves do not take place during a 






Plan to Abolish Profitless Mer- 
chandising 


Los ANnceLes, CALir., June 4.—An aggres- 
sive program is under way here among the 
various business and trade groups to restore 
normal conditions by abolishing _ profitless 
merchandising. A meeting of association 
secretaries and representatives of about fifty 
other organizations, sponsored by the local 
chamber of commerce, resulted in the drawing 
up of a resolution which had as its motif, “Buy 
as you would sell.” The plea is for giving 
and obtaining a fair profit and is in fact an 
argument for a just wage for business. The 
resolution reads, in part, as follows: 


The present business situation has brought 
home the fact that prosperity exists and in- 
dividuals have employment only when busi- 
ness prospers. Business is entitled to a fair 
profit—only as business prospers can the 
community succeed. The policy of exchang- 
ing dollars or accepting a loss for the sake 


of volume is destructive. It not only 
weakens. the institution concerned, but also 
helps to undermine sound business. Ruinous, 


heedless price-cutting without regard to 
profit retards recovery. Supporting concerns 
which are operating on a profit basis is not 
only good business, but will hasten the re- 
turn of better times. It is to the best in- 
terests of business and of the public to 
patronize those firm which render service at 
a price which includes a fair profit. 


declining price trend. When prices are stabil- 
ized or show a tendency to rise, buyers dis- 
card watchful waiting and enter the market. 
Set a fair value on your products and stick 
by your guns. A smaller volume of profit- 
able sales will produce the only kind of re- 
turns that insure continued employment, pay- 
rolls and a better dividend for stockholders 
and is better than a larger volume of un- 
profitable orders. Profitless merchandising is 
to the disadvantage of the producer, the dis- 
tributor, the retailer, the employee and to 
the public, and we repeat that “prosperity 
exists and individuals have employment only 
when business prospers.” Prosperity can 
only return with fair prices and fair wages. 


No definite plan was outlined and each or- 
ganization-or group was expected to work out 
its plans in its own way. Some took up the 
matter immediately, and in one case a half 
page ad was inserted in all the metropolitan 
and leading papers of the surrounding cities, 
the copy being based directly on the resolu- 
tion, In other words, it became a part of an 
educational program to revive business on a 
sound basis. Other groups are now working 
on plans to advertise or otherwise follow out 
the principles set forth and subscribed to by 
the representatives present at the meeting. In 
fact, the lumber groups have been working to- 
ward that goal for some time past and it is 
expected to help stabilize the industry and 
eliminate profitless merchandising. 


Takes Charge of Rail and 
Coastwise Business 


PorTLAND, OreE., June 4.—Harry G. Conro, 
formerly assistant sales manager of Cobbs & 
Mitchell and more recently in the same posi- 
tion with the Portland office of the Charles R. 
McCormick Lumber Co., has joined the staff 
of F. W. Pettibone, this city. Mr. Conro be- 
gins his new connection June 6, and will have 
charge of the rail and coastwise business of the 
Pettibone organization. 


F, W. Pettibone, operating a wholesale lum- 
ber and export business with offices in the 
Terminal Sales Building, here, is widely known 
throughout the United States. For many years 
he was associated with the lumber manufat- 
turing interests of the late Edward Hines, of 
Chicago. He came west a few years ago, in 
charge of construction of the plant of the 
Edward Hines Western Pine Co., at Burns, 
Ore. Early this year, Mr. Pettibone took ovef 
the western wholesale and export business of 
the Hines company and is operating under his 
own name. 

The addition of Mr. Conro rounds out the 
organization. Fred W. McCoy has charge of 
the industrial lumber department and Mr. Pettt- 
bone has personal charge of the export business. 


Ne 
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‘| New Line of Outdoor Specialties 


AMERICAN LUMBERMAN 


Scores Decided Hit 


SEATTLE, WASH., June 4.—Enthusiasm is the 
dominant sentiment in the offices of Lyle S. 
Vincent & Co., of this city today. In business 
enthusiasm for a product is the propelling force 
that brings sales results. Lyle S. Vincent, 
widely known young lumberman of Seattle, and 
his sales staff are especially gratified over 
their new line of wood specialties manufactured 
by the Robinson Manufacturing Co., of Ev- 
erett, Wash. It is the beauty and practicabil- 
ity of design, combined with the excellent work- 
manship and attractive price, that forms the 
basis for their satisfaction. The clever use 
of Douglas fir plywood in the production of 
many of these items has added materially to 
the attractiveness and quality, and made the as- 
tonishing pricing possible. 

“A Home of Your Own” is a line that has 
become familiar to readers of the AMERICAN 
LUMBERMAN. What about a “Home of Your 
Own” for the youngsters or the pets? 

Dealers throughout the United States have 
become more interested in, and have found 
more interest on the part of their customers, 
in garden furniture, playhouses and decorative 
fencing than ever before. Many dealers have 
found that the addition of items of this kind 
brings increasing profit, not only through the 
sale of the articles themselves, but through 
their display, attracting many interested people 
to the dealer’s premises. 

The Robinson line includes an amazing dis- 
play of children’s playhouses, with built-in fea- 
tures and furniture. It includes tennis tables 
which may be used for table tennis, both in 
the house and in the yard. It also includes 
attractive bird houses, dog kennels, lawn fur- 
niture, sand boxes with seats and canopy, and 
other items of interesting millwork specialties. 

Lyle S. Vincent & Co. have become the ex- 
clusive distributors throughout the United 
States of this line of the Robinson Manufac- 
turing Co.’s products. The Robinson company 
with a large sash and door, millwork and ply- 
wood plant at Everett, is a well known manu- 
facturer of high class lumber and millwork 
products, with thirty years of experience back 
of it. The increasing interest throughout the 
United States in products of this kind, the 
very apparent success that many retail dealers 
have had in enlarging their sales by adding 
such features during a time of slack building, 
induced the Robinson company to investigate 
the field thoroughly, resulting in the careful 
designing of the many attractive numbers. 


Lyle S. Vincent, for the last dozen years an 
outstanding lumber buyer, with a host of 
friends in Seattle and throughout the North- 
west, and many close friends among the lum- 
ber fraternity in the East and middle West, 
recognized an opportunity for the marketing 
of such attractive lumber products, through his 
present sales organization, which has operated 
so efficiently in the staple items of sawmill pro- 
duction. 

In taking over the new line, and wishing to 
understand the problems of the retailers in 
connection with marketing it, Mr. Vincent has 
established a very attractive retail store in the 
heart of Seattle. The crowd that attended the 
opening of this new store indicated the interest 
of local people in this display of attractive 
merchandise, and the reception already given 
these products indicates the possibility of 
marketing them in a broad way. 

All the products in this line are shipped 
knocked down, but are so well designed they 











A special feature of the opening of “The Play- 


house” was the presence of Seattle’s famous 
baby orchestra, which rendered numerous se- 
lections while seated on tennis tables 
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may be set up with a 
minimum of trouble by 
any householder, 
whether mechanically 





LYLE S. VINCENT, 
Seattle, Wash.; 








inclined or not. One 
of these very complete 
large-sized playhouses 
may be set up and put 
together with twelve screws and four bolts. 
Note the display of several of the numbers in 
this line in an accompanying illustration from 
a photograph taken on Mr. Vincent’s own lawn. 

In speaking of these products Mr. Vincent 
says: “Build an extra room on your house by 
furnishing your garden. Bring the beach to 
your yard. Keep the kiddies off the street. For 
the youngster, a home all his own. Tea par- 
ties, without bringing the guests into the house. 
Any of these numbers can be painted to match 
your home and can be | stored for winter, util- 
izing very little room.’ 

It is easy for Mr. Vincent to become enthu- 
siastic about these delightful features. He 
knows how to appreciate the value of home 
happiness, having four delightful young chil- 
dren, three of them potential lumbermen, Lyle 
Junior, aged 10; Robert F., 8, and Peter Ranke, 
6, and a future homemaker the youngest, Mar- 
tha Mary. To say that they share their father’s 
interest in this new line would be putting it 
mildly, and their canine pal seems to be just 
as well pleased with his new home. 

At the opening of the retail store, known 

s “The Playhouse,” Seattle’s famous baby or- 
chestra, all well trained artists, ranging in age 
from 3 to 7 years, was the added attraction. 
The entire orchestra, with the exception of the 
piano accompanist, was seated on two of the 
tennis tables. While the program was carried 
on they were a sober-faced bunch of young 
musicians, intent on their parts, but the minute 
it was finished, and they were lifted down from 
the tennis tables, there was a scamper to see 
which would be the first in to the sand box, 
and they were a bunch of happy children. 


Lyle Vincent believes that the live, wide- 
awake retail lumber dealer is a logical outlet 
for this line of wood specialties. His sales 
connections are pushing the sale of these prod- 
ucts, which may be shipped in mixed ‘cars of 
lumber, to their lumber dealer customers. 























Display of garden furniture, dog house, playhouse and tennis tables 
on lawn at Mr. Vincent’s home 








Display window in “The Playhouse,” downtown retail store established 
by Lyle S. Vincent, showing playhouses, bird houses etc. 
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‘New Lumber Store and Dis- ; 
plays Glority Wood 


CLEVELAND, OHIO, 


~ 


June 7.—A lumber and 
millwork store unique 


yet portraying in detail 
a truly unusual display 
of lumber products 
which may be visualized 
in a practical way is the 
most recent innoyation 
in the merchandising of 
lumber and allied prod- 
ucts in Cleveland. 

The store, or rather 
institution, for it may 
be truly regarded as 
such, is operated by the Teachout Co., for 
more than sixty years identified with the lum- 
ber business of Cleveland and half a dozen other 
metropolitan centers. 

In the new store, the Teachout Co. is able 
to exhibit a majority of the lines of home build- 


- . 
in design and character 
| 


D. W. TEACHOUT, 
President of the 
Company 


ing materials and built-in features carried in 
stock, but in each instance the items of display 
are so arranged as to give the prospective pur- 
chaser a most comprehensive idea of what he 
is buying, by showing it to him in place just 
as it would appear in the home, office or else- 
where. 

Included in the display is a wide variety of 
woods, attractively finished with paint products 
of a nationally advertised line, carried as a 
part of the stock and merchandising plan. 

On one side of the store is a completely 
finished room section, done in various interior 
wood finishes, while on the opposite side of the 
room or store are exterior woods. Elsewhere 
in the display room are closets, breakfast nooks, 
linen closets, and cabinets of various types and 
kinds. 

At the rear of the store is a full-sized red- 
wood house facade of a most interesting design. 
The visitor enters through a door to find him- 
self in a hallway done in knotty pine. This 


hall leads‘ to a demon- 
stration room finished 
with wood paneling, Up- 
son relief ceiling, mod- 
ern plywood plank 
flooring and maple 
flooring, while the sides 
display exemplifications 
of cypress log siding, 
and pecky cypress pan- 
eling. This display 
room is sufficiently large 
to make it available for 
conference purposes, 
sales meetings and sim- 
ilar gatherings. 

The exterior of the store is of truly modern 
design, not extreme, but in lines and finish 
which harmonize with the shopping area in 
which it is located; for here, within half 4 
hundred yards, is located the city’s busiest 
street intersection, East Ninth street and Euclid 


DON BEAUMONT, 
Will Supervise New 
Store 
























































Top—Two views of interior of the store. 


also used for conferences, has wood paneled walls and plywood plank floor. 


Center—Exterior view, showing display windows and entrance. Lower Left—The demonstration room, 
Lower Right—The full-sized facade of a redwood house 
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avenue, two corners of which are flanked with 
the city’s largest banking institutions. Nearby 
are some of the city’s finest stores. The trim 
is in aluminum and art metal, harmonizing with 
the background of the window display space, 
which is in various types of wood. 

Thus Cleveland’s newest and most modern 
jumber store, situated in a highly specialized 
shopping area, lends itself to the highest type 
of merchandising, and with the advent of the 
new Teachout store into Cleveland’s high rent 
district, as well as exclusive shopping center, 
a new era in the merchandising of lumber and 
its products seems just ahead. 

The new store is the outgrowth of more 
than two years of study and planning on the 
part of David W. Teachout, president of the 


ing, 
millwork, finished doors and sash, insulation 
materials, and many items of unpainted furni- 
ture. 





AMERICAN LUMBERMAN 


company, and Don Beaumont, who will super- 
vise the store. 


Discussing the new store and its settings, 


Mr. Beaumont said: “It is the intention of the 
company to carry on display a complete line of 
built-in conveniences, adaptable to the modern 
home, with the one thought of creating in the 
mind of the prospective customer a correct idea 
of their practical use.” 


Included in the displays will be found floor- 
paneling, fireplaces, stairways, roofing, 


The store occupies a room formerly occupied 
by the Devoe & Raynolds Co., of whose prod- 
ucts the Teachout Co. is distributor. The com- 
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pany will also handle the complete line of 
Norge refrigerators. 


The Teachout Co. is one of Cleveland’s old- 


est lumber concerns, having been founded by 


Abraham Teachout in 1873. It maintains five 


yards in the Cleveland area, and has branches 
in Buffalo, 


Columbus, Akron and Detroit. 
David W. Teachout is the third of his line to 
head the business. He is active in affairs of 
the company, as well as being president of the 
Cleveland Lumber Institute: 

Plans for the renovizing of the store were 
prepared by Architect J. W. Everhard, under 
the supervision of Mr. Beaumont and Mr. 
Teachout. The store will be managed by James 
W. Tousley, for many years associated with 
the Teachout Co. 





THE AD- 


IDER 


Experiences, Ideas and Suggestions Designed 
to Help Dealers ADVERTISE EFFECTIVELY 








Tell the Ad-Aider about your advertising 
plans and problems. Maybe he can help 
you. Anyway, he will “sympathize.”” 


Timely and Convincing 


A recent full-page newspaper advertisement 
of the Lieber Lumber & Millwork Co., Neenah, 
Wis., is well calculated to attract attention and 
produce results at this particular season of the 
year. The psychological appeal is strong, sub- 
tly suggesting summer outdoor comfort. The 
caption, in big, bold type, reads “Lawn and 
Porch Furniture,” followed by another line, in 
slightly smaller type, reading “For Rest and 
Pleasure Hours.” The advertisement is of the 
department store type, presenting in boxed 
spaces illustrations, descriptions and prices of 
a dozen or more items that are especially ap- 
pealing at this season. These include Kumfit 
rockers, lawn and porch chairs; lawn settee, 
juvenile rocking chair, lawn table, sand box, 
flower boxes, wren house, garden trellis, orna- 
mental lawn fences, shelving and cabinets, with 
a number of minor itefns such as handy step- 
ladders, flagstone for walks and Japanese rock 
for building rock gardens, the whole constitut- 
ing an illustrated catalog enticingly attractive 
to the householder desiring to beautify and 


add to the summer outdoor comfort of his 
home. This is advertising of the sort that 
wastes no ammunition but aims at a definie 


mark—and hits it. 





An lowa dealer advertised ““What A Dime 
Will Buy In A Lumber Yard,” and made a 
lot of sales, some of which totaled pretty 
good money. Why not expand this idea by 
advertising a list of items that can _ be 
bought for one, five or ten dollars? 





Miniature Newspaper 


As a variation from the conventional display 
advertising, many dealers have adopted the 
style of “a newspaper within a newspaper.” 
A good example is that of “The Yardstick,” 
published by the Hunter Lumber Co., Chilli- 
cothe, Mo., a reduced reproduction of which 
appears on this page. This miniature news- 
paper occupies space two columns wide, and 
eight inches deep. The latest issue headlines 
the “news” that “Warm Weather Brings Flies 
and Mosquitoes,” and urges householders to 
“Protect With Screens Now.” 

A clever idea is that of repeating the line 
“Phone 85” between the items, thus impressing 
the phone number upon the memory of readers. 
It will be noted, also, that the slogan “Spend 
For The Home In 1932” is played up. E. T. 
Russell, of the Hunter company, informs the 
Ad-Aider that this miniature newspaper ap- 
pears each week in the local newspaper. 

He says also that advertising leaflets featur- 


ing commodities handled by the company are 
inserted with the statements mailed out each 
month, the leaflets used lately for this purpose 
being those of the Morgan Co. entitled “Pro- 
tect Your Honie,” and the Home Inspection 
Campaign literature supplied by the United 
States Gypsum Co. It is felt that this distri- 
bution of literature has indirect effect, although 
only one direct response thereto has been re- 
corded to date. 


In Good Old Summer Time 


Cashing in on the trend toward owning a 
small seashore or country home, the Newell 
Coal & Lumber Co., Pawtucket, R. I, is ad- 
vertising such a home, asking, “Why spend 


The Wardstich 


PUBLISHED BY HUNTER LUMBER Co. 
Chillicothe’s Lumber and Coal 
Dealers for Over Forty Years. 








Warm Weather Bring Flies and ‘Mosquitoes 
Protect With Screens Now 





You can make strong, 
good looking and eco- 


“ and how have you] You need a ladder a- 
been getting on, Mrs.jround the place and 
Mumble?” we can sell you a dan-|nomical screens with 

Oh, Miss, not too} dy in any length de-| our Micklin Screen 
well. My poor ‘usband | sired We carry a line! Corners 

ad a parallel stroke|of mighty strong step- —PHONE 83— 
and we've ‘ad a ‘ard| ladders too. _ } ore 
time to make doth! —PHONE sS— | We'd all get more 





_— poll a5— nue camer Co.| never shift our mouths 
Hunters always carry| carry a complete line| {nto high gear unti 
a fresh stock of ce-| of roof coatings. It is| 3 -- : = 
ment and lime and will| a mighty good time to} *re gata oa 

be glad to supply you| renew the old roof,; —PHONE 

with @ sack or a car-| prolonging its life and; Try some Mulch pa- 


load stopping leaks | Ber in your garden. It 
—PHONE 8&5— —PHUNE 65— =| keeps down the weeds 
Most of these love tri- 
ongles turn into wreck- 
tangles 
—PHONE 85— 
Why not build that 
sleeping porch and 
keep cool this sum- 
mer 


Not Working jand conserves mois- 
New York Sightsee- jure. 
ing Guide: This, ma- —PHONE 85— 
dam, is a skyscraper. | Tourist in village 
Old Havana Lady:| store: “What have you 
|My, but I'd like to see|in the shape of auto 
it work—The Safe/ tires?” 

Worker. Saleslady “Funeral 

—PHONE 85— | Wreaths, life preserv- 
If you knew how rea@-/ers, invalid cushions 
sonable you could) and doughnuts.” 
have oak floors wel —PHONE 835— 
fee] sure you would | We carry a fine stock 
start laying them at/of White Pine Screen 
noce, | Stock 

—PHONE ss— | 
Visitor: “Well, Joe,| 
how do you like your) 
new little sister?” 

Joe: “Oh, she's all 
right, I guess, but | 











things we needed! 
worse.” 





Spend For The Home In 1932 











the summer in the city?” The advertisement 
features greater enjoyment of the summer sea- 
son, and greater freedom and health for the 
children. Built on cement piers on the cus- 
tomer’s lot, the Newell firm will erect a one- 
story house of wood, containing living-room, 
kitchen, bedroom, screened front porch, back 
porch an4 “-t, for $795, which is the total 
of the ty for the customer to move in, 





Have you a good slogan? Send it in. 
We'll print the best ones received. See if 
yours “gets across.” 


One Cent Varnish Sale 


In response to an inquiry from the Ad-Aider 

concerning its advertising activities, the Albion 
Lumber Co., Albion, Mich., writes that they 
recently put on a “One Cent Varnish Sale,” 
selling one can of varnish at the regular price 
and an additional can for one cent more. “We 
cleaned up an entire shipment, except for one 
small package, during this. sale,” reports this 
company; which also has been doing some in- 
tensive advertising on a number of special items 
including oak flooring, garden fence, roofing, 
floor wax and paint. 
_ “We are co-operating with the entire building 
industry, including workmen, contractors and 
dealers, and have obtained real results in a sales 
way as well as creating a very harmonious 
feeling between dealers and workmen,” the 
Albion company further states. “There is some 
business that can be created by dealers who 
will dig it up. The acres of diamonds that 
people sometimes go to the ends of the earth 
to find frequently are right at home.” 


How's This for an Order? 


Recently C. L. Foretich, sales manager of the 
Bradley Lumber Company of Arkansas, at 
Warren, sent to the AMERICAN LUMBERMAN a 
copy of an inquiry his company had received, 
with this comment: 

I am attaching hereto a copy of an inquiry 
we received, just exactly like we received it 
—spacing of type, spelling and everything. 
* * * This incident is indicative that the 
AMERICAN LUMBERMAN represents coverage be- 
yond question in the field of opportunity for 
the merchandising of lumber and its pro- 
ducts. 


The letter from the prospective customer re- 
ceived by the Bradley company follows: 


DULUTH MINN 
MAY 16 1932 

DEAR SIR. 

BRADLEY LUMBER CoO. 


I LIKE TO GET A PIECE OF YOU RED 
CEDAR THAT YOU MAKE CEDAR CHEST. 
AND LIKE IT TO BE 4 INC THICK AND 
4 INC WIDE AND 12 INC LONG AND CLEAR 
OF KNOTS. IF YOU HAVE THIS STICK 
AS MENTON ABOVE I LKE TO HAVE IT 

SENT BY PARSOAL POAST C. OD. 

IF THE COAST HANT OVE 50 CENTS. AND 
YOU CAN SEND IT AT ONCE 
YOURS TRULLY 





DULUTH MINN 
I HAVE TAKEN THIS AD OUT OF THE 
AMERICAN LUMBERMAN 
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etailers Round Table 











Conducts Canvass for Paint 


and Re-Roofing Jobs 


The J. C. Baldridge Lumber Co., Albuquerque, 
N. M., during Better Homes Week, observed in 
that city April 24 to May 1, launched a house- 
to-house canvass, by young ladies. Said Ken- 
neth Baldridge, manager of the company : 

“We instructed the young ladies to cover only 
the following four points—name and address of 
owner; occupation, and by whom employed; 
date when painting is contemplated; date re- 
roofing is desired. Believing that those inter- 
viewed would feel more at ease, our representa- 
tives were told to get the information on the 
four points but not to write it down until after 
leaving the home.” 

With this information as a guide the pros- 
pects are being followed up by the company’s 
paint and roofing men, who also pick up any 
further facts available as to repairs or remodel- 
ing needed. Preparatory to the campaign a 
beautifully illustrated booklet on house paint and 
interior decorating was mailed to every home 
in Albuquerque. 





Finance Plan Is Successful 


Boston, Mass., June 7—The financing 
plan evolved by the New England Builders’ 
Supply Association two years ago to promote 
sales of building materials by its members has 
been working out very successfully, despite 
slack conditions in the building industry. The 
association’s finance corporation turned over its 
capital of something over $80,000 about four 
times in 1931 and earned a net return of 14% 
percent. The interest rate is 6 percent, but 
there is a service charge of 2 percent on each 


loan, made as a first mortgage on new construc- 
tion. Second mortgages are accepted only on 
modernization work. Most of the loans are on 
new houses. As fast as possible permanent 
financing is arranged by the association’s finance 
corporation and the funds are released for aid- 
ing members of the association in promoting 
new construction jobs. 

Refinancing has been slower than usual dur- 
ing the last year or two, Treasurer Samuel 
Barron, jr., told the AMERICAN LUMBERMAN 
representative, because the banks have been so 
reluctant to accept any real estate mortgages, 
hence when business is back on a normal basis 
he anticipates a faster capital turnover and even 
larger earnings. There have been no losses as 
yet and none are anticipated in the future be- 
cause of the care exercised and the fact that 
the association members themselves pass on the 
loans. 


Sale Clears Left-Overs 


The Merner Lumber Co. at Palo Alto, Calif., 
sold 100,000 feet of left-over lumber within 7 
months, by staging a clearance sale. “The 
public is in a mood for bargains,” states Mr. 
Merner, and the lumberman should take ad- 
vantage of this psychology.” 

The clearance sale represented an average 
50 percent mark-down. There were two prices, 
for cash and credit, with a substantial spread 
between. Most sales thus were for cash. 

The campaign was advertised by a huge 
banner facing buth the main railroad line, in the 
rear, and the State highway, in front. For 
several weeks drivers and yard-men talked the 
idea to every customer or visitor. Once started, 
the sale almost ran itself, so that within seven 
months every stick offered had been taken up. 
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necessary. 





Handy Arrangement for Displaying Wire Screen 


An excellent arrangement has been worked out by the California 
Lumber Co., Montebello, Calif., for stocking and displaying wire 
screen in the salesroom. The device is really a part of the nail-bin 





not too long a piece, measures it off on top of the sales counter. If it 
is a long piece that the customer desires, it is unrolled across the sales 
floor and measured. Being above the nail bins there is no waste of 
space, inasmuch as under other conditions the space would be in- 
cluded in that of the nail bins, which would be more than really is 


counter. The upper 10 inches 
of the counter is divided into 
compartments 10 inches wide 
and the full depth of the 
counter. Into each compart- 
ment is shunted one roll of 
screen, its end facing the cus- 
tomer desiring wire, who 
glances down the row and 
selects the style he wants. 
The salesman pulls it out of 
its compartment and, if it is 








ed 
eel 


Mississippi Dealers Report on 
State Sales Tax 


Mississippi has just adopted a sales tax of 
2 percent on gross sales of a retailer; one- 
eighth of 1 percent of a wholesaler’s or job- 
ber’s gross provided sales are only to licensed 
retail merchants or dealers. Where a com- 
bination retail-wholesale business is done and 
separate books are kept, the above rates apply 
but all sales made to other than a licensed mer- 
chant are to pay retail rate; when only one 
set of books is kept, the retail rate applies 
to full gross sales. 

A. Minnich, of Jackson, Miss., the live- 
wire secretary of the Mississippi Retail Lum- 
ber Dealers’ Association, after the enactment of 
the law lost no time in getting out a ques- 
tionnaire to members. The Mississippi Coast 
3usiness Men had adopted the following sched- 
ule for uniform application of the tax to re- 
tail store sales: 


Sales Addition to Sales Addition to 
Amount Sale Price Amount Sale Price 
Under 24c....No tax $5.25-5.59....11 cents 
25-69C .....- 1 cent $5.06-6.24....12 cents 
60c-$1.24 ... 2 cents $6.25-6.59....13 cents 
$1.25-1.59.... 3 cents $6.60-7.24....14 cents 
$1.60-2.24.... 4 cents $7.25-7.59....15 cents 
$2.25-2.59 . 5 cents $7.60-8.24....16 cents 
$2.60-3.24 . 6 cents $8.25-8.50....17 cents 
$3.25-3.59 . 7 cents $8.60-9.24....18 cents 
$3.60-4.24.... 8 cents 39.25-9.59....19 cents 
$4.25-4.59.... 9 cents $9.60-10.00...20 cents 
$4.60-5.24....10 cents 


Uniform application of the tax is considered 
desirable by Mr. Minnich. He says that some 
merchants have lowered to 10 cents the sales 
amount on which they will absorb the tax; 
others do not apply it on cash sales, treating 
its omission as the equivalent of a 2 percent 
discount for cash. The questionnaire he sent 
out in one week brought 62 per cent of replies 
from the members addressed, and showed that 
the practice of retail lumbermen was about the 
average for the State, and close to the sched- 
ule of the Mississippi Coast Business Men 
given above. His questions and a_ tabulation 
of members’ replies to them follow: 

Do you absorb all or part of the tax? All, 
2; none, 19; part, 20. On cash sales, 4 absorb 
it all. On all sales, 19 pass it on. On charge 
sales, 4 pass it on. s 

Do you show tax on sales tickets? No, 2. 
Yes, 40—37 of them showing it on all tickets; 
3, on charge tickets only. 

Do you add tax into price? No, 29. Yes, 9. 

How do you apply the tax on small cash 
sales? Add it to price, 5; absorb, 40—28 of 
them to 25 cents; 8, to 50 cents, and 4 to 30 
cents. 

Will total of tax on your material, plus the 
contractor’s tax, retard home building? MDoubt- 
ful, 6; no, 18; yes, 17. 





Announce Clean Yard Contest 


LANSING, Micu., June 7.—Announcement 
is made from headquarters of the Michigan 
Retail Lumber Dealers’ Association that an- 
other Clean Yard and Yard Improvement contest 
will be conducted this year. This annual event, 
sponsored by the above association in co- 
operation with the Lumbermen’s Mutual In- 
surance Co., Mansfield, Ohio, always creates 
a good deal of interest, and has done much 
to raise the standards of lumber yard “house- 
keeping” in the Wolverine State. To enter 
the contest a signed application must be for- 
warded to the secretary of the Michigan asso- 
ciation before August 15. The prizes will be 
awarded at the next annual convention of the 
Michigan Retail Lumber Dealers’ Association. 
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A bulletin setting forth in detail the condi- 
tions of the contest may be obtained by ad- 
dressing the association headquarters at Lans- 
ing. The contest is open to all members of 
the association except those who have won 
first prizes in previous contests. 


Parade Float Wins Attention 


SANFORD, FLA., June 6.—One of the most in- 
teresting features of the big parade held in con- 
nection with the recent celebration of “Farm- 
ers’ Day” was a charming float entered by the 
Hill Lumber Co., featured by a miniature home 
decorated with trellises and flowers, and occu- 
pied by four little girls. The parade was viewed 
by at least ten thousand people. 

“The Hill Lumber Co. had this miniature 
house built especially for the parade by J. T. 
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Parade float of the Hill Lumber Co., Sanford, 
Fla. in recent parade celebrating Farmers’ Day 


Pope and T. A. Stiles, local carpenter contrac- 
tors. The house is 7 feet wide by 8 feet long, 
and 5 feet high, with a 3-foot front porch, 
three windows, and doors at front and back. It 
was built from a plan found in the Southern 
Pine Association booklet, “Southern Pine Farm 
Buildings,” with some modification of the speci- 
fications. The material used was _ longleaf 
yellow pine framing, Alum-wood siding and 
flooring, manufactured by the Brooks-Scanlon 
Corporation, and green slate surfaced roofing. 
The house was painted a cream color with light 
green trim. The terraced lawn on which the 
house stood was made with imitation grass. 

One of the little girls shown in the picture 
was Lola LeGette, a niece of W. C. Hill, presi- 
dent of the company. Two of the other little 
girls were daughters of Mr. Stiles, the car- 
penter who helped build the house, and the 
other little ladies shown were the Misses Cas- 
well and Macey. In the doorway stood a 
colored nurse, with white apron and cap, and 
an added touch was given by two little dogs 
standing on the front porch—which of course 
were not real. 





Joe Got the Order 


The Lakeland (Fla.) Ledger in a recent is- 
sue told how Joe Webster, of the J. C. Webster 
Lumber Co., secured an order by convincing the 
buyer that he didn’t have to send the order 


away to save money. The story goes that 
Mr. Webster had a customer kick on the price 
of some material he wished to buy. The Ledger 
tells the story this way: 

“Joe said ‘Why kick? This is a fair figure.’ 
_ ‘But I can buy it from Writem and Shipem 
in Chicago for a lot less,’ the customer argued. 
; “Having lived in Missouri, Joe is curious. 
Let’s look at their book,’ he replied. 

“And it came about that Joe got the order 
hecause right off the bat he had made a price 
that, beat the mail order house. 

““If you get all the facts, be sure that the 
quality is the same, add on freight and such 
like and take off loss of time etc., and squint 
at the total, you can mostly have ’em beat,’ 
asserts Webster.” 
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Company Opens a New Yard 


Farco, N. D., June 6.—The Crane-Johnson 
Co. (Inc.), operating a line of retail lumber and 
building material yards, is opening a retail yard 
at West Fargo, where, in addition to handling 
lumber and building material of all kinds, hard- 
ware, paint and fuel, it will operate a bulk and 
retail gasoline station. This yard will be op- 
erated under the name of the West Fargo Lum- 
ber & Supply Co. Effective during the latter 
part of this month, the Crane-Johnson Co. will 
move its general offices to that point also. Com- 
menting on this new yard and the removal of 
the company’s general offices to that point, I’. 
C. Potter, vice president and treasurer, said: 

“We have had this move in mind for some 
time, for the reason that it will materially re- 
duce overhead and will also be an ideal point 
to be used as a break-up or distributing center 
for stock going to our various retail yards in 
North Dakota and South Dakota.” 

The company plans to make this new yard 
complete and uptodate in every particular. 


Goes After Summer Trade 


Quincy, Mass., June 7—L. Grossman Sons 
(Inc.), operating retail lumber yards here and 
in Malden, Mass., report encouraging success 
in a drive for new business centering around 
the opening of summer homes, cottages and 
hotels. The possibilities offered by the opening 
up of summer amusement parks also is being 
developed into some nice business. All of the 
lumber and building materials used at Paragon 
Park, largest of the amusement parks in the 
metropolitan Boston district, are now being fur- 
nished by the Grossman organization. 


Law Hits Dishonest Contractors 


RicuMonp, Va., June 6.—The Building Pay- 
ments Law passed by the last General Assem- 
bly will become effective June 15. In sub- 
stance, the new law makes punishable by fine 
or imprisonment the fraudulent retention or use 
of funds paid by an owner to a contractor or 
subcontractor for any other purpose than to 
pay those performing labor upon or furnishing 
material for the construction or repair of any 
building. The material dealers of the State are 
quite elated at the enactment of this law, which 
is designed to protect honest contractors and 
eliminate dishonest operators from the field, 
provide protection to the owner, and put the 
construction industry on a sound basis. 


For Customers Who Take Un- 
earned Discount 


Most lumber dealers have had experience with 
customers who are perfectly good except that 
they are not prompt in making payments. They 
wait twenty or thirty days or more and then 
“unwittingly” deduct the discount allowed for 
payment in ten days or less. 

Instead of reminding the customer of his 
“mistake” some lumber dealers simply let the 
matter drop and say nothing. But most lumber 
dealers don’t like it. It isn’t fair to the cus- 
tomers who pay promptly. The slow payer is 
the one who should be penalized—not the 
prompt payer. The idea behind the cash dis- 
count is to reward promptness. 

But it is often a ticklish job to remind an 
otherwise satisfactory customer that he “made 
a mistake” and didn’t pay the full amount due. 
For those lumber dealers who would like to 
have a good collection letter to be sent to cus- 
tomers of that sort, the following, which has 
been successfully used, is offered: 

Gentlemen: 

Referring to your remittance of $......... 
on (date), we regret to report that we find 
you have made a slight error. Evidently 
somebody slipped up somehow in misreading 
the date on our invoice. Perhaps the error 
was ours in not dating the invoice distinctly, 
but according to our copy it was dated (date) 
and you paid it on (date), which means that 
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the ten-day discount for cash should 
have been deducted. 

We will appreciate it if you will kindly 
check this up, and if the error is ours we 
are willing to be penalized as much as it will 
cost you if the error is yours. 

We do sometimes make mistakes, we are 
sorry to say. But this time, as already 
stated, our records show the error is yours 
and that you still owe us $...... 

If you find that we are correct, you may 
make the adjustment in any way that is most 
convenient to yourselves. 

If the error is ours we shouldn’t have 
written this letter, of course, and in that 
event please come back at us like a ton of 
brick. 


not 


Respectfully yours, 








Dealer Sponsors Free Movie 


3USHNELL, NeEB., June 6.—The Foster Lum- 
ber Co. sponsored a free movie show held on 
a recent evening at the High School audi- 
torium. The show consisted of two reels on 
standard methods of livestock and crop rotation, 
a farm planning picture endorsed by the De- 
partment of Agriculture, and a reel supplied by 
courtesy of the Keystone Steel & Wire Co., 
showing a trip through that company’s plant, 
besides a couple of reels of comedies for the 
children. As an added feature of the occasion 
a number of prizes donated by local business 
concerns were given away. 








A Key to More Sales 


Here’s a specialty that no dealer seeking a 
logical and profitable sideline should overlook. 
It is Casco Wall Sealer, made by the Casein 
Manufacturing Co. of America. This is a year 
when the dealer’s profits must come very 
largely from an aggregate of many small sales, 
rather than a few big ones. A good share of 
these small sales naturally will grow out of 
the remodeling and modernizing field, and there, 
as in many other uses, Casco Wall Sealer is a 
real economizer. It is used for sizing and 
sealing all sorts of interior wall surfaces, fibre- 
board, plaster etc. It is a great saver of paint, 
mixes easily in cold water and can be readily 
applied by any painter or householder. So sure 
is the manufacturer that this product will win 
its way on its merits, that 
it offers to send free to 
any dealer requesting 


same, a full-sized, one- 
pound package of the 
Sealer, for test pur- 


poses; feeling certain 
that any dealer who will 
accept this free can and 
make a test of the Sealer 
will be thoroughly sold 
on the product and have 
no hesitancy in recom- 
mending it to his trade. 
With this product in 
stock the dealer is in position to make every 
sale of fibreboard a three-way sale, selling the 
fibreboard, the wall sealer and the paint. To 
take advantage of this offer, address the 
Casein Manufacturing Co. of America, 205 
East 42nd Street, New York City, stating that 
you accept the offer of a free package for test 
purposes. 


Stocks "Anti-Termite'’ Lumber 


LAKE CuHaries, La., June 6.—Krause & 
Managan (Inc.), which operates retail yards in 
Lake Charles, Jennings, Crowley and Lafayette, 
is now stocking joists, sills and studs, pressure 
treated for termite prevention. The company, 
according to C. M. Managan, is basing its sales 
activity on placing before its customers the su- 
perior merits and the advantages of quality 
building materials. 

The lumber industry is hampered in compe- 
tition for the oil field trade by the utilization 
of an “oil field grade” of No. 1 and the diffi- 
culty of getting prompt shipment of derrick 
patterns, declared Mr. Managan, who said fur- 
ther that wood has failed to gain a foothold in 
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the Hackberry field, near here, despite an un- 
questionable demonstration of its utility. 

Last September, said he, high winds leveled 
over a hundred derricks in the Hackberry field, 
including both steel and wood. The former 
were twisted, “and as far as I know, were a 
full loss.’ On the other hand, the salvage of 
the wooden derricks resulted in re-use of 50 
percent of the material. Mr. Managan expressed 
the view that fabrication of oil derricks in 
standard sizes, with treated parts as required, 
would assist materially in re-entry into the oil 
fields. 





Building and Loan Gains 
Many New Members 


Nearly 50,000 people in twelve different 
States joined the ranks of building and loan 
association savers during the first three months 
of 1932, according to report from headquarters 
of the United States Building and Loan League, 
Chicago. The new members, although far from 
supplying funds sufficient to keep up with the 
growing loan demand, are a mark of public 
confidence, says William E. Best, Pittsburgh, 
president of the League. A total of 47,231 new 
accounts were opened in associations which 
have some 11 percent of the entire building 
and loan assets of the country. Significance 
of the new shareholders during the past quar- 
ter lies not only in the confidence manifested 
but in the indication here that those who still 
have jobs are turning more seriously to thrift 
programs and investments they can understand, 
the building and loan official holds. 





Odd Jobs for Unemployed 


A man who worked in an automobile factory 
in Detroit was making a few improvements in 
his home during his spare time, when it oc- 
curred to him to turn the work over to some- 
one who was unemployed. He called in a con- 
tractor who was glad to get odd jobs and had 
him plan and build an ornamental newel post 





Showing the pre-fabricated units being assembled on the job 


stairway to replace an unattractive, closed-in 
one which led from the living room. 

The stairs were made longer so that 8 steps 
extended 6 feet into the living room. Wider 
treads were made and two spindles planned to 
each step, the spindles surmounted by a rail, 
ending in a 6-inch newel post. A _ bull-nosed 
tread was put around the lower step. The 
panel was finished like the other trim in the 
house, and the trim on the base was extended 
to meet the nearby trim in the living room. 

The stairway with spindles and newel post 
made a new and beautiful living room quite in 
contrast with the former ordinary space. The 
change was not costly. Furthermore, stairs or 
steps of any sort are not easy for even a handy 
man to build and this particular man was more 
than satisfied to have passed the work on to 
some one who needed it. 

Materials were purchased from the Royal Oak 
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Mellen-Wright Lumber Co. branch of the Fred 
J. Robinson Lumber Co. of Detroit. 





Division of Lumber Company is 
Announced 


EDWARDSVILLE, ILL., June 7.—According to 
an announcement by A. E. Stolze, president, 
the Stolze Lumber Co., with headquarters here, 
has been divided among its stockholders, A. E. 
Stolze and F. J. Stolze taking over two 
branches at Edwardsville (wholesale and re- 
tail) as well as yards at Staunton and Benld, 
and all real estate at Granite City excepting 
that on which the Stolze Lumber Co. yard is 
located. The Illinois Lumber Co. has been 
formed to operate these properties. 

The remaining yards at Wood River, Granite 
City and Benld are still owned by the Stolze 
Lumber Co., and will be operated under the 
general management of E. H. Stolze, with main 
office at Edwardsville, while management of 
the Illinois Lumber Co. will be under the direc- 
tion of its president, A. E. Stolze, with main 
office also at Edwardsville. 

“This new business will be built up to a 
greater point than ever, as the wholesale and 
manufacturing end was neglected in favor of 
the retail end,” said A. E, Stolze, in a state- 
ment to the AMERICAN LUMBERMAN. “Although 
we are passing through a depression, we are 
so busy in an old venture under new life that 
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we have time for work only, which after all jg 
the only foundation for success, and that keeps 
us from thinking about the depression,” 

The Stolze Lumber Co. yards were all or. 
ganized and built through the energy of A, F 
Stolze; and while his grandfather served from 
1867 to 1874, and his father from 1874 to 1897 
A. E. Stolze has served from 1897 to 1932, and 
says he is ready for the next period of twenty 
years. “Although it requires hard work to syc- 
ceed,” says he, “it still is a pleasure to be a 
lumberman.”’ 


Retailer Buys Another Yard 


Oneonta, N. Y., June 7.—The Briggs Lum- 
ber Co., of this city, of which Roscoe C. Briggs 
is president and which in addition to its head- 
quarters here operates retail yards at Afton, 
Norwich and Sharon Springs, recently has pur- 
chased the East Side Lumber Yard at Afton 
and will combine it with the Briggs yard at 
that place. The East Side Lumber Yard has 
been owned and operated by Ray D. Allen for 
the last eight years. 








THE FIRST MILL at Elma, N. Y., that of Hurd 
Bros., is shown being operated by Clark W., 
Hurd, in 1846, in an interesting advertisement 
reproduced in the centennial issue of the Niag- 
ara Area Journal of Commerce; the present 
3uffalo firm was established in 1881, 


An Attractive Line for Dealers 


An answer to the wish of many dealers for 
a profitable, non-competitive and readily salable 
line is supplied in the Round-Top line of 
buildings, which includes lake cottages, all-year 
homes, gas and service stations, dining and 
refreshment stations, tourist cabins etc. 

Round-Top construction is based on pre- 
formed combined roof and sidewall units. This 
special type of construction is patented by the 


that the units can be fabricated the year around; 
and if there should be a slacking in demand 
for the complete structures, stock ends, sides 
and rafters can be made up and stored for use 
as required. 

The Round-Top buildings are constructed in 
five large sections, which can be delivered by 
truck in one trip, and erected on the customer’s 
foundation. Ordinarily delivery of material for 
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sellefontaine Lumber Co., Bellefontaine, Ohio, 
which grants manufacturing and selling rights 
to retailers, on a royalty basis. In addition to 
authorizing the use of this patented type of 
construction, the contract reserves for the dis- 
tributor exclusive and non-competitive territory, 
and also entitles him to any new designs and 
improvements developed by the parent organ- 
ization, 

The Round-Top structures are built by the 
dealer in his own yard, from standard materials 
which he regularly carries in stock, so that 
no extra investment is required. Moreover, 
the dealer can make use of short lengths and 
various odds and ends, thus making profitable 
use of items that might otherwise be almost 
worthless. 

The further advantage of supplying work 
for employees who might otherwise be idle is 
apparent, the Round-Top line being so varied 


One of the several types of Round-Top summer cottages, completed 


a building of the same size would require three 
to five trips, which illustrates another of the 
economies of Round-Top construction. 

Distributors of the Round-Top line are now 
operating in twelve States. A typical expres- 
sion is that of a dealer who writes: 

“Since taking on the Round-Top construction 
we have experienced a number of pleasant sur- 
prises. Since our announcement, two weeks 
ago, not less than 700 people have inspected 
our sample cottage, and we have 200 names of 
people who are actually interested. Moreover, 
our advertising has brought into our yard peo- 
ple who perhaps never knew where we wefe 
located, and we are satisfied that some busi- 
ness has been developed aside from the Round- 
Top line.” 

Complete information, licensing terms etc., 
may be had by addressing the Bellefontaine 
Lumber Co., Bellefontaine, Ohio. 
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Let’s Start Something! 


This dealer did—and it paid big! 


The Gordon Lumber Co., which operates 
eleven yards in northwestern Ohio, recently held 
at its headquarters’ yard in Oak Harbor a 
combination Sale Day and Building Show which 
was attended by more than 1,000 registered 
visitors; who, in the words of Manager Joseph 
Cavalier, “came to see, hear and buy.” The 
main purpose of the event was to demonstrate 
to the people of the trade territory that the 
Gordon Lumber Co. not only handles lumber 
but also stocks most of the products and acces- 
sories allied therewith, in well known and na- 
tionally advertised lines. 

Regarding this event, which was held Satur- 
day, April 30, Mr. Cavalier said: 

“We feel that this Sale or Building Show 
was one of the best and most inexpensive pub- 
licity stunts we have ever pulled off. It really 
was successful beyond our expectations, the 
benefit in the way of good will of the com- 
munity exceeding even the financial return. It 
was a real opening, and people came to see, 
hear and buy. 

“Over 1,000 people were registered, direct 
sales were made of the various products 
shown, new prospects were discovered in peo- 
ple interested in everything from ironing 
boards to new homes; and a closer relation 
was established with the public, which indi- 
rectly has helped our yard business since that 
day.” 

At first it was planned simply to have a 
spring paint demonstration, but upon further 
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thought it was decided that with but little more 
expense it would be possible to acquaint the 
public with all the different products handled. 
From that point plans expanded until they re- 
sulted in the successful outcome already indi- 
cated. Mr. Cavalier kindly outlined the setup 
of the show for the AMERICAN LUMBERMAN as 
follows: 

“We secured a large room in the best busi- 
ness section, then wrote to all the concerns 
whose products we handle, asking them to fur- 
nish displays of their goods for this occasion. 
Without exception they responded whole- 
heartedly, offering prizes and souvenirs and 
saying that their representative would be with 
us on that day to render any service possible. 

“The next step was the advertising and pub- 
licity. Having only a weekly paper in our 
town, news items were run three weeks in 
advance, telling about the coming event. Large 
display cards were put in the windows of the 
room where the show was to be held, telling 
about the program, what displays would be 
shown etc. Then the week before the sale we 
ran a full-page advertisement giving all the 
details, lists of displays, specials, prizes, sou- 
venirs etc. One of the features announced was 
an offer to donate 10 percent of all cash sales 
to the Civic League for its welfare work. The 
league also had a booth at the show where they 
served ‘jitney lunch.’ ” 

On the opening day representatives of the 
following manufacturers were on hand, with 
displays: Devoe & Raynolds Co., Johns-Man- 
ville Corporation, Wood Conversion Co., Mor- 
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Another Suggestion Will Appear 
Under Same Head in Next Issue 


gan Woodwork Organization, American Gyp- 
sum Co., McDougall Kitchen Unit Co., Sun 
Beam Furnace Co., Masonite Co., Kelvinator 
Refrigerator Co., Edham Stained Shingle Co. 
and Sisalkraft Co. 

Many of the yard managers and employees 
of the Gordon Lumber Co. also were on hand 
to greet the visitors and make them feel at 
home. Attractive entertainment features were 
presented, including the Washboard Quartet 
and the Rhythm Pals, who entertained the 
crowd during the afternoon and early evening. 

The place was packed all day and evening. 
Upon entering the store each person was given 
a card and asked to register and to check 
thereon the items in which he was especially 
interested. These cards were then dropped in 
a box for drawings which were held at intervals 
during the day and evening. 

One of the company’s big trucks was sta- 
tioned directly in front of the store room and 
on the truck were all the representatives of the 
products displayed. Stan Harris, of the Devoe 
& Raynolds Co., was master of ceremonies, 
giving out the prizes and calling on each repre- 
sentative to give a brief talk on his particular 
product. This part of the program brought the 
building show to a close. The consensus of the 
representatives was that the success of the show 
exceeded their best expectations, and they all 
wanted Mr. Cavalier to let them know when 
another would be held. 


“We would suggest building shows and dem- 
onstrations of this kind to all lumber yards,” 
was Mr. Cavalier’s closing word. 





Ping-Pong’ a Proprietary 
Brand 


Attention of the AMERICAN LUMBERMAN has 
been directed to the fact that “Ping-Pong” is a 
proprietary brand belonging exclusively to 
Parker Bros. (Inc.), Salem, Mass. For this 
reason the term “Ping-Pong” was wrongfully 
used in the issues of the AMERICAN LUMBER- 
MAN of March 19 and April 30, 1932. One of 
these articles gave details for the construction 
ot a table for playing this game, and the other 
referred to a retail lumber concern in Indian- 
apolis having taken on equipment of this kind 
as a sideline. Instead of “Ping-Pong,” which is 
a trade-marked and patented name, the term 
“table tennis” should have been used. 


Sun Bath Arbor Is New Product 


SPOKANE, WASH., June 4.—At the plant of 
tthe Deer Park Lumber Co., Deer Park, Wash., 
the work has begun of manufacturing a new 
product of wood—one that bids fair to become 
immensely popular throughout the country. Re- 
cently there was organized in Spokane the 
Spokane Sun Bath Arbor Co., which has pat- 
ented a new combination garden house and sun 
bath enclosure. These attractive, patented sun 
bath arbors will be shipped in knocked down 
form, with the small pieces bundled, in carload 
lots, or one or more units in with a carload of 
lumber. The Deer Park Lumber Co. has ad- 
vised all of its selling connections that it has 
the exclusive manufacturing right in connection 
with this arbor, and solicits their interest in 
presenting the merits of this new product to 
their customers. With each sun bath arbor 
shipped, a blue print will be furnished, which 
is so simple that a handy man with a helper 
can assemble an arbor in about ten hours. In- 
asmuch as this may be screened for an outdoor 
dining room or card room, or with colored 
canvas curtains can be made into an attractive 
sleeping porch, it is believed that a good demand 








will be developed for it. Local arrangements 
have been made for distribution of these arbors 
through the Monroe Street Lumber Co., Pot- 
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Combination garden house and sun bath arbor 
manufactured by Deer Park Lumber Co. 


latch Yards (Inc.), Wall Street Lumber Co., 
Inland Builders Supply Co., and the Home 
Lumber Co, 





Resumes Operation of One Side 


RicHMOND, VA., June 6.—Responding to an 
urgent request from 60 families living in 
houses owned by the Virginia Hardwood Lum- 
ber Co., at Bastian, Va., directors of the com- 
pany recently authorized the resumption of the 
operation of one side of its double band mill 
during the remainder of this year. In addition 
to employees now living in company houses, 
the company will be able to employ approxi- 
mately 75 men as drivers, road men and tim- 
ber cutters. The operation has been idle about 
1514 months. 


Are Boom Times at Hand? 


San Antonio, TEXx., June 6—In a recent 
issue, the San Antonio Express asked “Are 
boom days at hand in San Antonio?” The 
reason for this query was that in one day 
E. L. Kirby, manager of the Richey-Kirby 
Lumber Co., reported receiving fifty telephone 
calls from prospective home buyers. Seven of 
these calls were received in a period of ten 
minutes and six of the prospects made engage- 
ments to see the houses within the next 48 
hours. The Express said: “Kirby had no spe- 
cial sale on or any promotion stunt. His com- 
pany, which builds and sells moderate priced 
houses, merely inserted the usual classified ads 
in the paper and then came the deluge of busi- 
ness. Kirby said business has been improving 
of late, but there has been no day’s business 
this year or any year for the last several to 
compare with that of last Friday.” 


Building Outlook in Buffalo 
Brighter 


3UFFALO, N. Y., June 6.—As reported by the 
Buffalo Construction News, construction con- 
tracts awarded in this city during the twenty- 
five business days of May showed a gain of 
77 percent in volume over the April total. New 
proposed construction in Buffalo during May 
showed a 47 percent gain over the April figure. 
The building outlook actually is considerably 
brighter than these figures indicate. Several 
substantial projects first reported several 
months ago are now definitely slated for award 
of contracts during June and July. Individual 
classifications which gained during May, com- 
pared with April, included single and two-fam- 
ily dwellings, contracts being awarded for 
twenty of these at a cost of $89,700. 

Statistics for other adjoining counties indi- 
cate a turn for the better, and it is believed 
that throughout this section building will be 
much more active during the next few months 
than it has been for some time. 





36 


REALM OF THE RETAILER 


A Job-Lot of Re- 


tailing Experiences 


Out here in the Corn Belt 
there are different stories about 
farmers and their general state 
of fix. If a person wishes to do 
so he can find plenty of tales 
of hard going; of high taxes and 
low markets and all the rest. 
Some farmers don’t think much 
of certain laws, State or Fed- 
eral. You must remember see- 
ing in the papers the stories of 
Iowa’s “cow war”; for that skir- 
mish, because of its novelty, got 
wide publicity. The State had 
to send a couple of regiments 
of the guard into one section 
so that the official veterinarians 
could take the temperature and 


“That was the best thing I 
ever did for myself,’ he re- 
marked. “If I’d built a few more 
buildings at the time, as I 
thought of doing, I’d have been 
still better off. If I hadn’t done 
it then, my securities and other 
resources would have dried up 
to a point where I couldn’t now 
build nearly as much, even with 
prices of labor and materials 
lower. Oh sure, I didn’t make 
a profit on the home place last 
year, for I’m farming it accord- 
ing to a schedule to bring up 
the fertility. If I'd wanted to 
push it hard I could have made 
some money; and I know that, 
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Are All Farmers Broke? Some Farmers 


Think Not— Cash-and-Carry Idea 
—Setting Local Money at Work— 
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Long-Time Loans on Short-Time Funds 


whether it’s their fault or not 
the great number who are in 
debt and going deeper don’t do 
the industry any good. But I’m 
glad I built my buildings. I 
needed them in my business, and 
they’re helping me to keep ahead 
of the game. Putting that big 
investment in buildings was the 
best thing I ever did for my- 
self.” 
* * *K 

How about the cash-and-carry 
lumber yard? A widely known 
dealer whose name this depart- 
ment is not at liberty to men- 
tion just now is getting ready 
to try the idea in several of his 
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Prospect record of Hawkeye Lumber & Coal Company, Cedar Rapids, Iowa 


about her health and general 
pep. But that’s a story that has 
been told elsewhere and doesn’t 
belong here. 


“The Best Thing I Ever Did” 
Farm Buildings 


However, not all Corn Belt 
farmers are wearing faces as 
long as the tail of a kite. For 
instance: At a fraternal dinner 
this spring the Realm sat next 
to a_ well-fed and _ cheerful 
farmer; a real. dirt-farming 
farmer who built a complete set 
of new buildings only a few 
years ago. It was a big under- 
taking and attracted quite a lot 
of newspaper comment at the 
time. 


it to capacity and made money 
there. 

“A good many farmers are 
complaining, and some of them 
have reason to complain. Some 
have had hard luck for which 
they're not responsible. But 
I’ve noticed that pretty nearly 
every farmer who is complain- 
ing worst now was in debt when 
times were good. He didn’t 
make much effort to reduce his 
debt when corn was up towards 
two dollars a bushel. If he 
couldn’t get out of debt then of 
course he can’t now; and I don’t 
know what you can do for a man 
like that. 

“The state of farming 
what I'd like to. see, 


isn’t 
and 


The idea has been tried with 
some success in certain large 
towns, where a single yard went 
after cash business of a special 
character. But this experiment 
is to be tried in relatively 
smaller places, where the yard 
in question is of the sort which 
supplies a whole community. 
Will it work? This shrewd 
dealer believes it will. 


Sales Methods Shift With 
Buying Habits 

Certainly some new buying 
habits have appeared in force 
during the time since the stock 
market went up the spout in 
1929. More and more cash groc- 
eries have appeared. Some busi- 





ness men have arrived at the 
conviction that a lot of the old 
long-time credit was just a bad 
habit; that a great proportion 
of the people could have paid 
cash if they would. It was just 
more convenient not to. This 
department knows a successful 
grocer who quit business several 
years ago. He had outstanding 
accounts of $30,000; and when 
he got one of his debtors to 
make a little payment, the 
debtor seemed to think this gave 
him a natural right to run his 
account for another six months 
without further liquidation. The 
grocer decided he’d never get 
those debts collected until he was 
clear out of business. His suc- 
cessor still gives credit; but he 
collects these accounts every 
month. 

Can anything of a similar na- 
ture be done in the lumber busi- 
ness? We'd like to know what 
you think. Write us your opin- 
ion; for among the routine poli- 
cies of business none is more 
acute just now than credits. We 
heard a Nebraska dealer say 
that some time ago he took the 
bull by the horns and in his coal 


department went on to an 
uncompromising cash basis. 
“That’s the only smart thing 


I’ve done since I’ve been in this 
town,” he added. 


+ *£ * 


D. S. Barry, of the Hawkeye 
Lumber & Coal Co., Cedar 
Rapids, Iowa, mentioned an in- 
cident that points the old say- 
ing that it’s a good thing to 
labor and not faint. This com- 
pany went in on a survey of the 
city and gathered a good many 
prospects. It then arranged an 
informal partnership with its 
contractors and carpenters 
whereby it furnished names and 
information about needs to these 
men while they endeavored to 
make the sales. One man got 
a list of sixteen prospects. He 
didn’t much like the idea, any- 
way, but he’d try it. He made 
several calls and was enthusias- 
tically turned down; so he de- 
cided the idea was all wet and 
retired in some _ resentment. 
Within a short time, three pros- 
pects on the list came in on 
their own power, bought mate- 
rials and did some rather exten- 
sive repairing, 

The mechanic had not called 
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on any one of the three. 


A Record of Prospects 


The Hawkeye company has a 
method for listing prospects 
which is an adaption of a well 
known device and which they 
like. It is a sheet about 4x6% 
inches, punched to fit into a mul- 
tiple-ring book. On the front of 
the sheet are blanks for occupa- 
tion, business address, source of 
inquiry, contractor preferred, 
the item in which the prospect 
is interested, the builder to 
whom the prospect was referred, 
the books and plans loaned and 
the results achieved. At the 
bottom is a space for the pros- 
pect’s name and ’phone, so that 
the card can be filed in a long 
ring-book with this name ap- 
pearing below the sheet just 
above it. There are index num- 
bers which are checked with 
pencils of different colors, tell- 
ing at a glance the type of pros- 
pect. On the back of the sheet 
is a place for detailing follow-up 
information. 

Copies of the sheet are sent 
to the contractor or carpenter 
preferred. When any one goes 
out from the office to make a 
series of calls, he places the rec- 
ord sheets of the persons upon 
whom he is to call in a small 
ring book that will slip into his 
pocket. By going over these 
records frequently the office can 
keep them up to date and also 
see that no prospect is neg- 
lected. 

* * * 

It is no surprise to any one 
who has not been asleep these 
last three years, but it may not 
be entirely lost motion to repeat 
once more that most of our cur- 
rent troubles arise from immo- 
bility of credit. A good many 
business men call this a bank- 
ers’ depression; which may or 
may not be a fair statement. 
But at least our difficulties seem 
to center pretty largely about 
difficult credit, and credit is the 
particular hobby of the banker. 


Immobility of Local Funds 


It seems quite likely that in 
every community there _ is 
enough surplus money to finance 
a large amount of repair work 
and even new building; provided 
the money could get into the 
right hands. But if the man who 
owns the money doesn’t happen 
to want to do some building for 
himself, it’s pretty hard to get 
him to loan it to the man who 
does want to build. 

G. D. Rose, of the Spahn & 
Rose Lumber Co., Dubuque, 
Iowa, told this department of an 
experience in Dubuque. Last 
fall a campaign for budding and 
repair was started in the city, 
under the direction of the Cham- 
ber of Commerce. It was so 
successful that the Dubuque 
yard of the Spatrie& Rose line 
for several montits ran well 
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ahead of its record for the same 
months of a year ago. 

Mr. Rose said he would con- 
tinue the campaign this spring 
and summer, for it was still pos- 
sible to interest prospects. But 
experience and careful search 
had indicated that these pros- 
pects who needed a loan, large 
or small, had so much difficulty 
getting it that the advertising 
was nullified. If advertising 
brings in a prospect who can’t 
get the needed money, even on 
collateral ten times the size of 
the loan, then it’s better not to 
advertise. 

All of us are interested in big 
projects for loosening credit; in 
congressional action and finance 
companies and the like. But in 
the meantime if some person 
can tell us how to mobilize the 
spare money in the community 
and to apply it to local build- 
ing, he’ll be doing an enormous 
service. Apparently it has been 
done in a few towns. But if you 
have some sound ideas on that 
subject, send them in to the 
Realm at the same time you tell 


loan is trifling with the idea of 
financing fabricated houses; but 
that is another story. 

Well, in a certain city a big 
association was getting in steady 
streams of deposits, even dur- 
ing the months of the depres- 
sion. It was loaning rather 
freely to good risks and was 
keeping the construction indus- 
try moving. But it happened 
that a bank in that city had 
some surplus funds; so it ap- 
proached the association and 
offered to loan it money on a 
more or less call basis at some- 
thing like two percent less than 
the association was paying its 
depositors. This looked like a 
profitable idea, so the associa- 
tion accepted, notified its deposi- 
tors to come in and withdraw a 
certain percentage of their de- 
posits and declined to open new 
accounts. 


Call Money and Mortgage 
Loans 

Then things happened. The 

bank got in bad shape and called 

the loan, amounting to several 
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An unusual “lumber industry.” 





Chairs and baskets of infinite variety 


woven by the hill people of southern Indiana; a craft handed down 


from father to son. 


Articles are made from second-growth oak and 


are good for a generation or two of service. Picture taken by the Realm 
in the storage room of the Nashville Curio Co., Nashville, Ind. 


us your experience with cash 
sales and open book accounts. 


* * * 


Just recently we heard a story 
about a building and loan asso- 
ciation that may point to some- 
thing or other; if not about the 
building and loan, then about 
human nature. 


Going Shrewd at the Wrong 
Time 


Every reader of these columns 
knows that the Realm has a high 
respect and admiration for the 
building and loan. It has han- 
dled enormous sums of money, 
over the country, and has done 
probably more than has any 
other institution to make possi- 
ble home ownership to thrifty 
people of small incomes. 

But it is possible even for this 
grand old institution, at least in 
its local units, to get odd ideas. 
Among these may be mentioned 
the rumor that the building and 


hundred thousand dollars. The 
association had stopped the flow 
of deposits and couldn’t get 
them started again; at least not 
immediately. Since that time it 
has been allocating all the 
money it can get into its hands 
to the payment of this bank 
loan; and naturally it is not 
loaning any money for new 
buildings. The building indus- 
try in that town has come to 
almost a full stop; and several 
dealers told this department 
they were having to turn down 
jobs that they would be glad to 
take if loans were available. We 
were told also that a number 
of people in the city were plan- 
ning to build and did not yet 
know that the usual sources of 
loans were for the time dried up. 
They have their own private 
shocks still coming. 

If this story has a moral it 
probably includes the statement 
that long-term loans can’t be 
predicated safely upon call 
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money. It may also include the 
suspicion that the building and 
loan does best when it serves to 
gather the surplus money of the 
small depositor and to use it in 
building the long-proven frame 
house and thus offering work to 
local mechanics. 
so * * 


The department heard another 
story that may have a moral if 
we could think of it. In a cer- 
tain city an attempt is being 
made to adjust the wages of 
building mechanics downward 
in conformity with the general 
trend. This is a union town, 
and according to our informa- 
tion no single lumberman has 
suggested or wants an open 
shop. But high wages were 
helping reduce the volume of 
building to a painfully low level, 
so that mechanics were getting 
almost no work. The story goes 
that the union men were willing 
to accept the new scale but that 
union officials were against it. 
Probably that is natural; both 
because it is the union official’s 
job to keep wages up and be- 
cause experience indicates that 
once wages are reduced it is a 
slow job getting them back, even 
with the return of prosperity. 


What Are “Prevailing - 
Wages”? 

Negotiations were going along, 
when another element entered. 
A Federal building was being 
erected in the city. It seems 
that Federal regulations require 
that the prevailing wages must 
be paid on Government work. 

Federal mediators were called 
in; and these officials told all 
concerned that “prevailing 
wages” were the wages of the 
union scale. Asked if a new 
agreement would not change 
this scale, the officials said it 
would not until a very consider- 
able amount of new building was 
done by union labor at this new 
scale. No volume of building 
that would satisfy these media- 
tors that it was a “considerable 
amount” is in prospect at the 
moment. So here is the situa- 
tion: If the new agreement is 
made, part of the local mechan- 
ics will be employed in Federal 
work at the old scale, while 
others will be taking much less; 
a lovely situation, any way you 
take it! 

Uncle Sam is an admirable 
old gentleman in most ways; but 
when he gets wound up in red 
tape he’s wound up. What do 
you suppose will happen in this 
particular city? Well, some of 
the local material men think 
that the Federal building will be 
built and that private building 
will mark time until this public 
work is out of the way. That’s 
one way to use public regula- 
tions to lift the depression; but 
strangely enough the local ma- 
terial men can’t seem to appre- 
ciate it. 








(Continued from front 
page) 
it is impossible for this 
report to be published 
in full in the AMERICAN 
LUMBERMAN, but copies 
of it may be had upon 
request of the associ- 
ation, and every man in 
the lumber industry 
should have an opportu- 
nity to read and care- 
fully digest it. Extracts 
from the report will be 
found, beginning on the 
front page of this issue. 


Report on Trade Extension 


Second only in importance to the report of 
the secretary-manager was that of W. F. Shaw, 
trade extension manager. In his dynamic way, 
Mr. Shaw rapidly sketched the activities of the 
trade extension department, now laboring under 
the severe handicap of greatly reduced funds, 
and convinced every one who heard him that 
these activitics are of supreme importance and 











JOHN W. 
BLODGETT, 
Mich.; 
Klected President 


Grand Rapids, 


vital to the welfare of the industry. Discussing 
important markets, Mr. Shaw said: 

A nationwide survey indicates that lum- 
ber’s golden mark in 1932 is in the markets 
for boxes and crating, interior and exterior 
finish, heathing, timber. For those who 
would add a fifth, to include the rejuvenated 
wood shingle, it is pointed out that the exact 


which the 
equipped to give and which 
most covered 
building 


type of assistance National is best 
the wood shingle 

fully in the work 
code services, 


needs, is 
planned under 

He said the challenge of the hour will be 
met by sticking closely to a program devoted 
to obtaining maximum efficiency in a few major 
projects rooted deeply in a study of potential 
markets for 1932, and recommended these: 

1. Continuation of 


ices, 


our building code serv- 


2. A research program (wholly inadequate 


at the moment) following a line of direction 
revealed by consumer demands and capable 
of being picked up section by section and 


carried forward as increasing revenues will 


permit 
3. Careful planning and designing to meet 
the new competition in the small house field 
4. Development of markets for wooden 


boxes and crating. 
5 A better merchandising program based 
upon constantly improving relations with 


lumber distributors. 


6. Co-ordination of all industry activities 
to insure securing maximum results from 
relations with specifyinz buyers and con- 
sumers, represented by Federal, State, mu- 
nicipal and individual requirements for lum- 
ber and wood products. 

Making Lumber Worth More to Users 

Declaring that “the way to make lumber 
worth more to its makers is to make it worth 
more to its users,” Mr. Shaw said that re- 


search in consumer adaptation of the product 
goes hand in hand with good marketing policies. 
It is no longer a question of helping the 


buyer to use our product. It is a problem 
of finding a market for this product. It is 
a question even of developing products that 
can hope.to find a market. We no longer 
have a handicap. Salvation lies in aggres- 
sion: not in defense. 


fact that a re- 
and above all 
things the con- 


Further commenting on the 
search policy must develop, 
demonstrate, commercially, the 
sumer wants, Mr. Shaw said: 
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The builder wants a floor beam that is 
longer in span, less in depth, less in deflec- 
tion and free of shear considerations. We 
can give it to him. It may not be a sawn 
timber. What of it? If we are going to 
sell him, it must be made for him. It can 


be done, and the result must be demonstrated 
for him, forced upon his perceptions. He will 
not come running to ask about it. He is 
too busy watching other people who are 
willing to demonstrate. 

The bridge builder wants a deck that is 
lighter and stronger than that he now has. We 
can give it to him, but it must be demonstrated. 

The builder wants fire-resistive construction. 
We can give it to him, but we must demonstrate 
that it is fire-resistive. Talk will not convince 
him. There must be attested facts. 

The builder wants a more efficient coverage 
unit; a roof deck and siding that will go on 
in large, complete sections. We can work this 
out for him. It may have a plywood base. It 
may and probably will sometimes use wood in 
some other form than the traditional shingles. 





ELECTION OF OFFICERS 


At the annual meeting of the National 
Lumber Manufacturers’ Association held 
in Chicago June 2, 3 and 4, John W. 
Blodgett, Grand Rapids, Mich. was 
elected president, this being the second 
time that honor has been conferred upon 
him. Under his leadership during his 
first term, several years ago, the industry 
took the forward step of nationally 
standardizing sizes and grades of all 
species of softwood lumber. 


W. M. Ritter, of Columbus, Ohio. and 
Washington, D. C., widely known hard- 
wood manufacturer, was re-elected vice 
president and treasurer. 


R. B. White, Kansas City, Mo., who 
has led the industry’s national trade ex- 
tension movement during the last three 
years, was re-elected a vice president, as 
was also Laird Bell, prominent Chicago 
attorney and western lumber executive. 


Wilson Compton, Washington, D. C.., 
was re-eleeted secretary and manager. 





The builder wants it and will have it. 
are going to sell him coverage we will 
meet his needs and limitations. 

The builder wants a flooring that will 
show cracks; tiat comes ready finished: 
employs a minimum of installation labor: 
will stay put. We can give it to him, 
must show him how to use it and why. 

The furniture man wants wood that will not 
shrink. That is a hard problem, but if we do 
not solve it we will sell him less and less wood; 


If we 
have to 


not 
that 
that 
but we 


not more and more. 
Almost every wood user wants a moisture- 
proof coating. That is another hard nut to 


crack, but more difficult jobs have been done. 


Lumber Can Meet Low Cost Demand 


Rapidly sketching the work that is being done 
in the line of research and the development of 
exact usable information about lumber and wood 
products for the benefit of specifier and con- 
sumer, Mr. Shaw discussed the question, “Can 
lumber meet the modern demand for a low cost 
house?” He said: “Lumber can meet this de- 
mand. Whether lumber will meet it is the 
puzzle.” Referring to the development of low 
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cost houses of competing materials, Mr. Shaw 
said: 

These new unit houses of steel, glass, rubber, 
or aluminum, which have caused many a pan- 
icky feeling to find an outlet in a letter asking 
the National why it didn’t do something to stop 
this competition, have trade-marked insulation 
in the walls, trade-marked flooring under foot, 
sponsored locks in the doors, and any number 
of trade-marked specialties to add to human 
comfort. Point number one: The lumber-built 
house will be sponsored, identified, and guaran- 
teed. 


The unit house of fireproofed and _ termite- 
proofed wood can be built and sold through 
lumber dealers at a price that will keep it in 
the running. Costs for individually designed 
and built houses, too, may readily be brought 
within reach of the great mass of popula- 
tion, * °F 


All the new types of low cost houses that 
may be invented and fabricated will not change 
the fact that a low cost house must be capable 
of being bought and sold, or rented and vacated 
at little or no sacrifice. It must have a free 
market and a liquid value. The population that 
wants low-cost houses is perforce migrant. It 
is here today and there tomorrow in _ pursuit 
of opportunity. Fundamentally, to enjoy a free 
market a house must be portable. * * * 

If people must have cheaper houses, then they 


must be smaller, and many must be portable. 
Concrete can not meet this situation. Nor can 
brick or stone or stucco meet it. Steel can be 
made portable, but it is heavy and expensive 


Lumber alone is ideally adapted to answer this 
problem, and, strangely enough, competing ma- 
terials guided by advices from their research 
laboratories, have more confidence in lumber's 
natural advantages to capture this market than 
have the lumbermen themselves 


Lumber Purchase and Use Specification 
Manual 


Mr. Shaw sketched briefly eleven things that 
the modern architect would do in planning a 
lumber built house to meet the newest competi- 
tion. Some of these were almost revolutionary 
but entirely within the bounds of probability. 

A number of other important matters were 
discussed by Mr. Shaw, including personalized 
selling; relation with buyers and consumers; 


Federal, State and ‘municipal building pro- 
grams; State and Federal highway pro- 
grams and of paramount importance, the 


preparation of a lumber purchase and use speci- 
fication manual. Of the latter, he said: 

There has long been urgent need for present- 
ing in practical form for distributors, specifiers, 
purchasing agents, and consumers a lumber and 
timber handbook containing grading, selection, 
specification, technical and use data. There is 
now ready for regional consideration at an early 
date a master list of the uses consuming the 
bulk of softwood yard and structural lumber and 
hardwood construction and finishing lumber, and 
so much of the technical information on the 
properties of wood and methods of its correct 
selection and use as have received tentative 
approval of the regional associations. It is a 
costly and unnecessary practice to expect lum- 


ber manufacturers to pay for duplication of 
effort, i. e., the work of half a dozen men on 
a given problem when one man, _ properly 


equipped, could do whatever was necessary; it 
is just as costly to regional effort, to be handi- 
capped in aggressive promotion of the products 
produced by its member mills; and it is entirely 
proper for individual companies to expect that 
regional and National efforts shall be so har- 
monized and synchronized as to insure maxi- 
mum opportunity for company promotion efforts 
and sales talks on behalf of its own manufac- 
tured products. All this only emphasizes that 
we should go as far as we can toward elimina- 
tion of conflicting claims, and negative public 
criticism of different species for different uses, 
and through mutual, inter-regional agreement 
go as far as is now practicable in what is to 
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ves to Continue TX Work 


bution Control — Purchase and Use Specification Manual Urged 


be said regarding the different species and dif- 
ferent grades, 


Reports on Sales Managers’ Conference 


In presenting the report of the sales man- 
agers’ conference held in Chicago several wecks 
ago, Harry T. Kendall, of Kansas City, Mo., 
sketched briefly some of the important con- 
clusions arrived at and urged everyone inter- 
ested either in the manufacture or distribution 
of lumber to carefully study the complete re- 
port of that conference. He said most of the 
problems are right at home in the industry and 
there should be some constructive effort to se- 
cure a wider distribution of lumber, as there is 
a tremendous market available. Every problem 
before the conference, he said, was judged on 
the basis of how it will affect the industry and 
not how it will affect any individual concern or 
section, 


AMERICAN LUMBERMAN 


He said they would have to face frankly the 
character of the representation that lumber has. 
Manufacturers have direct contact with the re- 
tailer in the sale of only 15 percent of their 
output. Lumber selling, he said, has been con- 
ducted on a horse-trading basis, and some of 
the problems that will have to be ironed out in 
organizing a successful plan of distribution are 
these : 

Grading rules. improvements; elimination of 
needless competition, through single represen- 
tation in each territory; competition resulting 
from the all-purpose wood idea; making each 
wood into sizes for which it is best fitted; the 
small mill problem—big mills can’t compete 
with them on price, they must do things to 
put their product out of competition of that of 
the small mills; a study of fabrication costs— 
there is much the mills can do to lower final 
costs of lumber to the consumer; couple field 
sales with trade promotion—executives must 











take a greater interest 
in reading sales pro- 
motion information 
and must see that this, 
after being read by 
them, is sent down the 
line and used. 


Mr. Kendall’s verbal 
report presented in a 
graphic manner the 
need of better merchan- 
dising and closer co-op- 
eration between the ex- WILSON COMPTON, 
ecutives of manufactur- Waslengeem, D. C.; 
ing concerns and their a 
sales forces. 

The afternoon session on Friday was execu- 
tive and confined to a meeting of the directors, 
where matters having to do with the finances 
and policies of the association were thoroughly 














The Following Resolutions Were Adopted: 


American Forest 
Products Industries 


That the organization of the 
American Forest Products In- 
dustries be completed as a 
means of encouragement to re- 
search, promotion, orderly in- 
dustry planning and _ responsi- 
ble public representation of the 
forest products industries, and 
that to this end the co-opera- 
tion of interested industries be 
invited. 


Control of Production 
and Distribution 


The basic supply and demand 
information necessary to effec- 
tive control of production and 
distribution, and for which the 
industry is solely dependent 
upon its associations, must be 
continued; that the quarterly 
surveys of lumber production 
and consumption of the U. S. 
Timber Conservation Boar! 
have become a great aid, well- 
nigh indispensable to the effort 
of the industry in each region 
to restore a stable balance be- 
tween supply and demand; and 
that the Board be_ therefore 
asked to continue its surveys 
and its recommendations of in- 
dustry and public action. 


National Lumber 
Trade Extension 


National Lumber Trade Ex- 
tension is the only organized 
lumber promotion work now 
being conducted actively or on 
any substantial scale. We are 
determined that it shall be con- 
tinued. For the present it will 
include only the minimum es- 
sentials determined by the 
Trade Extension committee. 
For the maintenance of these 
essentials we find that a small 


additional monthly revenue is 
necessary and must be provid- 
ed. To the end that these ac- 
tivities may be faithfully con- 
tinued we ask: (1) that pres- 
ent subscribers who are closed 
down or are sharply reducing 
their production, pay each 
month on the basis of their 
current average shipments, or 
if preferable a fixed lump sum, 
such additional payments to be 
credited to the accounts of such 
subscribers as credits against 
future payments on production; 
(2) that the Directors, with the 
help of the Association, per- 
sonally seek the financial co- 
operation of other timber and 
lumber companies. 


Protective Features 
of National Work 


The protective features of Na- 
tional lumber industry work, 
including such matters as Fed- 
eral taxation, State, municipal 
building codes, Federal legisla- 
tion and Governmental action 
are indispensable to the pres- 
ent security and the future op- 
portunities of the industry, are 
of vital interest to every tim- 
ber and lumber company and 
to their stockholders, and must 
be continued. 


Taxation—Acquisition of 
Timber Lands—Adminis- 
tration 


Organized effort through ap- 
propriate committees should be 
undertaken to seek the removal 
of the fundamental causes of 
over production. Specifically, 
the forest products industries 
should seek: 

(1) Legislation in the prin- 
cipal timber states which will 
substitute a system of income 


or yield taxation for the pre- 
vailing system of general prop- 
erty taxation of standing timber 
or substantial equivalent relief ; 


(2) Federal action for the 
substantial extension of the 
system of national forests 
through the acquisition of tim- 
ber lands; and 


(3) Federal legislation, _ if 
necessary, to assure continuance 
of conservative policy in the 
administration of public-owned 
timber. 


Lumber Import Tariffs 
and Foreign Tariffs 


The important problems in- 
volved in the lumber import 
and export trade will in our 
judgment be for many years 
unfinished business before the 
lumber industry. The Execu- 
tive committee is therefore 
asked, after the now pending 
legislation has been concluded, 
to consider the formulation and 
the acceptance by the industry 
of an industry program regard- 
ing lumber import tariffs and 
restrictions or discriminations 
imposed by foreign countries 
on American lumber, which so 
far as possible will have united 
industry support and will have 
the acceptance of each of the 
regional associations. 


Freight Rates 


We have had laid before us 
impressive facts indicating the 
heavy handicap, in the present 
level of transportation costs, 
imposed on the lumber indus- 
try, particularly in its competi 
tion with other materials. We 
therefore ask the appointment 
of a special joint committee of 
the Executive, Trade Extension 
and Transportation committees 
to consider the practicability of 


united industry action seeking 
a substantial and permanent 
general reduction of the entire 
national level of lumber freight 
rates. 


Special Regional 
Committees 


We recommend a special com- 
mittee be appointed by each 
regional association to co-oper- 
ate with the Lumber Survey 
committee of the U. S. Timber 
Conservation Board with re- 
spect to its current recommen- 
dations of action for lumber in- 
dustry stabilization. Such com- 
mittees have been organized 
and are ably functioning in the 
South, and to a substantial ex- 
tent elsewhere. It is our judg- 
ment that this practice should 
be established in each region. 


Conference of Governors 
of Timber States 


A recent decision of the Su- 
preme Court of the United 
States confirms the broad pow- 
ers of the States in the control 
of production involving natural 
resources. We ask that the Ex- 
ecutive committee in consulta- 
tion with the regional associa- 
tions give consideration to the 
desirability, and the practica- 
bility, through a conference of 
the governors of the principal 
timber States, of presenting 
frankly to the said States two 
specific problems: 

1. Regulation of lumber pro- 
duction; 

2. Substitution, in part or 
whole, of yield tax for annual 
property tax on standing tim- 
ber; 
and to this end, of securing the 
co-operation of the U. S. Tim- 
ber Conservation Board and the 
President of the United States. 
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discussed. At this meeting, the report of the 
nominating committee was presented and officers 
were elected. 

Association Host to Retailers 


On Friday night the association was host to 
the retailers at a dinner, with Sheppard, 
president of the Southern Pine Association, 
officiating as toastmaster. Before any addresses 
were made, Secretary-Manager Wilson Comp- 
ton presented a report of members of the asso- 
ciation who had passed to the Great Beyond 
during the last twelve months. To two former 
presidents of the association beautiful tributes 
were paid. A. L. Osborn, of Oshkosh, Wis., 
paid a tribute to the memory of Edward Hines, 
and in a similar way M. Fleishel, of Sham- 
rock, Fla., delivered a eulogy on the late John 
L. Kaul. 

The principal speaker of the evening was 

W. Farrier, one of the architects connected 
with the Century of Progress Exposition in 
Chicago. Mr. Farrier told of the work being 
done in preparation for the great exposition, 
and described briefly the types of modern archi- 
tecture that would form the motif of all the 
buildings. He then spoke of the difficulty the 
average architect found in selecting and specify- 
ing the proper grades and ‘sizes of lumber when 
working out plans for buildings to be con- 
structed of wood. He said that on his desk, 
and that of many architects, would be found 
grading rule books from every association, rep- 
resenting the various woods, and that it was 
extremely difficult for any architect to go 
through all of these and determine just what 
wood should be used for a given purpose and 
then what grades of that wood should be 
specified in order to get the desired results. 
On the other hand, it was easy to write speci- 
fications for steel construction because the steel 
industry had provided all of the necessary in- 
formation in one book, and in using the in- 
formation in that book the architect could be 
assured of the quality and usefulness of the 
material he specified. He urged the lumber 
industry to simplify the matter of wood use and 
specifications by supplying the architects and 
other specifiers and users of wood with a 
manual somewhat similar to that supplied by 
the steel industry. 

Inasmuch as this was one of the most im- 
portant matters discussed at this meeting, the 
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speaker was assured by the chairman that the 
industry realized the importance of the things 
he had said and was taking steps now to meet 
the need. 

Following brief talks by John I. Shafer, Max 
Myers and. A. Hager, representing their 
several associations, C. C. Sheppard, in a brief 
address, told of what the southern pine industry 
is doing to comply with the recommendations 
of the United States Timber Conservation 
Board and to bring production and _ stocks 
within the limits of current demand. 

A pleasing feature of the evening: was the 
intreduction to the audience by Mr. Sheppard, 
of Mrs. George W. Dulaney, the charming wife 
of one of the outstanding members of the 
organization, who has large interests both in 
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the manufacturing and distribution fields. Mrs. 
Dulaney responded with a brief talk that lit- 
erally “brought down the house,” covered the 
toastmaster with confusion, and convinced the 
audience that in after dinner repartee and in a 
real knowledge and appreciation of the prob- 
lems of the lumber industry, here was a lum- 
berman’s wife who need not “take a back seat” 
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even for the most talented toastmaster. 


THE CLOSING SESSION 


The closing session, on Saturday, June 4 
was made notable by the presence and partici. 
pation of representatives of each of the three 
branches of the lumber industry—manufactyr. 
ing, wholesaling and retailing—in the persons 
of executives and directors of several of the 
leading associations in these fields. The dis 
cussion of numerous questions affecting the 
welfare of the lumber industry as a whole, as 
well as of the component units thereof, were 
discussed with a vigor and frankness which 
cleared the atmosphere and left a good feeling 
all around. R. B. White, president Exchange 
Sawmills Sales Co., Kansas City, Mo., presided 
at this session. 

The general theme of the session was “What 
Can the Three Branches of the Industry Jointly 
Do to Relieve Present Conditions ?”—this be- 
ing broken up into a number of subheads, the 
first of which was “Elements of Industry 
Strength and Weakness.” 


Manufacturer-Distributor Relations 


This subject was opened by Harry T. Ken- 
dall, sales manager Central Coal & Coke Co, 
Kansas City, Mo. The subject of relations be- 
tween manufacturers: and the wholesalers and 
commission dealers handling their products, as 
to rate and basis of compensation, came in for 
considerable discussion. It was pointed out that 
in view of the fact that from 85 to 90 percent 
of the output of the mills finds its way to re- 
tailers through wholesale and commission deal- 
ers it is important that the industry build up a 
form of salesmanship based on stressing the 
quality of products rather than one based solely 
on price. Mr. Kendall suggested that in ap- 
proaching this problem of sales representation 
the lumber industry might well consider what 
other industries have done; that is, “put these 
men on the firing line,’ whereby they will have 
some direct interest in the price obtained. He 
thought that the industry has been too lax in 
forming its connections with commission and 
wholesale dealers, and to a certain extent with 
retailers, saying that there were some dealers, 
who, because of their tactics, should not be 
sold; and by the same token there doubtless 
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“goning” of the natural markets 
for each species or each region. 
This may not be capable of com- 
plete realization, but even within 
the last three years great progress 
between a number of highly com- 
petitive species has been made in 
exactly that direction. Our indus- 
try is under obvious and severe 
handicaps in its competition with 
‘other- materials. Is it not there- 
fore worthwhile that patient and 
good-tempered effort be made to 
widen the field of agreements be- 
tween species and between regions 
and to increase the convenience 
with which lumber may be intelli- 
specified and properly 
used? 

The basic purpose of these efforts 
at co-ordination of national and 
regional work is to make it easier 
to sell lumber. Grading and _in- 
spection rules are still the indus- 
try’s principal sales literature. 
What other products are offered to 
the public on the basis of an enu- 
meration of their defects; or on 
grade names which themselves 
raise consumer doubts? Present 
lumber grades may be good for 
lumbermen. But are they equally 
good for the consumer? Yet it is 
the consumer's dollar which runs 
the industry. It is hoped that 
frank inter-regional co-operation 
will consider this: problem to acon- 
structive conelusion. To make it 
easier for the seller to sell lumber 
requires that it be made easier for 
the buyer to buy. To make lumber 
worth more to the producer it must 
be made worth more to the con- 
sumer. * * * 


Lumber Freight Rates 


It costs too much to get lumber 
from producer to consumer. The 
distribution process in ordinary 
times absorbs more than a billion 
dollars of the aggregate price which 
the American people annually pay 
for products of the lumber industry. 
The possibilities and the ways and 
means of improvement and econ- 
omy in lumber marketing should 
have ceaseless study by manufac- 
turers and distributors alike. But 
the most important single item is 
the cost of transportation, princi- 


pally railroad freight costs. The 
proposal which I now submit for 
your consideration is this: That 


the lumber and wood products in- 
dustries move collectively for a na- 
tional reduction in the entire gen- 
eral level of lumber rail rates, by 
approximately one-third. 

Before you dismiss this as fan- 
tastic I want you to listen to a few 
facts. Lumber and forest products 
rail traffic is valuable to all the 
carriers and indispensable to the 
livelihood of some, particularly in 
the South and the West. In a pe- 
culiar sense the railroads are in 
partnership with the industries 
whose products they transport. 
When, therefore, I speak of ap- 
proximately a one-third rediction 
in lumber freight rates, I am talk- 
ing, not about incidental competi- 
tive readjustments, but about a 
fundamental industry rate policy. 
Without making an excursion into 
the academic niceties of theories 
of rate-making, it may be said that 
the rates generally represent what 
the traffic will bear. If the rates 
result in costs greater than the 
traffic will bear, the railroads may 
either forego the traffic or reduce 
the rates to a point which will en- 
courage or at least maintain the 
traffic. * * * 

‘Lumber freight rates heretofore 
have been generally regarded as 
regional competitive weapons 
and as a means of seeking 
competitive marketing advantage. 
Now they are more than that. 
Twenty years ago the forest pro- 
ducts tonnage represented more 
than 9 percent of the total rail 
freight traffic; now less than 5 per- 
cent. The decline in lumber ton- 
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nage obviously has not been due to 
lack of potential lumber produc- 
tion; nor can it be explained wholly 
by the increase in substitution of 
other materials; nor was it acci- 
dental. In 1930 the rail freight 
revenue per ton of lumber, shingles 
and lath traffic was $6.57. Among 
competing products the closest ap- 
proach was prepared roofing, which 
was $5.25, and the lowest was steel 
which paid $1.51 a ton, common 
brick, $1.88, cement $2.65, tile $2.79, 
paper board, pulp board and wall 
board $5.23. The average for com- 
peting materials was about $3.50, 
or a little more than half of the 
average rate paid per ton on lum- 
ber and timber products. From the 
standpoint of the railroads the sig- 
nificant factor of course is not ‘so 
much the revenue per ton as the 
revenue per ton mile. But to the 
lumber industry in competition with 
numerous substitutes having large 
advantages in nearness to market, 
it is not the length of the haul but 
the cost of the haul which is con- 
clusive. 

In the same year, 1930, logs, 
lumber and timber products fur- 
nished 74 out of each 1,000 cars of 
rail freight and 71 out of each 
$1,000 of rail revenue, a ratio of 
revenue to cars of 96 percent. As 
against this ratio the principal 
competitors of lumber showed a 
ratio of revenue to cars of only 65 
percent. During the decade ended 
with 1930 the national volume of 
lumber declined 8 percent, and this 
was the only reduction shown in the 
entire list of principal industrial 
and construction materials. As 
against the decline in lumber, struc- 
tural steel volume increased 26 
percent, fabricated steel 88  per- 
cent, face brick 132 percent, tile 55 
percent, cement 83 percent, wall 
plaster wall board and floor com- 
positions 119 percent, patent roof- 
ing 50 percent and box board 118 
percent. These as compared with 
lumber are short-haul products, and 


this fundamental swing in their 
favor during the past decade is 
not wholly accounted for by 


changes in building types or in con- 
sumer preferences. 

Finally I put before you an an- 
alysis of United States Census re- 
ports and of freight commodity 
statistics of the Interstate Com- 
merce Commission showing’ the 
comparative burden of rail trans- 
portation costs on lumber and on 
the principal materials with which 
it is in direct competition. These 
facts are as of 1929 and they show 
the revenue paid the railroads in 
freight charges per $1,000 of the 
total value of the industries’ pro- 
ducts as follows: 


Common brick....... $198 or 19.8% 
Other brick and build- 

BO TD siieaneeoeurs 145 or 14.5% 
NE so o.arneeaeas-ew > 263 or 26.3% 
Iron and steel....... 79or 7.9% 
ey Tere 450r 4.5% 
Paper board, pulp board 

and wall board.... 58o0r 5.8% 
Prepared roofing 9lor 9.1% 
Lumber and wood pro- 

0 er ee 283 or 28.3% 

Exclusive of iron and steel the 


ratio of rail transportation costs to 
total value of products of compet- 
ing materials in 1929 was 11.5. per- 
cent. Including steel, it, was about 
10 pereent. At the end of March 
this year, based on published re- 
ports of the Timber Conservation 
Board, the ratio of rail freight costs 
to total mill value of lumber and 
wood products, which in 1929 was 
28.3 percent, was 46.4 percent. 
Omitting from the analysis all 
forest products except lumber, and 
based not on total lumber volume 
but only on that portion which in 
fact is moved by rail, the ratio of 
freight cost to mill price, which in 
1929 was 32.2 percent, was at the 
end of March, 1932, 51.2 percent. 
The cost of transportation now ex- 
ceeds the mill price on more than 
half of the lumber now moving by 
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rail. Relatively and in practical 
effect, during the past three years 
the rail freight costs to move a 
dollar’s worth of lumber have in- 
creased 45 percent, or by an amount 
equivalent to 15 percent of the mill 
value of the lumber. On the prin- 
cipal competing materials the cor- 
responding increase in proportion 
to value of product has been less 
than 5 percent. 

This condition is undermining 
alike the western and _ southern 
softwood industries and the north- 
ern and southern hardwoods. It 
is a problem not so much of freight 
rates as of industry integrity. It 
should not be left to sporadic ac- 
tion or to the accident of events. 
It should in my judgment be de- 
liberately considered from _ the 
standpoint of collective industry 
appeal to the railroads and, if nec- 
essary, as it may be, to the Inter- 
state Commerce Commission. * * * 


Recommendations 


I assume that no apology is 
necessary for frankly laying before 
you these matters which, although 
difficult, are vital to the present and 
future hope of stabilization and 
profit in the lumber and timber in- 
dustry. For the National industry, 
there are three outstanding affirma- 
tive needs: 

First. That the financial pres- 
sure to liquidate timber invest- 
ments be relieved, either by reduc- 
tion in annual timber carrying 
costs, or lightening the burdens and 
the extent of private timber own- 
ership. 


Second. Increase in profitable in- 
come sources. 
Third. Lower cost of getting 


lumber and forest products from 
producer to consumer. 

Without hesitation I assert that 
the accomplishment of these Na- 
tional industry objectives is de- 
pendent upon the maintenance of 
alert industry organization. These 
matters involve the present chance 
and the future hope of billions of 
dollars of investment in the timber 
and forest products industries and 
the sources of livelihood of millions 
of people. They deserve the best 
judgment of the industry. Their 
accomplishment depends in large 
measure on the extent to which 
those in the industry who in these 
distressing times have been fortun- 
ate enough to have maintained a 
substantial degree of freedom of 
financial action, will accordingly 
accept a sense of industry respon- 
sibility, will deliberately submerge 
the exaggerated individualism 
which is threatening the disintegra- 
tion of the lumber industry, and 
will sustain the means of organ- 
ized industry action. 

To that end I have submitted to 
the committee on recommendations 
and I now lay before you definite 
proposals which with sober regard 
to the financial exigencies may be 
expected to help the industry in 
the present emergency to hold its 
own and gradually to fight its way 
back and up to better days: 


First. That organized National 
Lumber Trade Extension, including 
for the present only the minimum 
essentials determined by the trade 
extension committee, be faithfully 
continued and that appeal be made 
industry for the moderate 
additional necessary financial sup- 
port. 

Second. . That the basic supply 
and demand information necessary 
to effective control of production 
and distribution, and for which the 
industry is solely dependent upon 
its associations, be continued; and 
that the United States Timber Con- 
servation Board be asked to con- 


tinue its quarterly surveys of pro- 
duction and consumption .and the 
publication of its recommendations 
of industry and public action. 
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That the protective fea- 


Third. 
tures of industry work, including 
such matters as Federal taxation, 
state and municipal building codes, 
legislation and governmental action 
be continued. 


Fourth. That the executive com- 
mittee be requested to consider and 
to recommend to the industry a 
permanent plan, equitable in appor- 
tionment of expense, for sustain- 
ing essential industry activities and 
providing necessary revenue; that 
in view of the suspension of activi- 
ties of the West Coast Lumber- 
men’s’ Association, beginning in 
July and for the remainder of the 
year 1932, an underwriting be se- 
cured in lieu of its National dues; 
and that the existing regional asso- 
ciations be asked to co-operate in 
the effort to maintain industry 
unity and the means of effective 
industry representation by regular 
monthly payment of National dues. 


Fifth. That the organization of 
the American Forest Products 
Industries be completed as a means 
of encouragement to research, pro- 
motion, orderly industry planning 
and responsible public representa- 
tion of the forest products indus- 
tries, and to this end that the co- 
operation of interested industries 
be invited. 


Sicth. That organized effort 
through appropriate committees be 
undertaken to seek the removal of 
the fundamental causes of overpro- 
duction, and specifically, to seek 
legislation in the principal timber 
States which will substitute a sys- 
tem of income or yield taxation for 
the prevailing system of general 
property taxation of standing tim- 
ber; Federal legislation for the ex- 
tension of the system of national 
forests through the large scale ac- 
quisition of timber lands; and Fed- 
eral legislation to make permanent 
the conservative policy for the ad- 
ministration of public timber re- 
serves. 


Seventh. That, after the pending 
tariff legislation has been concluded, 
the executive committee frankly 
consider the formulation and seek 
acceptance by the industry of a 
program regarding lumber import 
tariffs and restrictions or discrimi- 
nations imposed by foreign coun- 
tries on American lumber, which so 
far as possible will have united in- 
dustry support and will have the 
acceptance of the regional associa- 
tions. 


Eighth. That a special joint com- 
mittee of the executive trade exten- 
sion and transportation committees 
be appointed to consider the prac- 
ticability of united industry action 
seeking a substantial and perma- 
nent general reduction of the en- 
tire national level of lumber freight 
rates. 


Ninth. That a special committee 
representing each region be desig- 
nated to co-operate with the lum- 
ber survey committee of the United 
States Timber Conservation Board 
with respect to its current recom- 
menations of action for lumber in- 
dustry stabilization. 


Tenth. In view of the recent de- 
cision of the Supreme Court con- 
firming the broad powers of the 
States in the control of production 
involving natural resources, that 
consideration be now given to the 
desirability, and the -practicability, 
through a conference of the gover- 
nors of the principal timber States, 
of presenting plainly to the States 
two specific problems: 


1. Regulation of lumber produc- 
tion; 

2. Substitution, in part or whole, 
of yield tax for annual property tax 
on standing timber; 
and to this end, of securing the co- 
operation of the Timber Conserva- 
tion Board and the President of the 
United States, 
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A GROWING list of wood consumers is 
depending upon Meadow River to 
keep them supplied with cut to exact size 
stock. We have the best facilities for pro- 
ducing this stock—unsurpassed timber re- 
sources, thoroughly modern mill equip- 
ment, unexcelled drying facilities. Thus, 
Meadow River dimension lumber comes to 
you accurately cut, precisely graded, dried 
to correct moisture content—no waste, no 
storage yard needed, no remanufacturing 
expense. Shall be pleased to receive your 
specifications. 


Dealers! Do not overlook our facilities 
for shipping mixed cars of: 


FLOORING— 


Red Oak Maple 
White Oak Birch 


TRIM and MOULDINGS— 


Beech 


Oak Poplar Basswood 
Chestnut Birch Ash 
STEPPING AND RISERS— 

Oak Birch 
BEVEL SIDING 
Poplar 


Our products are all made from 
soft-textured West Virginia timber— 
the “Cream of the Appalachians.” 


Tue Meapow RIver 
LUMBER Co. 


RAINELLE, WEST VIRGINIA 
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Hope and Fact 


All the young have got is plans, 
That may not go through, 

Smiling at some older man’s 
Visions, though they do, 

Looking always up the slope, 
Not a dream exact— 

Yet tomorrow’s but a hope, 
Yesterday’s a fact. 


Youth has all the future, age 
That has all the past, 

Youth the still unwritten page 
And the die uncast. 

Well, it’s great to sit and scheme, 
Sit and plan it all, 

But I’d rather sit and dream 
With something to recall. 


So I do not envy youth, 
Though my hair is gray; 

Age already knows the truth 
Youth must learn some day. 
There is something on life’s slope 

Youth has always lacked— 
For tomorrow's but a hope, 
Yesterday a fact. 


Our Gang Plank 


there 


Now 
standing army, which seems to be sitting most 


is this matter of our so-called 


of the time. Compared to our population, we 
have one of the smallest standing armies in 
the world, and, as far as the use we make of 
it, even smaller than that. Our army is about 
as much use to us as a harp to a mudturtle. 
We use it about as much as Ma used to use 
the front room. 

Of course, the army is not to blame. It goes 
where it is sent. And where do we send it? 
Well, out west to fight Indians mostly. The 
War Department has not yet heard that Sitting 
Bull is dead. In the old days, when we were 
engaged in the noble work of making this 
land the refuge of the oppressed by oppressing 
the Indians, we had more or less trouble with 
the original Independent Order of Redmen. 

So we built a lot of barracks and things 
near the scene of the trouble and stationed our 
army where it would do the most damage to 
the Indian, in case the savage tried to take 
back anything we had taken from him. Well, 
some thirty or forty years since, the Indians 
have gone to the celestial hunting grounds, or 
onto the reservations, or into the oil business. 
But we are still guarding our frontier from 
the Indians, forty years after the Indians are 
dead, or in the oil business, as aforesaid, which 
is practically the same thing. 

Now the country that we took from the 
Indians has been taken from us by the gun- 
man and the gangsters. But are we rushing 
any troops to the spot? Not so you could 
notice. We are still using them to fight In- 
dians that have been dead forty years. A New 
York editor once defined journalism as the art 
of knowing where hell is going to break loose 
next, and having a man on the spot. Law en- 
forcement is knowing where it has already 
— loose and having the army somewhere 
else. 

The first thing we shall do, when we become 
president, is to break up the pinochle game at 
some army post and put a regiment or so in 
Chicago. Detroit could also use one, and a 
couple in New York wouldn’t hurt. Maybe the 
Constitution follows the flag and maybe it 
doesn’t, but one thing is certain: the army ought 
to follow the frontier. The frontier now is 
somewhere in Chicago and Detroit and New 
York and other places. The gang’s all here; 
but where’s the army? Out west in the wide 
open spaces, when it ought to be east closing 
up the wide open places, 





' 
We See b’ the Papers 

Jimmy Walker’s wisecracking administration 
now seems to be just cracking. 
_ Maybe this Congress will be honored mog 
for the legislation it didn’t pass. 

This is the season of double-header haji 
games, but, alas, not freight trains. 

In a city breadline you can’t stir up much 
sympathy for the plight of the farmer. 

The bond that used to be blessed was one 
that binds, but now it’s the one that pays, 

The college boy who will succeed isn’t the 
one who can translate Homer but hit one, 

Because of the depression, we suppose this 
summer even the sails of the yachts will be 
smaller. 

Well, any party that holds its convention in 
Chicago certainly ought to give us a fearless 
administration. 


The White Sox have two players named 
Caraway and Seeds. Naturally those two fe- 
lows get together. 

It must be that all these fellows who want 
to issue bonds for this or that have no hope 
of grandchildren. 

King Levinsky is going to Reno to fight 
July 4. We supposed people went there to 
get through fighting. 

Considering the success Uncle Sam has in 
collecting debts, you would think he is in the 
retail lumber business. 


What our old friend Congressman Jim Beck 
looks forward to is the day when there won't 
be a dry Aye in the House. 

A Chicago building and loan association was 
robbed of $775. Well, apparently it didn’t have 
any other use for the money. 


In Chicago they are tearing down buildings 
so as to save taxes. Perhaps if they would 
tear down taxes it might start building. 


Chicago suckers bet a million dollars a day 
on horse races. If they would bet that much 
on their country, the depression would soon be 
over. 


The “Bonus Army” on its way to Washing- 
ton was fed on bologna and bread. When it 
gets to Washington it will at least continue to 
get the bologna. 


Art Henning says in the Chicago Tribune 
that construction of a central heating plant in 
Washington “is temporarily suspended.” Tem- 
porarily for the present, we assume. 


These Are Good Times 


These are good times—though people say 
They’re really just the other way. 

We hear but little but complaint 

About bad times—I say they ain't. 

I understand that things are down 

In all the yards and stores in town, 

And so the thought this moment brings 
These are good times for certain things. 


These are good times to fix that roof, 
And make the stable weather-proof, 
These are good times to build a fence, 
With greatest ease and least expense, 
These are good times we now endure 

To buy a little furniture; 

However much we sit and sigh, 

These are good times, good times to buy. 


And we can make these times, as well 
As times to buy, good times to sell— 

For idle dollars are a curse, 

Make good times bad, and bad times worse. 
These are good times, when times are bad, 
To spend whatever’s to be had. 

When times are bad, if we but would, 
These are good times to make times good. 
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Dedicate World's Fair Building 
Made of Plywood 


To those lumbermen who are concerned about 
the part which wood in general is playing in 
modern ideas of construction it will be of in- 
terest to note that that symbol of all that is 
modern and up-to-the-minute in thought, the 
1933 Chicago World’s Fair, was dedicated in 
a wooden building, the Hall of Science. 

This big structure, which was built with such 
speed as to amaze even Chicago, a city accus- 
tomed to high speed construction, is made of 
plywood, as was described in the Dec. 19, 1931, 
issue of the AMERICAN LUMBERMAN. And on 


June 1, when several thousand people gathered 
on the big terrace to hear the new carillon in 
the high tower and to see President Rufus 
Dawes preside at the dedication ceremonies, the 
evidence of what wood can do was all about 

















Part of the big audience on the terrace at the 
Hall of Science, hearing and seeing the dedi- 
cation of the 1933 Chicago World's Fair. Ply- 
wood walls, floors and roof help to make this 
building beautiful 


them. To reach the terrace they had to cross 
the broad plywood floor of the building itself, 
and could (and did, as inquiring fists on walls 
showed at frequent intervals) see how solid 
were the walls made of plywood panels mor- 
tised into the studding. 

As they sat in the audience there on the ter- 
race they could hear the pile-driver chugging 
and thumping, building 
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along the ditch were many lengths of 10-inch; 


wooden North Carolina pine pipe; these are 
conduit pipes for the electrical light and power 
wires, and this material will be used for all the 
conduits at the big exposition. 


Elect Officers and Directors 


St. Louis, Mo., June 6—Two new vice 
presidents) of the Frost Lumber Industries 
(Inc.), were elected at a meeting of stockhold- 
ers in the St. Louis .offices on June 1. They 
are: J. W. Willis, president Shreveport Long- 
leaf Lumber Co., Shreveport, La., and F. T. 
Whited, jr., of the Whited-Frost Investment 
Co., Shreveport, La. H. W. Whited, Nacog- 
doches, Tex., and F. W. Scott, Huttig, Ark., 
were re-elected vice presidents. E. A. Frost, 
president Frost Lumber Industries (Inc.), was 
re-elected president and F. H. Dowell was re- 
elected secretary and treasurer. Former direc- 
tors were likewise re-elected. 








Lumber Industry Learning a 
Costly Lesson 


Sr. Louis, Mo., June 6.—J. C. Anderson, of 
the Gideon-Anderson Lumber Co., announces 
that his company has closed its mill, cut up all 
its logs, disposed of its logging teams, and will 
retain only that part of the organization needed 
to load out such lumber orders as are re- 
ceived and to operate the store and other es- 
tablishments at Gideon, not directly connected 
with the lumber industry. Mr. Anderson said: 

We have constructed some 60,000 or 70,000 
square feet of shed space, into which we are 
placing our upper grades and items which are 
today absolutely dead so far as demand is 
concerned. We in the lumber business have 
had a costly lesson. I am afraid all of us 
have not learned it well. The false theory 
that getting cost down below that of our 
neighbor or someone else will enable us to 
go out on a depreciated market and make 
a profit has misled many of us. There can 
be no question but that a reduction in cost 
of $2 means a reduction in selling price of 
at least $2, and often $3, $4 or $5. 

We believe that during the balance of this 
year and the early part of next year, no par- 
ticular demand will develop. A large per- 
centage of the inventories now on hand will 
be materially degraded, if not reduced to 
worthless and rotten lumber, and there seems 
to be no question but that a condition even- 
tually will come about where the lumber in- 
ventories will be totally exhausted. In our 
opinion, this applies to practically the entire 
list of basic commodities. However, this 
condition will not come about until enough 
product is eliminated to get the surplus well 
down below the scant demand. In getting 
this down many of the present operators will 
have ceased to exist. 





the structure which will 
be a beautiful bridge 
across the lagoon to 
connect the Hall of Sci- 
ence with the Electrical 
Building, on Northerly 
Island. Most of the vis- 
itors on the way out 
hesitated, to take a look 
at this interesting spec- 
tacle, of tall wood poles 
being driven into the 
earth, and a little knot 
of men and women, an 
ever-changing group, 
Clustered at one of the 
balconies where was an 
especially good point of 
vantage. 

On the way back_ to 
the gates the visitors 
could hardly escape see- 
ing the big ditch-digger 
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making a trench, the 
first of several which 
will connect various 
Fair buildings. Laid 


From a balcony of the Hall of Science many spectators watched the . 
driving of tall wooden piles to build a bridge across the lagoon to 


Northerly Island 







The Four 


Best Sellers 


are — 


1. A modern kitchen including 
every automatic 
convenience 


2. Automatic heat 
3. A tiled modern bathroom 
4. Hardwood floors jf — 


—the average family could be re- 
lieved of the inconvenience of the job. 
Most of them put it off—or turn to 
carpeting — or even other substitute 
floorings (all of which are finished 
when laid) because they think, when 
hardwood floors are laid, they have to 
be literally buried in a messy, disar- 
ranged household for days. 


Not so with Mora (finished when laid) 
Hardwood Floors. 


SAVES FUSS, MUSS & TIME 


And, Mr. Lumber Dealer, the elimi- 
nation of all this fuss and muss is 
just what sells Mora Floors even 
though they cost a trifle more — in 
fact, furniture and rugs may be moved 
to one side of the room — the Mora 
Floor laid—rugs and furniture moved 
to other side of the room—the Mora 
Floor laid—and the room is again in 
order—ready to be lived in as formerly 
—all in a day (started after father 
goes to the office and finished before 
he gets home at dinner time.) 


WRITE FOR FREE SAMPLE 


and descriptive literature, 
without obligation. 


PAULO. MORATZ 
BLOOMINGTON, ILLINOIS 
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Let’s Face 


the FACTS 


))VERY lumber dealer in the coun- 
try is confronted with the prob- 
lem of getting immediate business. 
New building is now at low ebb. 
Furthermore, there is nothing in 
sight at present to indicate its early 
recovery. 


That means that your one best bet 
for getting profitable business today 
is selling the renovating market. Go 
after the remodeling jobs. Sell peo- 
ple on making improvements now— 
at lowest costs. 


Women are the key to this profit- 
able Renovating market. And just 
remember that you'll get nowhere 
with them by merely quoting prices 
on two-by-fours. Women are not 
interested in lumber. They are in- 
terested in results. 


That’s why Sellers Built-in Kitchen 
Units mean so much to you in this 
market. With this line you can show 
a woman a complete picture of 
something she needs and wants— 
backed by a name that stands for 
supreme quality and convenience to 
every woman in your locality. 


The agency for this well known 
line gives you something exclusive 
to sell—extra time and labor-saving 
features and the sturdy construction 
and fine furniture finish which your 
competitors cannot offer. The price 
is competitive also, Yet your profit 
per job is much greater than you 
would make on a nailed-together 
job. 

Finally, you need no large invest- 
ment in stock with the Sellers line. 
Sales can be made from your floor 
samples. You order units from the 
factory when and as you sell them. 
Can you think of any other invest- 
ment so small that will pay such big 
returns so quickly? Get all the de- 
tails on our exclusive franchise at 
once. Write for them today. 


‘ President 
G. I. Sellers & Sons Company 
Elwood, Indiana 


SELLERS 


KITCHEN FURNITURE 
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Lumber Industry Well Represented at 
U.S. Chamber Convention 


_SAn Francisco, Catir., June 6.—The twen- 
tieth annual convention of the Chamber of 
Commerce of the United States, held here the 
week ended May 20, was announced in local 
newspapers as follows: “While the faith, and 
possibly the fate, of the United States hinges 
on the outcome of their deliberations, 2,500 
business leaders of the nation are in session 
here, striving to find a way back to prosperity.” 

A special round-table conference for the 
lumber industry was held in the Mark Hopkins 
Hotel, on May 19, with 150 present. J. P. 
Weyerhaeuser, jr., of Lewiston, Idaho, presi- 
dent of Potlatch Forests (Inc.), spoke on 
“What the Lumber Industry Needs.” As this 
conference was held jointly with the oil in- 
dustry representatives, addresses on the prob- 
lems of the oil and gas industry were also 
given by leaders in that field. 


Two lumbermen’s mutual insurance represen- 
tatives also took prominent part in the pro- 
ceedings—Justin Peters, president of the Penn- 
sylvania Lumbermen’s Mutual Fire Insurance 
Co., of Philadelphia, was on May 20 elected to 
a vacancy on the board of directors of the 
Chamber of Commerce of the United States 
for a term of two years, his field of represen- 
tation being that of insurance; while James S. 
Kemper, president of the Lumbermen’s Mutual 
Casualty Co., of Chicago, spoke before the in- 
surance round table conference at the St. Francis 
Hotel on May 18, his subject being “Loss Pre- 
vention as Applied to Casualty Insurance 
Costs.” 

Honored guests at the twentieth annual ban- 
quet of the chamber, held on May 18, included 
Karl DeLaittre, president of the Bovey-De- 
Laittre Lumber Co., Minneapolis, Minn., who 
is also a vice president of the Chamber of 
Commerce; Everett G. Griggs, president of the 
St. Paul & Tacoma Lumber Co., Tacoma, 
Wash., and also a director of the national 
chamber; and James S. Kemper, president of 
the Lumbermen’s Mutual Casualty Co., Chi- 
cago. 

Other prominent figures in the lumber in- 
dustry present as delegates and taking part in 
the sessions and discussions included: Repre- 
senting the National Lumber Manufacturers’ 
Association—Homer Bunker, of the Coos Bay 
Lumber Co., San Francisco offices; H. W. Cole, 
of the Hammond & Little River Redwood Co.; 
Howard Dessert, of the Humboldt Redwood 
Co.; H. B. Hewes, of the Clover Valley Lum- 
ber Co.; Henry M. Hink, of Dolbeer & Carson 
Lumber Co.; F. V. Holmes, of the Holmes- 
Eureka Lumber Co.; C. R. Johnson, of the 
Union Lumber Co.; and D. S. Painter, of San 
Francisco. Representing the National Retail 
Lumber Dealers’ Association—M. A. Harris, 
of San Francisco; Meade Clark, of Santa Rosa, 
Calif.; Charles G. Bird, of Stockton, Calif. 
Representing the California Retail Lumber- 
men’s Association—T. H. Kewin, of the United 
Lumber Yards (Inc.), of Modesto, Calif. 


Among the resolutions, or declarations, of 
interest to the lumber industry, adopted by the 
chamber at its closing sessions on May 20, 
were the following, briefly summarized: 

Taxation and Government Expenditures.— 
The Chamber of Commerce of the United 
States calls upon the legislative and adminis- 
trative officials of Federal, State and local 
governments for reduction in governmental 
expenditures, the elimination of unnecessary 
and questionable activities and a most care- 
ful procedure in the expansion of old, or the 
assumption of new activities, to the end that 
the private citizen and business may be re- 
lieved from the present intolerable burden of 
taxation. 

Interstate Barriers.—Preference established 
by law, discriminations against business con- 
cerns, corporate or otherwise, of other States, 
and movements to discriminate against pro- 
ducts from a distance offered under condi- 


tions of fair competition should have no Place 
in the United States, and are inevitably harm. 
ful locally as well as to other parts of the 
country. Business men should seek to have 
the laws of their States conform to the prin- 
ciple that no impediment should be placeq 
upon the normal and legitimate methods of 
merchandising within their borders the pro. 
ducts of other States. 

Wages on Public Works.—The present pro- 
vision of law that the so-called prevailing 
rate of wages must be paid in the construe- 
tion of Federal buildings is inconsistent jp 
its operation with the very important public 
purposes of these expenditures ... to afford 
the largest possible amount of employment, 
We ask that the existing limitations should 
immediately be repealed. 

Railroad Transportation.—In order that 
railroad transportation may be placed on the 
most efficient and economical basis the con- 
solidation of railroads should be advanced 
with all possible speed. 


Competing Forms of Transportation.—Un- 
regulated competition with regulated forms 
of transportation is unfair, contrary to the 
public interest in the losses which are caused, 
and inequitable to shippers whose interest 
is in dependable service and conditions. The 
board of directors should at once make pro- 
vision for studies which will result in pro- 
posals of a nature to permit each form of 
transportation to give to the public the ad- 
vantages of its service. 

Employees Retirement Annuities.—Provi- 
sion for retirement of superannuated em- 
ployees is now recommended. ... Retirement 
for superannuated employees of long service 
on annuities is an aid to the profitable ad- 
ministration of business enterprises. 


The western division meeting of the chambe 





proposed a declaration in favor of adequate ap- | 


propriations to protect timber resources of the 


western States from fire, plant disease, insect — 


pests, and other dangers. This meeting also 
proposed a declaration that the law should be 
amended to increase from 5 acres to 80 acres 
the area of tracts which can be obtained in 
national forests for hotels, resorts etc. Both 
of these suggestions were referred for study 
and consideration to the board of directors of 
the national chamber. 

Henry I. Harriman, chairman of the board 
of the New England Power Association, Bos- 
ton, Mass., was elected president of the national 
chamber, succeeding Silas H. Strawn, of Chi- 
cago. 





Carolinians Seek to Place Mill | 


work Industry on Substan- 


tial Basis 

Cuartorte, N. C., June 6—At a confer- 
ence held here twenty-five leading millwork 
manufacturers of the two Carolinas agreed to 
compile data each month regarding operating, 
manufacturing and selling costs as a first step 
in returning the millwork industry to a sub- 
stantial basis. 

The meeting which was held at the Hotel 
Charlotte at the call of the Carolina Retail 
Lumber & Building Material Dealers’ Associa- 
tion, also evolved a plan for promoting the use 
of southern woods and for stressing the ad- 
vantage of using wood instead of aluminum and 
steel. 

The data that the millwork concerns will 
gather will be tabulated and analyzed for re 
distribution to persons engaged in that im- 
dustry in the Carolinas. Periodic district meet- 
ings will also be held, at which the groups wil 
exchange credit information and data on costs 
and will check various jobs with the purpose of 
discouraging unethical practices. d 

The plan to promote the use of southern pine 
comes as an answer to western “dumping. 
Native yellow pine is finding competition with 
western pine difficult, it was announced, 
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That’s just about what Brown’s 
Supercedar closet lining amounts 
to. A few homés which boast a 
Supercedar lined closet will open 
up prospects right and left in your 
vicinity —It is characteristic for 
owners to proudly display their 
“clothes vault” to their visitors and 
guests. 


This fine product is widely known 
for its superior quality and high oil 
content. Supercedar is guaranteed 
90% or more red heartwood and 
100% oil content —the necessary 
quality to be thoroughly moth 
repelling. 


Brown’s Supercedar closet lining 
affords a steady source of generous 
profits—Sells easily and grows in 
popularity. Easy to install in old 
closets and inexpensive in new 
homes as it eliminates the need of 
lath and plaster. 


Send today for free sam- 
ple box and quotations 


® 
GEO. C. BROWN & CO. 
MEMPHIS, TENN. - 


LARGEST Manufacturers of Aromatic Red Cedar 
in the World. 














How Much Profit 
MUST You Earn? 


That’s a vital 
question today 
for all lumber 
manufacturers 
and dealers to 
consider. 





Here’s a 
New Book 
“Pricing 
for Profit’’ 


By 
W. L. Churchill 


This book is truly A Guide to Profitable Busi- 
ness because it clearly and _ specifically 
answers such important questions as: 
Where should your profits come from? 
How must you determine right prices? 
How shall you get the right prices? 
What is the correct ratio of selling cost 
to profit? 
How do you synchronize your sales and 
production? 
@ Where should your price corrections 
begin? 
Every Lumberman Needs 


This Book--Order Today! 


315 Pages — $3.00, Postpaid 
For Sale by 


American Lumberman “)0.7°"iheee” 
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What the Associations Are 
Planning and Doing 


June 23-24—National Association of Wooden Box 
Manufacturers, Pacific Coast Division, Sir 
Francis Drake Hotel, Los Angeles, Calif. Tri- 
annual meeting. 

July 14-15—Carolina Retail Lumber & Building 


Material Dealers’ Association, 


Seaside Hotel, 
Myrtle Beach, 8. C. 


Summer meeting. 


Institute and Southwestern Club 
Members to Confer 


New Oreans, La., June 7.—Large attend- 
ance of members and non-members is antici- 
pated at the joint meeting of the Hardwood 
Manufacturers’ Institute and Southwestern 
Hardwood Manufacturers’ Club to be held at 
the Hotel Roosevelt here June 15. Matters of 
general interest to the industry will be dis- 
cussed and it was deemed advisable to invite 








American Society for Testing 
Materials 


PHILADELPHIA, Pa., June 6.—Timber will be 
one of the subjects discussed at the thirty-fifth 
annual meeting of the American Society for 
Testing Materials, to be held the week begin- 
ning June 20, at Atlantic City. The ninth ses- 
sion will be of direct interest to lumbermen, 
for the report of committee D-7 on timber will 
be made. Chairman Hermann von Schrenk 
will present the new tenative standard volume 
correction table and specific gravity correction 
table for creosote, creosote-coal-tar solution 
and coal tar. He will also report on the prog- 
ress of the committee on the determination of 
moisture in timber and will give a detailed 
report on piling specifications. 

At this session, June 23, R. P. Miller, chair- 
man of the committee on fire tests of materials 
and construction, will talk on specifications for 
fire tests of building construction and mate- 
rials. He will also report for the committee 
on the results of studies of fire tests for lum- 
ber and on doors for use on interior wall open- 
ings. 





Pacific Coast Box Makers to Meet 


SAN Francisco, CALir., May 28.—Invitation 
is extended every wooden box manufacturer on 
the Pacific coast to attend the second tri-annual 
meeting of the Pacific coast division of the Na- 
tional Association of Wooden Box Manufac- 
turers, which will be held June 23 and 24 at 
the Sir Francis Drake Hotel in San Francisco. 


Points Out Necessity for Putting 
Business on Sound Basis 


Boston, Mass., June 7.—A joint meeting of 
the lumber industry of Greater Boston was held 
today, the occasion being the regular business 
session of the Massachusetts Wholesale Lum- 
ber Association. The entire program time was 
given over to Carl P. Dennett, who delivered 
a stirring address, his theme being the neces- 
sity of elimination of waste and putting the 
business of the country on a sound basis. 
Among other things, he said: 

It is high time that the substantial citizens 
and business interests of the country or- 
ganize and take a direct personal interest 
in defense of our business and institutions. 
Unless the problems confronting us are 
solved promptly and wisely, financial chaos, 
disorder and disaster loom ominously in the 
near future. It is a time for serious study 
and wise counsel, and prompt and vigorous 
action by citizens and civic organizations, 
most of whom have been inarticulate. 


Mr. Dennett gave many examples of waste © 


in government and the unnecessary piling up 
of the heavy tax burden. His talk was along 


the same lines as an address delivered a shor 
time ago by him before the annual State cop. 
vention dinner of the Massachusetts League of 
Women Voters. Mr. Dennett was the oyt. 
standing driving force behind the recent syc. 
cessful $3,000,000 unemployment relief cam. 
paign in Boston. He is vice president of the 
Boston Chamber of Commerce and a director 
in the First National Bank and Old Colony 
Trust Co. 

There was an attendance from all branches 
of the lumber industry, and Mr. Dennett’s a¢- 
dress made a profound impression. 





Illinois Dealers to Meet at Rockford 
and Aurora 


SPRINGFIELD, ILL., June 6.—Secretary J. F, 
Bryan, of the Illinois Lumber & Material Deal- 
ers’ Association, has announced that members 


from the northwest section of the State are in- § 


vited to attend a district meeting in Rockford, 
at the Nelson Hotel, on Wednesday, June 15, 
The first session will begin at 10 a. m., with 
luncheon at 12:30, and the afternoon program 
closing at about 4 o'clock. 

On the following day, June 16, at the Elks’ 
Club House at Aurora, a meeting will be held, 
intended primarily for dealers in the northeast 
section of the State. State and district officers 
will be present at this and others of the mid- 
summer meetings. 


—_—_—_—_—_—OoO, 

Central Illinois Dealers Hear About 
Employment Campaign 
SPRINGFIELD, ILL., June 7.—An_ outstanding 
feature of the central Illinois mid-summer 
meeting for dealers here today was an address 
by J. Ross McClure, Simpson-McClure Lum- 
ber Co., Galesburg, on the “Galesburg Cam- 
paign for Re-employment of Men and Money.” 
Mr. McClure presented all of the facts in con- 
nection with the Galesburg community organ- 
ization culminating in a canvass of the entire 
city by more than 300 men and women, and 
resulting in pledges for betterments, improve- 
ments and purchases aggregating more than 
a million dollars. He gave full and complete 
information in an understandable way, with an 
enthusiasm and earnestness that carried con- 
viction to his audience. Having acted as chair- 
man of the general committee, Mr. McClure 
is familiar with all of the details and results. 


[A story of this campaign appeared in the | 


May 28 issue of AMERICAN LUMBERMAN.— 
Ep1ror. | 
Mr. McClure is a fine speaker. 


materials, yet as a platform man he is a real 
success. With a good voice, strong personality, 
armed with facts and experiences, he puts his 


story over in an entertaining and convincing p 
way. He will give an address on this subject © 


at the Rockford meeting, June 15. 


There was a good attendance of dealers from 


cities and towns in central Illinois. The open- 
ing session was deyoted to the subject “Selling 
Ethics of Manufacturers and Dealers” with 
A. C. Gauen, of Collinsville, as leader. Mr. 
Gauen’s address was followed by a round table 
discussion in which practically all of the 
dealers participated. Much interesting informa- 
tion was brought out as well as valuable sug- 
gestions that must be helpful in the merchan- 
dising of building materials. 

W. G. Joyce, of the State association field 
staff, discussed “Importance of Up-to-date Cost 
Accounting,” illustrating his address wit 
charts, thus presenting a picture that could be 
easily understood. 

In the absence of President Fred C. Wenthe, 
of Effingham, who was occupied with an im- 


While his 7 
business is selling lumber and other building © 
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tant business matter, Vice President E. E. 
Princhliff, of Galesburg, presided. It was a 
splendid meeting. 


Louisiana Millmen See Shutdowns as 
Only Solution 


SureveporT, La., June 6.—Some fifteen mill- 
men, operating small mills in the territory sur- 
rounding Shreveport met at the Washington 
Youree Hotel here May 20 to discuss the 
present situation. Prices were reported to have 
gotten into such a chaotic condition that no one 
could tell what constituted the market, and de- 
mand was likewise so light that there was in- 
sufficient business to go around and keep the 
mills running. This was the situation presented 
by a large operator who said several of the 
mills of his concern were about to be closed 
down on account of insufficient business, and 
while they had not attempted to meet current 
competition, which had gotten below cost of 
production, the volume of business secured 
was very unsatisfactory, both from the stand- 
point of quantity and price. 

After a free discussion, which was partici- 
pated in by some millmen who never before 
attended a meeting of millmen, the unanimous 
opinion was that they would be unable to con- 
tinue operating their sawmills unless better 
prices could be secured. A large percentage of 
the mills represented were already closed down, 
it was stated, and in the near future the close- 
down, forced by present conditions would be 
almost complete. The only operations that 
would continue would be the planers, which 
would run only a short time until the present 
stocks of lumber were cleaned off the sticks. 
Some very pessimistic reports were given, one 
manufacturer stating that his average had 
dropped to $8.59 a thousand on board cars, and 
anyone with a knowledge of the most conserva- 
tive cost of small mill operation would know 
that it could not continue on such basis. No 
plan was offered to remedy the situation, as 
quitting business until better prices could be ob- 
tained was apparently the only solution. 


Phoenix Club Elects 


PHOENIX, Ariz., June 6.—At the recent an- 
nual meeting of the Lumbermen’s Club of 
Arizona, held here, the following officers were 
elected for the coming year: 

President—W. F. Edens, Cottonwood, 

Vice president—L. M. Hamman, Phoenix. 

Secretary-treasurer—S. J. Lippman. 

Directors—R. E. Webster, Douglas; A. E. 
Hightower, Yuma; W. A, Lamprey, Tucson; 
Frank Tutt, Jerome. 








Wisconsin Retailers in District 
Meetings 


MILWAUKEE, WIs., June 6.—During the lat- 
ter part of May, Secretary Don S. Montgom- 
ety, of the Wisconsin Retail Lumbermen’s 
Association, was away from headquarters, at- 
tending a number of district meetings. Four 
of these meetings were held on May 23, 24, 25 
and 26, at all of which the principal feature 
was a talk by A. W. Holt, giving detailed 
workings of the House Valuator. These meet- 
ings were attended by 120 lumber dealers. 

The first meeting, that of the Southwestern 
Wisconsin Lumbermen’s Club, was at Cassville, 
and was presided over by H. H. Lane, of the 
Lane Lumber Co., Darlington, president of the 
club, The next meeting was the Mid-West 
Wisconsin Lumbermen’s Club, at La Crosse, 
with President Henry Roettiger, of H. & F. 
Roettiger, Fountain City, presiding, assisted by 
Secretary James S, Taylor, Taylor Lumber Co., 
La Crosse. 

Wednesday, May 25, a joint meeting was 
held at Eau Claire, of the Northwest, West 
and Southwest clubs, in charge of President 
Henry W. Becker, of the O. & N. Lumber 
Co, Menomonie, and Secretary Owen Lee, of 
the Evans-Lee Co., Eau Claire. This meeting 
was in the nature of a homecoming for Mr. 
Holt, who was in the employ of the O. & N. 
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Lumber Co., of Menomonie, for several years. 

The Central Wisconsin Lumbermen’s Club 
met on May 26 at Stevens Point, with Presi- 
dent Edgar F. Kellogg, Kellogg Bros. Lumber 
Co., Wisconsin Rapids, presiding. Here a 
pleasing surprise was sprung on the club by 
the president, who introduced three charming 
girls, “Clara, Lou and Em, the Super-Suds girls,” 
who responded with a number of songs. These 
young ladies proved to be Mrs. Edgar Kellogg, 
Mrs, Ray Felker and Mrs. James Plzak, of 
Wisconsin Rapids. June 23 was selected as the 
next meeting date, which will be held at Ste- 
vens Point, and all program arrangements will 
be left to Secretary Montgomery. 


"Build Now" Is Slogan of 


Builders’ Exposition 


San ANTONIO, TEX., June 6.—“Time to Build 
and Remodel” was the keynote of the most 
elaborate show of its kind ever held in San 
Antonio, staged the last four days of May, 
when the Builders’ Exposition and Home Show 
sponsored by the San Antonio Builders’ Ex- 
change held forth in the Municipal Auditorium. 

The show featured more than 50 attractive 
booths in which was shown practically every 
type of home building materials, home equip- 
ment and furnishings on the market. Forty-six 
local concerns and organizations took display 
space, including the city’s leading lumber and 
building supply firms, electrical contractor- 
dealers, plumbing and heating companies, sash 
and door manufacturers, and leading local 
architects. 

In connection with the show a special contest 
was held in which $40 in cash prizes were 
awarded for the best statement, in not more 
than 75 words, of on “Why Today Is an Op- 
portune Time to Build and Remodel.” 

The visitor could trace the construction of a 
home or other building from the time the vari- 
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ous materials were manufactured through to 
their use in the structure. Especially did these 
exhibits emphasize the fact that building and 
remodeling today is possible at a much lower 
cost than at any time in the last decade. 


Ask President to Speed Home 
Loan Bank Bill 


In a telegram sent to President Hoover on 
June 4, on behalf of the lumber and forest 
products industries, represented by the conven- 
tion of the National Lumber Manufacturers’ 
Association then assembled in Chicago, the 
chief executive was urged to ask support of 
both political parties in enacting, at this session 
of Congress, legislation establishing the Home 
Loan Bank System. The telegram was signed 
by Wilson Compton, manager National Lumber 
Manufacturers’ Association; A. J. Hager, pres- 
ident National Retail Lumber Dealers’ Asso- 
ciation; John I. Shafer, president National 
Hardwood Lumber Association; Max Myers, 
president National-American Wholesale Lum- 
ber Association, 

In the statement wired the President the 
lumbermen stated that, in considering means of 
restoring business activity and maintaining em- 
ployment, they are united in the opinion that 
the establishment of the Home Loan Bank 
System will greatly aid in rescuing their indus- 
tries and their employees from the distress of 
present stagnation and in stopping the current 
epidemic of needless foreclosures. In holding 
that other available means are entirely inade- 
quate, the lumbermen urged the President to 
ask the support of both parties, regardless of 
party preference or party programs, for enact- 
ment of this legislation at the present session 
of Congress. The lumbermen assured the Pres- 
ident that all the facilities they have are at 
work in an effort to do their part, and they 
asked that Congress do its part. 











A Display Board that 
Actually Sells 


This Demonstration Display 
Board (actual size 2 sq. ft. area) 
supplied free to dealers, Proves 
and Guarantees definite paint sav- 


ings of CASCO Wall SEALER. 


NOW 


CASCO Wall SEALER. . . developed especially 
for porous wall materials...saves one, or even 


You Can’t Have 


..»Everything! 


Good insulating-fibreboard is necessarily 
porous. Unless properly treated, it drinks 
up paint like blotting paper takes ink. 


insulating - fibreboard can 
be decorated economically 


two, coats of paint. Amazingly low cost...one 
pound, retailing at 50c, makes one gallon of liquid 
sealer... covers 400 sq.ft. of surface. Mixes easily 


in cold water; can be sprayed or brushed on by 





FREE J_FuLt size 
TEST PACKAGE 


THE CASEIN MFG. CO. OF AMERICA, INC. 4-/- e122 | 


anyone—Painter or Householder. Save money 
for your Customers and create more sales for 
yourself by recommending CASCO Wall SEALER. 


| 205 East 42nd Street, New York, N. Y. | 
Gentlemen: Please send me full size test package of | 

| CASCO Wall SEALER...and tell me how it will in- 

| crease my sales of Fibreboard and paint materials. | 
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We are cutting 
the same virgin Long 

Leaf Yellow Pine that has 
been preferred for generations. 
Our immense timber holdings 
insure a long time supply of 
strong, durable lumber and struc- 
tural material. Specify Long 

Leaf on all future orders. 


It’s the FIBER that 
Counts 


WER LONG LEAF LUMBER C0! 


HOVSTON,TEXAS. 
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Timbers 
Lumber 
Lath and 
Shingles 


For our high grade dressed stock— 
“Ask the Wholesaler” 


The Alger-Sullivan 


Lumber Co. 
CENTURY, FLORIDA 
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VON PLATEN-FOx 
COMPANY 


Iron Mountain, Mich. 


Manufacturers of 17 
Different Species of 


NORTHERN 
HARDWOODS 
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HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 Se. Dearborn St., CHICAGC 
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Buyers Demand Quality, Not 
Cheapness 


“If 1 were a retail lumber merchant, as I 
once was, | would take a day off this week 
and visit the other merchants in my town. I 
would call upon the manager of the leading de- 
partment store; | would have a heart-to-heart 
talk with the leading druggist, with the most 
successful hardware merchant, and with the 
manager of the biggest radio shop. From these 
men I would learn what kind of dresses women 
are buying this month, the quality men are 
demanding in suits, shirts and shoes; the brands 
of toothpaste being purchased, and the sizes 
and makes of radios that are selling the best. 
In short, | would study the trend of the pub- 
lic’s buying habits and upon what I discovered 
I would base my sales plans for the next six 
months,” 

The speaker was Harold Knapp, general sales 
manager of the Celotex Co., Chicago, who, in 
his own organization, is doing some outstand- 
ing things in the way of merchandising. He 
believes that such a study of buying habits is 
the foundation of successful modern merchan- 
dising. These habits swing in wide arcs dur- 
ing the course of even a few years, and the 
merchant that fails to base his sales plans upon 


them is certain to suffer. Continuing, Mr. 
Knapp said: 

There is today a strong trend away from 
the buying habits of the last three years. 
From every State, from nearly every indus- 
try, from retailers and from manufacturers 
come reports that the public at last is revolt- 


ing against cheap, shoddy merchandise offered 
at so-called bargain prices. 

“The public is fed up on hash and trash,” 
declares the vice president of one big organi- 


zation. “Those stores which insist on quality 
and are alert and aggressive will do better 
than those which believe price to be all im- 
portant. The public buys with an eye to 
quality.” 

An executive of another big retail store 
agrees: “Price! Price! Price! America is sold 


Itinerant Merchants Curbed by 
Topeka, Kan. 


Retail lumbermen throughout the country are 
deeply interested in measures to curb the in- 
roads of itinerant merchants, at a time when 
these are unusually severe and cut into a vol- 
ume of business that is already abnormally 
small, 

The ordinance enacted at Keokuk, Iowa, has 
had widespread approval—it was printed in the 
AMERICAN LUMBERMAN of Oct. 17, 1931, page 
32-33. It provided for a license fee of $50 to 
$100 a day. 

A similar ordinance was enacted many years 
ago in Rochester, N. Y., this calling for a 
bond of $1,000, and a license fee of approxi- 
mately 24% percent on gross sales. Paul S. 
Collier, secretary-manager of the Northeastern 
Retail Lumbermen’s Association, which has 
headquarters in that city, says that the local 
authorities have apparently made no effort 
whatever to enforce the law, that for all prac- 
tical purposes it is almost a dead letter, but 
that an effort is going to be made before long 
to secure enforcement. The joker of this 
Rochester law, Mr. Collier adds, is that it 
does not put the itinerant vendor on a similar 
basis with local merchants, and Mr. Collier 
feels that the ordinance adopted in Keokuk, 
Iowa, is very much better. 

Another city that adopted such an ordinance 
recently is Topeka, Kan., which provided for 


on the fact that prices are low. 
buy prices, they buy merchandise. There is 
money to be spent but people want better 
things. Nothing shoddy ever sold more thay 
once.” 

P. A. O'Connell, president of the Nationa 
Dry Goods Association, adds this thought: 
“Those manufacturers who have sacrificed 
quality for price will soon find that people 
do not want their goods at any price, nor 
will they again trust the retailer who gojq 
them such merchandise.” 

The revolt against low prices and cheap 
merchandise is the natural result of three 
years of ballyhoo about bargains, many of 
which were unreal, As the result of being 
cheated and bamboozled, the American pub. 
lic has become afraid to buy. But when 
forced to do so, the public shies away from 
all things smacking of bargains and turns 
to those staple, well Known brands of mer. 
chandise that represent an unchanging stand. 
ard of value. Buyers are refusing to accept 
substitutes for well known, established prod. 
ucts. They have been disappointed too many 
times after purchasing bargains retailers in- 
sisted were “just as good.” 


People don’t 


This growing demand for genuine quality, 
of course, appeared first in those industries 
where purchases are frequent and frauds are 
more quickly discovered. However, reports 
indicate the trend is rapidly spreading to al] 
fields. Therefore, wise retail lumber 
chants should be wary of substituting un- 
known or little known building materials for 
those with which the public has long been ac- 
quainted through actual use and through con- 


sistent national advertising. The revolt 
against cheap substitutes and the return to 
known quality will make well advertised 
brands of building materials better sellers 


and profit producers than ever before. 
that every retail 
chant prove to himself that the buying trend 
today is leading back to solid quality by 
talking with the other merchants in his com- 
munity. Those making real profits will tell 
him quality merchandise is best. 


[ suggest lumber mer- 


a bond of $500, refundable should an itinerant 
become permanently located in the city, but 
assessed as a license fee in case the licensee 
should prove to be an itinerant. The text ol 
the Topeka ordinance follows: 

Section 1. That it shall be 
any itinerant merchant to conduct, pursue 
carry on, or operate a retail mercantile busi- 
ness in the City of Topeka without first pay- 
ing to the license collector of said city the 
license tax hereinafter prescribed, and _ pro- 
curing a license from the City Clerk of said 
city. 

Section 2. 
The term “Itinerant Merchant” 
herein, shall be construed to mean 
son or persons, firm or corporation engaged 
in selling any commodity whatsoever from 
a room or store building within the corpo 
rate limits of the City of Topeka, who main- 
tains a stock of merchandise ‘therein, but 
who does not conduct said business for 4 
period of more than one year: Provided, how- 
ever, that any person, firm or corporation 
which shall have maintained a residence of 
conducted, pursued, carried on or operated 4 
similar mercantile business or purchased 4 
mercantile business which has been so con- 
ducted, pursued, carried on or operated im 
Topeka for 365 days immediately preceding 
the opening of said business, shall not_ be 
construed to be an itinerent merchant within 
the meaning of this ordinance. 

Section 3. The license tax hereby levied 
under this ordinance shall be Five Hundred 
Dollars ($500.00). 

Section 4. The City Treasurer shall, upon 
of said amount for the 


Itinerant Merchant 


as used 
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Creosote Oil Prevents Decay 
and Termite Damage 


TIMBERS POLES 





TERMITES 


Write for booklet telling how Termites destroy foun- 
dation timbers. For permanent prevention, use A & L 
Timber, Pressure Treated with Pure Creosote Oil. 


AYER & LORD TIE Co 


CHICAGO, ILLINOIS 


Plants—Carbondale, Ill., Grenada, Miss., Louisville, Ky., 
North Little Rock, Ark., Montgomery, Ala. 


Marine Ways—Paducah, Ky. 


FENCE POSTS 
PILING 


RAILROAD 
CROSS TIES 



















license, set aside said amount in an account 
to be known as “Undistributed Licenses” and 
hold the same in trust for one year from 


date of receipt, whereupon, if said merchant 
shall still be and shall have been continu- 
ously engaged in the mercantile business in 
the City of Topeka, he shall be considered 
as permanently located in the City of Topeka 


and the City Treasurer shall, upon written 
request, refund the said Five Hundred Dol- 
lars ($500.00) to said merchant, his heirs or 
assigns. If said merchant shall discontinue 


the business within 365 days from date of 


said license, the City Treasurer shall there- 
upon immediately credit the Five Hundred 
Dollars ($500.00) to the General Fund, and 
it shall be distributed in like manner as all 
other miscellaneous receipts, in accord with 
the current budget percentages. 


Section 5. Any person, firm or corpora- 
tion, violating any of the provisions of this 
ordinance, shall be deemed guilty of a mis- 
demeanor, and upon conviction thereof, shall 
be punished by a fine of not less than Five 
Dollars ($5.00) nor more than Fifteen Hun- 
dred Dollars ($1500.00) for each offense. 


A possible “snag” in the Topeka law is that 


it might encourage an itinerant to prolong his 
stay to over a year to secure refund of his 
bond, though he might be inclined to get out 
just as soon as he had “shot his bolt.” 
Keokuk ordinance is rather weak in its defi- 
nition of what a transient merchant is; it might 
not catch the man who falsely avowed his in- 
tention of locating permanently and then made 
a quick get-away, as no bond is provided for. 


The 


Lumber Industry Must Wait on Next Congress 
or Beneficial Legislation 


WasHincton, D. C., June 7.—As might have 
been expected in a year teeming with political 
and major economic disturbances, Congress 
goes down the bottle-neck toward adjournment 
without having effectively touched many in- 
dividual pieces of constructive legislation needed 
by business, industry and the country as a 
whole. Important in themselves, they have 
been shunted into a position of secondary con- 
sequence while tariffs, tax, and budget balanc- 
ing, with their potentialities for political “win- 
dow dressing,” are pushed forward as “lead- 
ers” to attract the voters. 

The lumber industry, like others, must ap- 
parently wait upon another Congress before 
certain sorely needed changes in the law can 
he accomplished. Nevertheless, considerable 
progress can be reported. The Wilson bill, re- 
quiring preference for domestic products in 
Government purchases, stands a fair chance of 
passage dispite the lateness of the session. The 
Luce-Watson bill to establish a system of home 
loan banks for the rediscount of frozen home 
mortgage paper stands an excellent chance for 
passage. 

On Monday morning last the President in- 
cluded this latter measure in second position 
on his program of essential legislative require- 
ments. It had previously been favorably re- 
ported by the House committee and was await- 
ing only a favorable opportunity for a vote in 
that body, which is believed to favor it. Fol- 
lowing the President’s announcement, Senator 
W atson, Republican leader, stated that his bank- 
ing and currency committee, which had de- 
layed Senate consideration by failure to re- 
port the measure, would report it out promptly. 
It is now predicted that the Senate will act 
on it this week, though there exists some op- 
position in the Senate as a body. The lum- 
ber industry has urgently prompted passage of 
this measure, which will release home build- 
ing funds, and only Saturday last a telegram 
was sent President Hoover from _ representa- 
tives of the industry at the annual meeting of 
the National Lumber Manufacturers’ Associa- 
tion urging its immediate adoption. 








A negative legislative accomplishment, but 
one highly important to the lumber industry, 
was the defeat of the attempt to resurrect the 
old proposal to tax corporate surpluses accrued 
prior to March 1, 1913. This measure has 
repeatedly bobbed-up, but has been recognized 
by past Congresses, and by this one after much 
fight, as tantamount to a confiscation of capital. 


Forced Labor Bills Lost 


The Kendall bill is apparently lost at this 
session; not for lack of sponsorship or sym- 
pathy, but due solely to the existing legisla- 
tive jam. This would have extended and in- 
terpreted sections of the existing tariff law 
dealing with forced or convict labor imports, 
and would have given to the Treasury Depart- 
ment legal tools with which to carry out the 
evident intent of the original act. For lack of 
such tools the Treasury has held itself unable 
to enforce the intended ban, the most notable 
instance in the last year having been its de- 
clared impotence to stem the flood of Russian 
lumber. The Oddie bill which would have as- 
sessed a 50 percent ad valorem duty on Rus- 
sian imports was lost in the Senate, but the 
threat of such legislation as the Oddie and 
Kendall measures has apparently accomplished 
what the Treasury felt itself unable to achieve. 
And the $3 tax on lumber imports will serve 
to further discourage Russian shipments. There 
is little doubt the Kendall bill will have the 
sympathetic attention of the Congress in De- 
cember. 

Closely allied with the legislative matters in- 
teresting the industry is the attitude of Con- 
gress on the use of competitive materials, at 
considerably greater expense and to the un- 
fair exclusion of lumber, in the Federal build- 
ing program. A comprehensive memorandum, 
covering the facts and including discussions had 
with the Treasury Department on this subject 
has been forwarded, through Congressman 
Nolan, to the attention of the recently formed 
congressional economy committee by the Na- 
tional Lumber Manufacturers’ Association. It 
is difficult to forecast just when or in what 


manner this committee will express itself on 
the many matters before it, but it is considered 
certain that the right of wood to freely com- 
pete and the possibilities for economy through 
the use of wood in Federal projects on a 
larger scale will be properly driven to wider 
public attention through this move. 

Conditions being as they were, the lumber 
industry can not complain greatly and is not 
alone in such disappointments as it has had 
over the failure of Congress to act in time. 
In fact, many of the items in which it was 
interested were of equal consequence to other 
groups and to the public at large. It is the 
old story, a presidential year, with a new Con- 
gress to be elected and a political party to be 
restored or removed from power. To this is 
added in this instance the world economic plight. 
The bodies assemble and give careful and even 
studious attention to the measures before them. 
Hearings are protracted while an effort is made 
to find out how the political winds are blow- 
ing. Then in the legislative rush of the last 
few weeks they single out essential matters 
upon which they must act if they wish to ad- 
journ and quietly decamp, having done, as it 
is politically expressed, “nothing to rock the 
boat” beyond things absolutely necessary. To 
the succeeding, quieter, less distracted follow-up 
session is left the business of drawing the left- 
over legislative matters out of committee pigeon 
holes and enacting the needed legislation. 


——————— 


Lower Wage Scale for All Build- 
ing Workers 


Utica, N. Y., June 6.—The entire group of 
building trades workers have now signed a 
lower wage scale that will be effective until 
Jan. 1, 1933. The carpenters, at odds with 
the Central New York Chapter of Associated 
General Contractors since Jan. 1, have ac- 
cepted a new wage scale of $1 an hour. Both 
the contractors and the unions now look for- 
ward to an extended construction program. 
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GOLDSBORO 


N. C. PINE 


Our “Jiffy Service,” by rail 
and water, will keep you 
supplied with all items in 


YARD STOCK 
SHED STOCK 


Let us prove it on your next order 


JOHNSON & WIMSATT 
Washington, D. C. 
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CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Lid. 


Manufacturers DONNER, LOUISIANA 
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White Pine 


IDAHO 
MINNESOTA 
WESTMONT 
LONG and SHORT LEAF 


ALso { Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 











North Carolina Pine and 
West Virginia Hardwood 














Kiln Dried, Well Manu- CASING, 
dose gg le ng BASE AND 
Capacity, 250,000 feet MOULDINGS 
Per Day. 
Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bidg., PITTSBURGH, PA. 











Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 Se. Dearborn St., Chicago 
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[Special telegram to AMERICAN LumMBERMAN] on 
hd ASHINGTON, D. C., June 9.—Six associations for the two weeks ended June 4, reported rime A 
OLLOWS: 
Week No of ve © 
Softwoods ended Mills Production Shipments Orde, Souther 
Southern Pine Association (North Carolina May 28 111 21,472,000 21,840,000 23 625,00 Caroli! 
EE, Sev innc-ecincmadaieees eeocccsse dune 4 115 23,002,000 21,525,000 19 551,00 West Cc 
West Coast Lumbermen’s Association.......May 28 216 51,383,000 59,488,000 54 451,00) Western 
June 4 216 47,580,000 69,744,000 63,820 4 Catto 
Western Pine Association (Inland Empire May 28 113 30,677,000 32,157,000 28 5892.0 wath wee 
and California mills)...........e.ssesees. June 4 113 29,316,000 29,521,000 30:sagyyme NF 
Northern Pine Manufacturers....... cccccee May 28 7 1,411,000 1,742,000 1,586,0%) Total 
June 4 7 1,533,000 2,732,000 1,759 0% Hardwe 
Northern Hemlock & Hardwood Manufac- May 28 13 39,000 741,000 535,00) Hardwo 
Se <b crn nkneeesoecdeee' -- June 4 17 262,000 782,000 554,00) Norther 
WE, Kahan tha centendccureninswiensaous May 28 460 104,982,000 115,968,000 109,089, 9 Total 
marawoods June 4 468 101,693,000 124,304,000 116,524 9, Gran¢ 
Hardwood Manufacturers’ Institute.........May 28 164 9,147,000 10,469,000 9,469, 00) th 
June 4 158 8,249,000 10,515,000 — 9/176 94 eouther 
Northern Hemlock & Hardwood Manufac- May 28 13 458,000 571,000 471,00) Carol 
See PO. o w0.0 50000 600s anadars a: ae 17 347,000 972,000 704,00) West C 
———a ter 
SE Sharveteednenenresis . iwexwus esos May 28 177 9,605,000 11,040,000 9,940,09 wesnif 
June 4 175 8,596,000 11,487,000 9,880,000 Northe! 
Northe! 
7 + + Total 
elivered Frices on Lumber at Ketall >) =: 
k ser 
r . a Northe 
_Wasuineton, D. C., June 6—The Department of Commerce has secured through the burex 
of the census the following prices per thousand for lumber items and per hundred square fee Tota 
for shingles, as the average paid May 1, by contractors for material delivered on the job, thes Gran 
being selected from the complete list : 
Flooring, 1x4” 
No.1 Dimension, Common 10 to 16 Shingles, Extn \ 
SISILE, 2x4—16 Boards Southern i ~ eae Clear, 16”, 5/2 
Southern Douglas 1x6” _pine Red Cy- § 
pine fir No. 1 >" e.g. No. 2 v.g. Cedar pres) [s 
New Haven, Conn............- $37.00 $28.00 sees cess $5.50 i 
New Bedford, EE cscccvarees 38.00 28.00 $80.00 $55.00 4.60 _SEA 
Poughkeepsie, N. Y............- police 40.00 30.00 ase 75.00 4.50 Coast 
—~ -S  Aepreeroepees: $38.00 40.00 37.00 70.00 75.00 4.25 produ: 
eo ie chian ig wink na aah 36.00 Hane 34.00 85.00 ee 5.25 xe two v 
Se eee 40.00 37.50 35.00 75.00 70.00 6.40 7 
PF PROIP IE, PRevccccevccccess SECO 39.00 35.00 73.00 72.50 6.60 $7.73 Produ 
PE Be caccivavaessovevws 36.00 40.00 33.00 75.00 75.00 6.50 7.5 Shipn 
0 a eee 50.00 ieee 35.00 a mpm: 6.50 Pp Order 
RENE, BOO s cc iccccrvccinces SOO 35.00 jit sh 75.00 65.00 5.00 5.0 
COW OIG. CIO. co vccvncscvnewe 34.00 36.00 30.00 80.00 70.00 5.00 pe A | 
COO. CMG. 5 6:6:0 c0.00 ceviness 36.09 36.00 48.00 70.00 65.00 5.00 ports 
WOIOES, GIO, ..cciccocicvcscvace SEO 36.00 45.00 68.00 50.00 3.60 ny 
PNR MIND os arwia acne W 0i0-0 ares ean 43.00 41.00 35.00 aes ee 5.50 voll as 
Terre Bratte, Ine... .cccccccccs 40.00 40.00 See2 70.00 60.00 5.00 5.000 Aver: 
, Uivestscaessevese 31.00 mn IT 70.00 ane 5.00 + Aver: 
Des Moines, -Iowa............. 40.00 36.00 70.00 70.00 5.50 5.505 193 
oe . Saree tame 25.00 25.00 60.00 70.00 6.00 ed 193 
es BOI, POO orton oncccensicccnic MRS 36.00 34.00 51.00 55.00 5.25 me 
Kansas City, Mo.............. 36.00 36.00 47.50 65.00 65.00 4.20 — 
ey a 6d ain diene awe ale ne 47.00 45.00 75.00 4.00 out 
Grand Forks, N. D...........- aaaite 35.00 29.00 57.00 3.25 
5 Pere 34.00 see ee sana 4.50 
San Francisco, Calif........... when 18.00 18.00 45.00 4.50 
EGG BESS, COMME... ce ccccsvece 20.50 21.50 42.50 4.00 
t a 
* * f W 
West Coast Association to Carry On| 
Tacoma, WaSH., June 4.—The crisis in the sawmill buying its logs paid 5 cents a thov | 
affairs of the West Coast Lumbermen’s Asso- sand on its lumber shipments, and the manv- ~e 
ciation was reached here last Tuesday at a_ facturer logging his own timber, and operating f Wes 
meeting of the membership to act on a reso- his own sawmill, paid 10 cents a thousand. The! Cz 
lution of the trustees which was presented to new basis of dues is 1% cents a thousand for | ed 
the body, recommending discontinuance of the log-buying mills and commercial loggers, and| 


organization and the liquidation of its affairs. 

After careful consideration of the situation 
and the discussion of the results of abandoning 
this great institution the membership refused 
to aceept the recommendation of the trustees 
and voted instead to enter upon an intensive 
campaign to increase the membership on a re- 
duced basis, and to carry on the fundamental 
and necessary activities without which was fore- 
seen only a chaotic condition which would arise 
in the lumber industry of the West Coast. 

It is planned to secure at least 80 percent 
representation of the production of the Douglas 
fir region by Sept. 1. In view of the drastic 
reduction in dues it is felt that the membership 
campaign will be successful and the West Coast 
Lumbermen’s Association will continue to serve 
the industry, as it has for so many years. Dur- 
ing the last several years the membership has 
paid dues based on actual shipments of 5 cents 
a thousand on lumber, and 5 cents a thousand 
on logs. That is, a logger member, not op- 
erating a mill, but selling his logs to other 
cents a thousand, The 


manufacturers, paid 5 


3 cents a thousand for those mills doing theit 
own logging. 

Non-payment of dues and decreased member- 
ship representation brought about by the ut 
profitable situation in the lumber market were 
responsible for the condition which threatened 
the life of the association. 

Col. W. B. Greeley, secretary-manager of | 
the association, following the meeting, ex 7 
pressed the opinion that the crisis was past, 
and that the industry would arise to the sup- 
port of an institution which is recognized, not 
only as a powerful factor in the welfare of the 
industry, but practically as a genuine necessity. 

That such a course as the abandonment of 
the association was even considered is evidence 
of the grave emergency confronting the lead- 
ers. The resolve of the members of the West 
Coast Lumbermen’s Association to continue 
their work in the face of the long continued 
down movement of lumber prices, with a de- 
creasing volume of business and the perplexing 
financial condition facing them all, is highly 
commendable, - 
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National Production, Shipments and Orders 


WasuineTon, D. C., June 6.—Following is the National Lumber Manufacturers’ Association report for two weeks ended May 28, and for 
twenty-one weeks ended that date, covering mills whose statistics for both 1932 and 1931 are available, and percentage comparison with statistics of 


2 ll, y June 11, 1932 
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“Ported x identical mills for the corresponding period of 1931: 
Two + ene ano No. of Production Percent Shipments Percent Orders Percent 
00 
Orders contnern Pine Association (Including North — of 28 S558 of 1931 1933 of 1931 
23,625, Carolina pine) setae tresses seseseeeeeees 104 42,358,000 71 42,063,000 61 44,394,000 64 
19,551, 0y West Coast Lumbermen’s Association........ 201 108,457,000 52 118,378,000 52 113,132,000 54 
54,451, Western Pine Association (Inland Empire and 
63,820'00 California mills) ....... ae erie Ste 99 58,775,000 54 60,550,000 58 55,861,000 57 
28. a Northern Pine ManufacturerS.........sssse0 7 3,014,000 33 3,236,000 61 2,820,000 51 
s0stri Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 314,000 6 1,734,000 59 1,253,000 51 
1,586 04 Total softwoods ..... renee iuimvetivee 212,918,000 55 225,961,000 55 217,460,000 57 
1,759.04 Hardwoods: 
535,009 Hardwood Manufacturers’ Institute.......... 141 15,729,000 59 18,038,000 58 15,485,000 49 
554,00) Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 1,102,000 23 1,609,000 50 1,692,000 57 
ee et PU. cttsited pa ee Ress oss eee <a 
19,089, 099 Metal WATOWOOES 6 oc ccccevvesses emitweens wae 16,831,000 53 19,647,000 57 17,177,000 50 
16,524.) ee CRUE os 6cseccecsevcanes Cpitehane aa 229,749,000 54 245,608,000 55 234,637,000 56 
9 TWENTY-ONE WEEKS 
469,06 a 
9,176.04 Softwoods: 
= Southern Pine Association (Including North 2 
471,04 Mein DEMOS wvceorncecdcuancecs cotcnasas in 416,986,000 61 489,825,000 66 499,254,000 67 
704,00 West Coast Lumbermen’s Association........ 201 1,176,036,000 55 1,346,316,000 60 1,263,959,000 57 
‘2 oe Pine Association (Inland Empire and 
9,940,004 Wenlifornia WISEID) ceccsse cen pithaon cit tres 101 391,619,000 45 703,743,000 66 745,204,000 71 
9,880,001 Northern Pine Manufacturers.........ssess0s 7 8,445,000 16 39,777,000 67 34,591,000 59 
a Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 11,408,000 27 18,086,000 A 18,672,000 @& 
° Total softwoods ...... tpenebateesensian. <r 2,004,494,000 53 2,597,747,000 6: 2,561,680,000 62 
a | ' Hardwoods: 
A Hardwood Manufacturers’ Institute.......... 156 167,978,000 56 230,154,000 66 217,081,000 62 
e bure, Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 19,927,000 29 31,375,000 67 28,641,000 61 
ae en PEE S eS oma es cantante anaait 
lare fee Total hardwoods ...... Jtvcveses coveccccece 175 187,905,000 51 261,529,000 67 245,722,000 62 
ob, thes PND DOGEED 6-5:606senctoreseagaverneswoesaes 592 2,192,399,000 53 2,859,276,000 63 2,807,402,000 62 
. . e 
es, Extn W + te + R e A group of 216 mills, whose production for W t p S y 
16 oe es oas eview the two weeks ended June 4 was 98,963,000 estern rine ummear 
resi , feet, reported distribution as follows: [Special telegram to AMERICAN LuMBERMAN] 
presi [Special telegram to AMERICAN LuUMBERMAN] ’ P Unfilled Westen Cnn Tens The Wetaia Sie 
SEATTLE, WASH., June 8.—The 216 West Shipments Orders Orders “gg M- rz ¢ : 
Coast Lumbermen’s ‘Association mills giving Rail 44,362,000 40,758,000 47,040,000 —— se. as “4 Ba ng re 
<i ; : : . vege hl glass ecleas capi ae of Inlan mpire an alifornia mills durin 
production, shipments and orders during the Domestic P 9 : epee : — 
cargo ... 52,959,000 44,645,000 62,539,009 | the two weeks ended June 4: 
two weeks ended June 4 reported: Export .... 18,898,000 19,855,000 44,039,000 : 
ao p ocal ..... 13,013,000 ty ty ee Average number of mills reporting, 118%: 
oni Production 98,963,000 : —? : ~asene beat Total production for two weeks.. 65,823,000 
15 Shipments —_ 129,232,000 31% over production 129,232,000 118,271,000 153,618,000 | Shipments .............0eeeeeeees 66,086,060 
5.0 Orders 118,271,000 20% over production A ; f ‘dentical mill h oe ne ee eee eee 64,197,000 
« A group of 321 mills whose production re- f wan Aa yee — om ccm nti Report of average of 991% mills: 
ports for 1932 to date are complete, reported ©) Procuction, shipmenys, an = © Average weekly capacity......... 124,161,500 
as follows: plete for 1931 and 1932 to date, reported as | Weekly aver. for 3 previous years 82,750,000 
5.008 . kl : ; 285 997.000 follows: Actual production, weekly average 30,271,500 
me Average weekly operating capacity 285,997,00 Aver. of two Re t of 118 ills: 
o Average weekly c vr 32 weeks— . Page i ete : port of average 81% mills: 
bs 5 geintcpnedegemod aiheseeras 108,072,000 se Average for 22 weeks | average weekly production....... 62,312,000 
ase e » LIad Ida Jo . ti 2 51909 
ON as Ad es. ee ae ee 66,562,000 Production 48,962,000 55,584,000 102,073,000 Unfilled orders—June 4........... 151,920,000 
Average cut for two weeks ended Shipments 64,084,000 64,337,000 106,693,000 Weekly averages of identical mills, average 
i OP ere ee ee 54,806,000 Orders 58,673,000 60,422,000 106,170,000 number, 99%: 


7-——Two Weeks Ended——, 
June 4,1932 June 5, 1931 

30,191,500 58,313,500 
Shipments 30,856,000 51,520,000 
Orders received..... 30,206,500 50,119,000 
Identical mills reporting, average No. 117: 
Production, weekly average for 3 

previous years 
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Relation of Unfilled Orders to Stocks 


Wasuinctron, D. C., June 6—Following is a statement for five associations of the gross stock 
footage May 28, and the percentage relationship of unfilled orders to stocks: 


62,181,000 

































Orders of On June 4, On ae 5, 
932 9: 
| thou- —Association— _ Milts Stocks ‘See | ano Unfilled orders 151,634,000 186,795,000 
mant- | eathers — Aanotietinn.. penensssnsanseccsess -— 97 559,981,000 54,621,000 10 
erating F Gates es dee tee tu 1,163,759,000 = 130,474,000 11 FRENCH WOOD IMPORTERS, about 200 of them, 
d. The California mills) speed be ets . reno ~ 113 1,469,911,000 144,342,000 10 have organized the Syndicat General des Im- 
nd for Northern Pine Manufacturers’ Association...... 7 215,746,000 13,021,000 6 portateurs de Bois, divided into sections cover- 
s, and Hardwood Manufacturers’ Institute.......... coe 264 774,839,000 82,740,000 11 ing the whole of France. 
y their 
=mber- | —— 
wer Our Special « 
Stes ( Oak FI 
tened 
“| |Mixep cars #remon a ooring 
rer of f= PLAIN 
, xe OAK FLOORING e 
past OAK AND GUM A Truly Superior Product 

> sit 
d, 4 Trim - Mouldings —manufactured from our famous trade named DUGDEMONA Forked Leaf White Oak and 
of the Cherry Bark Red Oak Timber. 
essity. LONG AND SHORT Scientifically kiln dried; accurately manufactured; glass smooth surface; tongued and grooved 
nt of LEAF YELLOW PINE with unusual precision; ends square and edges clean and straight; efficiently graded and noted 
idence > for its beauty of grain and uniformity of texture and color. 
iat 3 Shed and Yard Stock White and Red Oak, Black Gum, Tupelo, Red Gum, Sap Gum, Cypress, Elm, Beech and Hickory 
sai Our stock is all band sawn. ——both air dried and kiln dried. 
i TREMONT LUMBER COMPANY 


ROCHELLE, LOUISIANA 
CHICAGO OFFICE: 307 North Michigan Avenue 
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National Resolves to Continue TX Work 


(Continued from Page 40) 


were some manufacturers whom retailers would 
be justified in passing by in placing their or- 
ders. 

The subject “How Can Lumber Meet the 
Current Trend for Low Cost Housing?” next 
was introduced by George W. Dulaney, of Chi- 
cago, who laid down the premise that the larg- 
est single outlet for lumber is small homes. 
Mr. Dulaney, who has both retail and manu- 
facturing interests, saw in the already notice- 
able reversal of the trend from country to city 
a future demand for single occupancy, low 
priced homes. The makers of other building 
materials seem to realize the possibilities in 
this direction, as evidenced by the increasing 
activity of proponents of steel and glass. To 
meet this competition, and benefit by the com- 
ing demand for small homes, united action is 
required on the part of everyone involved in 
the lumber industry, including manufacturers, 
wholesalers, retailers, as well as manufacturers 
of insulation, wallboard and other allied prod- 
ucts. This, in turn, involves loyal support of 
the various associations in the lumber field, so 
that they may have needed funds for carrying 
on research, and working out the best plans 
and designs for practical and attractive homes. 

It may be necessary for the retailer of the 
future, said Mr. Dulaney, to make himself not 
only an expert on building materials, but ac- 
tually become the building center of his com- 
munity, being equipped, or in alliance with 
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and door plants, retail yards, etc. 
We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. | 


_— We also invite orders for Northern Pine, Spruce, 
Plooring Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
Amocistioe 


“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 












THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 








J. W. WELLS 


Lumber Company 
MENOMINEE, MICH 
Manufacturers of 


“DIAMOND HARD” 
MAPLE and BIRCH 
FLOORING 


Manufactured from the finest 
Northern Hard Maple trees by 
the newest machinery and latest 
methods. We would appreciate an 
opportunity of furnishing your 
requirements. 











competent builders, for handling the actual con- 
struction. He blamed the manufacturer in the 
past for not following his materials through 
and helping the retailer to sell service rather 
than merely price to his community. 

He said that in the past the principal factors 
in determining price were, first, the consumer’s 
ability to pay; and, second, the price that the 
dealer “across the way” was offering. Now, a 
third and new factor has come in; namely, that 
created by the sellers of competing materials. 

He closed with the warning that to capture 
this prospective or potential small house con- 
struction for the lumber industry is going to 
require the fullest co-operation of all its ele- 
ments, and involve such factors as research, 
designing and financing. 


Reducing Cost of Distribution 


The questicn “What Can Be Done To Re- 
duce the Cost of Getting Lumber from Produ- 
cer to Consumer?” was briefly discussed by 
Chairman White. He considered lower freight 
rates of primary importance in this connection, 
mentioning the resolution on that point adopted 
the previous day and quoted on page 39 of this 
issue, 

He referred also to the much discussed sub- 
ject of fabrication of lumber into standard 
units as a possible means of reducing cost to 
the consumer, especially the home builder, and 
suggested the zoning of territory according to 
species, to avoid the additional cost to the 
consumer involved in shipping, for example, fir 
lumber into southern pine territory, and vice 
versa. 

“Co-operation in Merchandising and Distri- 
bution,” was discussed by F. K. Weyerhaeuser, 
of St. Paul, Minn., who emphasized the propo- 
sition that the advent of new products has 
made it increasingly necessary for the lumber 
industry to supply a better product for the 
purpose at a lower price than can be done by 
the producers of such alternative materials. He 
also touched upon the subject of fabrication. 
In the main, however, his address emphasized 
the importance of increased co-operation in the 
merchandising and distribution of lumber by all 
branches of the industry, which, said he, “are 
all tied up in the same package,” so that one 
can not prosper unless all prosper. 

The subject “What Markets Are Most At- 
tractive to Lumber This Year?” was next pre- 
sented and discussed by Mr. Kendall, the five 
most promising outlets seen being: (a) Fed- 
eral and State building and construction pro- 
grams; (b) remodeling, reconditioning and 
modernizing; (c) box and crating lumber; (d) 
fabricated industrial uses ; (e) farm lumber 
uses. 

A resolution offered by Mr. Kendall endors- 
ing unit selling as the proper method of mer- 
chandising for the retail industry was adopted 
without dissent. 


Radio Advertising Considered 


Walter F. Shaw, trade extension manager, 
presented a suggestion made by a group of 
manufacturers of wood products in Richmond, 
Va., that the lumber industry make use of the 
radio to advertise itself on a national scale. 
It was suggested that the legendary lumber 
character, Paul Bunyan, be dramatized as the 
central character of the radio presentation, to 
direct the programs and deliver the special 
messages. Suitable music and sound effects 
would be provided. This method would be 
used to call public attention to the fact that an 
abundant supply of timber is available for 
many years, and that through reforestation a 
permanent supply is assured. The public also 
would be enlightened regarding the properties 
of wood, including fire resistive qualities, and 
some popular fallacies be dispelled. Each pres- 
entation would conclude with the injunction to 
“Consult Your Lumber Dealer.” Thus, every 
broadcast would directly benefit retailers in one 


part of the country just as much as those jy 
another part. Preliminary investigation hag 
shown that cost of a thirty minute broadcay 
each week for six months, using best talent 
available, would be approximately $100,000, 

Ralph J. Hines, president Edward Hing 
Lumber Co., Chicago, spoke in favor of the 
project, but uttered a word of caution againg 
being too specific in these broadcasts uni 
dealers had been educated as to how to take 
care of the calls that would result therefrom, 
In this connection he cited the experience of 
his own company, which went on the air with 
a program and got excellent results in the way 
of inquiries and calls, but as the selling force 
had not been sufficiently educated as to how to 
handle these calls it was found necessary to 
discontinue the radio advertising until a course 
of intensive training had been given to the 
employees. Therefore, he thought that the pro. 
posed radio advertising should be confined to 
such general topics as had been outlined in Mr, 
Shaw’s report. 

The suggestion presented by Mr. Shaw was 
approved and discussion followed as to how 














M. L. 
Shamrock, F'la.; 


FLEISHEL W. J. NEILS, 
Libby, Mont.; 
A Director of the 
Association 


Delivered Eulogy on 
Late John L. Kaul 


the necessary funds should be raised, Mr. 
Shaw’s report having tentatively suggested that 
20,000 lumbermen be asked to contribute $% 
each. 


Lumber at the World's Fair 


That question was left in abeyance for the 
moment, pending a joint presentation of the 
question of whether the organized lumber in- 
dustry should exhibit at the Century of Prog- 
ress Exposition to be held in Chicago begin- 
ning June 1, 1933, made by Mr. Shaw and 
FE. H, Gardner—the latter gentleman represent- 
ing the Exposition. The specific proposal con- 


sidered was the erection of a lumber-built house 5 
in co-operation with the Chicago Lumber In- © 


stitute, which body has already reserved space 
and taken other preliminary action, including 
an architectural rendering. Mr. Shaw stated 
that to complete the house and arrange the 
proper display would cost the industry approx- 
imately $5,500, funds for which were not. now 
available nor in sight. 

It was suggested that solicitation of funds 
for carrying out this project might be com- 
bined with the solicitation for the radio adver- 
tising project, letters being sent out from the 
National headquarters explaining both projects 
and inviting subscriptions to both, or either. 
A resolution that this be done prevailed. 

The session was brought to a rousing con- 
clusion with an address by A. J. Hager, na- 
tionally known retailer of Lansing, Mich., who 
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in his characteristic machine-gun style of de- 
livery declared that the lumber industry was 
sick and proceeded to state some ol the things 
needed for its cure. 

Lumbermen must recognize the changed 
methods of merchandising that have come into 
yogue in recent years, largely introduced by 
competing materials, and must study how best 
to apply these methods, said he. ; “We must be 
able to show the superiority of lumber over 
other materials,” he declared, “and must see 
that municipal building codes do not unfairly 
discriminate against our product.” He urged 
that all branches of the industry live up to the 
code of ethics that has been worked out and 
adopted after long years of study. 


Dealers Want Stable Prices 


Mr. Hager stated emphatically that retailers 
do not want to see the market prices of lumber 
forced down to unreasonable levels. What they 
do want is stability of prices on basis of proper 
cost of production. 

The lumber retailers, continued the speaker, 
must follow the trend of modern merchandising 
by selling compléte units, not merely the parts. 
As to advertising and trade promotion, said 
he, many individual concerns selling substitutes 
spend more money annually for promotion of 
sales than is spent for the entire lumber -in- 
dustry. 

Mr. Hager declared that the lumber retailer 
must accept the responsibility of contacting con- 
sumers, instead of leaving this to some irre- 
sponsible agency. He particularly stressed the 
need for the dealer being in position to aid the 
individual home builder to finance his building 
project on partial payments, and pointed out 
how this is being accomplished through the 
industry owned and controlled National Homes 
Finance Corporation, 

“It is up to you,” declared Mr. Hager in 
closing. “Shall we lumbermen shake off the 
traditions that are hampering us and step out 
into a new era of merchandising in which all 
branches of the industry shall co-operate for 
the common good?” 





Wisconsin Retailers In- 
spect Treating Plant 


MILWAUKEE, Wis., June 6.—An_ unusually 
interesting event in connection with meetings 
of retail lumber and building material dealers 
occurred last month, when three groups of 
Wisconsin lumbermen held two meetings in 
two places on one day, as guests of the T. J. 
Moss Tie Co., Granville, Wis. The principal 
subject under discussion was the treatment of 
wood, and the 46 lumbermen in attendance 
were guests at a dinner at the Eagle Hotel, 
Menomonee Falls, of the tie company. During 
the afternoon a complete tour of inspection was 
made of the company’s treating plant at Gran- 
ville, where the various treatments were ex- 
plained, demonstrations made, and all the “whys 
and wherefors” explained in action. One of 
the dealers remarked that some of the chemical 
terms, chemical reactions and chemical results 
were a little bit deep to those who speak only 
the “lumberjack language.” 

Following a delightful chicken dinner in the 
evening, Otto E. Lay, of Kewaskum, president 
of the Eastern Wisconsin Lumbermen’s Club, 
called the meeting to order and introduced the 
principal speaker, Earl H. Walker, of St. Louis, 
general sales manager of the T. J. Moss Tie 
Co. _In his talk, Mr. Walker stressed two 
principal points: First, both the lumber indus- 
try and the wood preserving industry have the 
same goal—that is, the use of more wood, and 
they are opposing the same competitors—sub- 
stitutes ; secondly, he wanted the lumber dealers 
of Wisconsin to consider his company’s plant 
at Granville as their plant. While dealers may 
not be familiar with treated lumber, the com- 
Pany stood ready always to assist them in cases 
where treated lumber was under consideration 


or where they felt that treated lumber should 
be used. Mr. Walker also stressed the point 
that if dealers did not feel at first that they 
wanted to stock the lumber on their own yards, 
his company would be glad to carry such stock 
in standard sizes on its yard and make this 
stock available to dealers as it was needed. He 
told how the wood preserving industry is try- 
ing to help the lumber industry to remain per- 
manently in business. He explained the plan 
of co-operation between the tie company and 
the lumber dealers, the method of stopping in 
transit for treatment lumber from the West 
Coast or the South, the approximate cost of 
treating cars of lumber of various species etc. 

J. J. Davis, research engineer, Paine Lumber 
Co., discussed the kiln drying of treated lum- 
ber and the solution of what had at first ap- 
peared to be a serious problem. Clarence: T. 
Rabenau, sales engineer, told of the progress 
of wood preservation, tracing its history from 
early times on the farms when fence posts were 
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treated against decay by charring, then the 
evolution of the brush treatment, the open tank 
treatment and the pressure treatment. 

Perry Schjoth, general manager of the T. J. 
Moss Tie Co., briefly reviewed the company’s 
plans for co-operation with the dealers and as- 
sured them of willingness to work with every 
retail lumber dealer in helping him to sell any 
job in his community requiring treated lumber. 

S. S. Solie, of Janesville, president Wisconsin 
Retail Lumbermen’s Association; H. W. Wil- 
bur, of the Wilbur Lumber Co., West Allis; 
J. B. Bertling, president Milwaukee Hoo-Hoo 
Club, and other prominent guests and members 
were introduced in his usual happy vein by Don 
S. Montgomery, secretary of the State asso- 
ciation. 





PANAMA CANAL movement of lumber, Pacific 
to Atlantic, amounted to 148,267 long tons in 
April, 1932—46,155 long tons less than in April, 
1931. 























































































































LAKE COTTAGES, HOMES 


Gas AND SERVICE STATIONS, DineRS, Tourist CaBins 


Built in your own yard, using your own materials and 
- Delivered in sections and erected on the 

customer's location at the quoted price with 

no extra charges. 

THE ANSWER TO THE PROBLEM OF PRO- 

DUCING LOW COST HOUSING AT A PROFIT 


coed 
Pat il |||] THE BELLEFONTAINE LUMBER CO. 


Exclusive Territory —Write 
ROUND-TOP DIVISION 


BELLEFONTAINE, OHIO 

















Eastern Offices 
Grand Central Terminal Bldg. 
New York City, N. Y. 





..» From Coast to Coast 


LUMBERMEN’S BLUE BOOK 


is known for its expert collection service. 


Send Us Your Collections 


Offices in Principal Cities — 65 Traveling Adjusters 
No Fee Unless Collection Is Made 


THE LUMBERMEN’S BLUE BOOK, Inc. 
323 So. Franklin Street, Chicago 


THE 


Executive Offices 


Western Offices 
465 Stuart Building 
Seattle 
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KLAMATH 


Ponderosa White Pine 


Why do many experienced 
lumbermen pay higher prices 
for Klamath district Pon- 
derosa Pine Stumpage than 
is paid in any other district 
for this species? 


Quality and Texture 


Selects—Common 
S4S OR ROUGH 


Shop and Box 


Our timber produces an excellent type of 
Common— 


Crater Lake 
Lumber Co. 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 























SURETY BOND BRAND 
“PROTECT-WRAPT” 

Red Cedar Bevel and Bungalow Siding 
and Surety Bond Brand Shingles are 
SUPERLATIVE QUALITY 
NATIONALLY ADVERTISED 
EASIEST TO RESELL 


Anything in Cedar, and—through our 
Coast connections—any mixture of Fir, 


Hemlock and Cedar 


BRATLIE BROS. MILL CO. 
RIDGEFIELD, WASH. 














Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 








Feather River Canyon 


Soft California 
Pine 
White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 
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Suggests That Foreign Markets Be 
Appraised 


Wasuincton, D. C., June 6.—In calling at- 
tention to a bulletin on “American Lumber in 
New Zealand,” recently published by the De- 
partment of Commerce, L. H. Peebles, chief of 
the lumber division, asked Wilson Compton, 
secretary and manager of the National Lumber 
Manufacturers’ Association, to make sugges- 
tions as to how bulletins on other markets may 
be made of more practical value to the lumber 
industry. 

Mr. Compton suggested that the most valu- 
able service the lumber division could give to 
the lumber industry right now would be “a 
careful appraisal of the probable marketing op- 
portunities for American lumber in the princi- 
pal foreign markets,” as “under the changed 
conditions of tariffs and trade New Zealand, 
like Australia, is likely to be a market for 
American lumber more in theory than in fact 
because of the preferential duties.” 

Mr. Compton outlines the export lumber sit- 
uation as follows: 

Our principal foreign markets have been: 

(1) THE BRITISH EmMpIRE—The British-Do- 
minion preference system has practically wiped 


out American lumber. 

(2) Evurope—Russian lumber, directly and 
indirectly, is practically taking that market 
except for specialties. 

(3) THE ORIENT—British Columbia, because 


of depreciated currency and advantages in ship- 
ping rates, has a large competitive advantage. 

(4) SoutH AMERICA—The present situation 
evidently approaches that of the markets in the 
Orient. 

Dilating on this situation, it was stated that 
a thoroughgoing study along these lines 
would be a great help. Export trade at one 
time took nearly 10 percent of the American 
lumber output, and in planning ahead the in- 
dustry will need to know what it may likely 
count on in foreign markets. 





The material printed below is taken from re- 
ports to the Lumber Division by foreign offices 
of the Department of Commerce and American 
consular offices. 





Interpreting British Tariff 


Below is a resume of the present status of 
the British tariff as it applies to lumber and 
wood products: 


Wooden pitprops (mine timbers) and lum- 
ber consigned direct to registered shipbuild- 
ers—F ree. 

Hewn or sawn, softwood or hardwood lum- 
ber, planks, boards, deals etc., rough or 
planed or dressed—10 percent ad valorem. 

Plywood, veneers, box-shooks, staves, rail- 
road ties—10 percent ad valorem. 

Floorings, matching etc, planed or dressed 
—10 percent a’ valorem. 

Builders’ woodwork, such as window 
frames, doors, gates etc. and parts thereof— 
15 percent ad valorem. 

Handles, for tools, such as forks, shovels, 
spades and agricultural implements—15 per- 
cent ad valorem. 

Handles for brooms—20 percent 


ad va- 
lorem. 


Furniture and cabinet ware, domestic 
woodenware, tea chests, wooden heels etc., 
and other manufactures of wood in whole 


or in part (except machinery, tools and im- 
plements specified above and scientific and 
medical instruments and apparatus)—20 per- 
cent ad valorem. 


The United 
1932 became 
percent ad 
previously 
exceptions. 


Kingdom import duties act 
effective March 1, placing a 
valorem duty on all goods not 
dutiable, with a specified list of 
On April 26 a schedule of com- 
modities subject to “additional” duty was 
put in force. The Timber Trade Federation 
of the United Kingdom, as a result of inter- 
views and correspondence with the Board of 
Customs in London, has received the follow- 


of 
10 


FOREIGN LUMBER MARTS 


ing official decisions on some points sub. 
mitted for consideration of the Board: 

1. We regard the following as liable t 
the general ad valorem duty of 10 Percent 
only: Planks, deals, boards, battens, seap. 
tlings, strips, slating battens and sawn lath 
Tongued and grooved flooring, rabbeted ang 
V-jointed floorings and matchings and 
weatherboards also come into the same cate. 
gory. 

2. Mouldings and moulded timber (lym. 
ber*) we regard as liable to the additiona| 
duties (apparently totaling 15 percent*), 

3. Flooring and paving blocks, parquet 
flooring blocks and strips and flooring strips 
we regard as normally liable to the genera} 
ad valorem duty only. In some cases the 
additional duty may be chargeable; e. g,, jy 
the case of parquet squares which are them. 
selves manufactured from a number of par. 
quet blocks. 


4. Special dimension timber (lumber*) jp 
general if imported cut square, planed ang 
dressed, but not otherwise prepared, would 
not be liable to additional duties. Cask heads 
we regard as a special instance of such tim- 
ber. 

5. Boxboards imported as such (multiple 
length box shooks or short length box lum- 
ber*) are not regarded as a manufactured 
article (therefore take only 10 per cent*), 
but when they are imported with the appro- 
priate number of tops, bottoms, sides and 


ends to make complete boxes they are liable ® 


to an additional duty of 10 percent (a total 
of 20 percent*). The necessary instructions 
on this point have been issued to the Customs 
officers. 

*Statements in parenthesis were inserted 
by lumber division as its interpretation. 


Waterborne shipments from British Colum- 
bia during the first quarter of 1932 exceeded 
those of the first quarter of 1931 by nearly 
32 percent; those to the United States de- 
clined 51 percent; to the United Kingdom and 
Continent, increased 47 percent and to Japan- 
China, increased $1 percent. A rumor that 
the Dominion subsidy to steamship freight 
service to China would be withdrawn aroused 
fears that the export trade to China would 
be crippled, and a joint meeting of the British 
Columbia Lumber & Shingle Manufacturers’ 
Association and the British Columbia Log- 
gers’ Association held recently at Vancouver, 


B. C., telegraphed Premier Bennett at Ottawa 7 


that the ship service had resulted in sub- 
stantial increases in orders from China, which 
buys lower grades; that the Chinese market 
becomes more important because of the 
threat of a tariff on exports to the United 
States, and that continuance of the ship sub- 
sidies is necessary for these reasons and 
because American ship lines from the Pacific 
coast to China are heavily subsidized. 

New Zealand’s total lumber imports (com- 
pared to 1931) declined 65 percent to 1,311,000 
feet in the first two months of 1932; exports 
increased 245 percent to 3,394,000 feet. Im- 
ports of United States lumber declined 95 
percent to 54,000 feet. Canada _ supplied 
397,000 feet; Australia, 653,000 feet. New 
Zealand exported largely white pine to Aus- 
tralia for butter boxes, and in reciprocity 
bought large quantities of jarrah from Aus- 
tralia. 

United States imports from Australia in the 
first four months of 1932, 2,167,000 feet, ex- 
ceeded exports to that country by 19,000 feet; 
exports to Australia are down 96 percent 
from 1930. 

Sierra Leone has adopted a British Empire 
preferential tariff. American lumber pays the 
general rate of 25 shillings a thousand super- 
ficial feet; British Empire, 20 shillings. All 
invoices must be in United Kingdom cur- 
rency, conversion to be made at rate of ex- 
change at time of exportation. 

Nova Scotia’s 1931 cut, greater than anti- 
cipated, is 20 to 30 percent less than the 1931; 
the few mills still running will close late in 
June. There has been little movement to 
upper Canada or the West Indies. Shipments 


to Great Britain exceed demand and by the 
end of April prices of spruce and hardwoods 
per thousand had declined (in United States 
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currency) 60 cents to $1.20, plus a further 
decline of 53 to 66 cents because of a fall in 
the exchange. ; ? 
Egypt to March 31 had received two-thirds 
the Russian lumber it had contracted for 
y during the year ended July 1, ar- 
including about 33 million feet of 
Egyptian balks, 12 million feet of sawn pine 
and 9 million feet of spruce. Russian balks 
(3x3&4-inch, 4x4&5-inch, 12%- to 25-foot) 
enjoy a better demand than others. 

A large Cuba box maker has bought 500,000 
of Russian spruce for milk and rum 
eases; there is no authentic information re- 
garding the price. The trial order of 60,000 
feet of Austrian spruce has highly impressed 
the buyers with its quality and the price of 
$24.75 ¢. i. f. Habana is attractive, so an 
additional 40,000 feet has been purchased. 
These receipts displace United States short- 
leaf. 

Veneer imports into the United States in 
the first quarter of 1932 were about 32 per- 
cent larger than those for the first quarter 
of 1931. In 1931, Japan and the United King- 
dom supplied 87 percent of the imports; in 
1932, Australia and Russia took first place 
and supplied 75 percent. Plywood imports 
showed a big gain over last year’s small 
total; in 1931, Canada and Belgium supplied 
76 percent; in 1932, Russia supplied nearly 
92 percent. 

Philippine producers are reported to have 
shown great concern over the prospect of a 
Japanese import tariff. 

Teak prices in Europe have been forced 
downward considerably because of the com- 


of 
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feet 


AMERICAN LUMBERMAN 


Federation of Labor, American Legion and 
National Association of Advertisers. 





Rear Axle and Springs Distin- 
guish This Truck 


Increasing its line to meet the constantly 
expanding requirements of the trucking field, 
the General Motors Truck Co., Pontiac, Mich., 
announces a new 2- to 3-ton truck, powered 
with a 66-horsepower 6-cylinder engine, and 
priced at $745 for the 131 inch wheelbase, 
and $790 for the 157-inch wheelbase chassis, 
f. o. b. Pontiac. The new truck, known as 
the Model T-23, takes its place as the lowest 
priced commercial vehicle in its range ever 
offered by General Motors. 

Straight rating of Model T-23 is 10,000 
pounds and, when used as a tractor with the 
recently announced TT-218 semi-trailer, the 
payload capacity can be practically doubled. 

The powerful 6-cylinder engine, develop- 
ing 66 horsepower, has a counter balanced 
crankshaft equipped with an harmonic bal- 
ancer which eliminates destructive engine 
vibration at any speed. Full-pressure lubrica- 
tion is provided, including rifle-drilled con- 
necting rods. Through a heavy-duty trans- 
mission, with four speeds forward, tubular 
propellor shafts and a rugged full floating 
rear axle, the power of this sturdy engine 
is transformed into profitable truck work. 

The long semi-elliptic springs are correctly 
proportioned to provide proper carrying 
capacity with easy riding. The front springs 
are fitted with snubber leaves and self- 

adjusting shackles. 











| The rear springs are 
of the 2-stage type 
(main and auxiliary), 
providing easy riding 
under light loads, and 
proper stiffness under 
full loads, at the 
same time counteract- 
ing side-sway. 

Wheels are of drop 
forged spoksteel 5- 
stud type, with dual 
wheels as standard 
equipment. Heavy 
service 6.50-20 tires 
are used on all wheels, 








The lowest-priced truck ever offered by General Motors is available 
in ten body types, in Murat green with Venetian yellow striping 


petition of African iroko. Cameroun iroko, 
because of its darker color and resemblance 
to teak, is preferred to Grand Bassam and 
Belgian Congo. Unlike teak, iroko is not 
girdled, cannot be used immediately after 
sawing and is usually kiln dried. Iroko is 


used for panelling and construction purposes. 

Red gum duties have been revised by Ar- 
gentina to 25 percent of valuation, plus sur- 
tax of 7 percent, plus an additional 1932 duty 
of 10 percent of valuation. Duties per square 
meter in Argentine gold pesos are: Boards 
and planks, rough, 1.12; planed, 1.28; logs 
and bolts, 0.80. 

German forest owners and a few furniture 
manufacturers are launching a movement 
having for its slogan “German woods in the 
German home.” New tariffs have had a de- 
cided adverse effect on importations of Amer- 
ican furniture woods. The German Furniture 
Association disapproves the movement be- 
cause furniture dealers have large stocks 
made of imported woods, and insufficient 
stocks of furniture made from German woods. 





Start "Hire-a-Man" Campaign 


Sureveport, La., June 6.—If the public re- 
sponds to an appeal made under*a plan known 
as the “Hire-a-Man” campaign, just inaugur- 
ated here by the Central Trades and Labor 
Council, the unemployment situation locally will 
be benefited. The plan, as explained by the 
leaders, has as its object the encouraging of 
property owners to make repairs on their build- 
Ings at once, and also to do remodeling and 
building work where needed. This is the ideal 
time for such work, it is pointed out, due to 
cheap cost of materials, and supply of labor. 

he response, if large enough, as hoped for, 
will give employment to many worthy men. 
The plan is sponsored by the National War 
Against Depression campaign, made up of the 


with other optional 
tire sizes available at 
additional cost. 
Through the fan ac- 
the blade-shaped spokes on this 
wheel, both tires and brakes are 
continuously, while the cone lock 
assure positive wheel alignment and 
tire life. 


tion of 
typeof 
cooled 
nuts 

longer 





Canadians Plan Reprisals 


Orrawa, OntT., June 6—Apprehension over 
the new duties on lumber being proposed to 
the United States Congress, was expressed in 
the House of Commons by G. B. Nicholson 
(Conservative, Algoma East) and he was as- 
sured by Hon. E. B. Ryckman, minister of na- 
tional revenue, that if such restrictions were 
placed upon Canadian lumber exports to the 
United States, the Canadian Government could 
take steps to protect Canadian industry with- 
out new legislation. Mr. Nicholson said that 
Canada had an apparently favorable balance of 
trade with the United States in lumber, but 
Canada’s advantage was offset by imports of 
great quantities of United States lumbering and 
sawmill machinery. 

The British Columbia Provincial Government 
will consider the imposition of a special inspec- 
tion fee on imported American fruits and vege- 
tables, which would in effect amount to an al- 
most prohibitory tariff. The new American 
tax would be a heavy blow to the British Co- 
lumbia lumber industry, as almost half of 
British Columbia’s lumber sales went to the 
United States last year. The American action 
is expected to add tremendously to the drive 
for British preference. British lumber require- 
ments, if filled in British Columbia, would put 
the industry there on its feet. Meanwhile, how- 


ever, British Columbia mills are running at 
about 30 percent of capacity, and the new duty 
will reduce the output by another 50 percent. 
A $3 tariff would mean the end of sales to the 
United States. 
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Eastern and 
Middle Western 
Wholesalers 


will greatly improve their service by being in 
closer touch with the sawmills in the Entire 
Fir Belt West of the Cascades. 


Our own personal representative-buyer is travel- 
ing CONSTANTLY from British Columbia and 
Vancouver Island to Southern Oregon. He will 
do your buying just as you would do if you 
were here among the mills. 


Better Service 
to Dealers 


is offered through our organization. We will buy 
anything you want—Fir (Soft Old-Growth 
variety) Hemlock, Spruce, Red Cedar — lumber, 
shingles (natural or stained), plywood panels, 
doors, frames, millwork, etc. 


Investigate this source of supply today. 


M.A.Wyman Lumber Co. 


907-8 White Bidg. Seattle, Wash. 


MEMBER NATIONAL - AMERICAN 
WHOLESALE LUMBER ASSOCIATION 














Willamette “UTILITY” Carrier 





Pneumatic 


or Solid Tires 
50 miles per 


The self-loading 
self-unloading 
straddle-type 


truck hour 


-Ersted Co. 


SEATTLE, WASHINGTON 
NEW YORK 


PORTLAND, CREGON 
PEORIA. ILL. 





House Doors, 1-2 or 5 panel, 

Casement or French Doors, 

Garage Doors, 

Turned Columns & Newels, 

Square Built-Up Columns, 

Gutter, Pickets, 

Square or Turned Balus- 
ters, Porch Rail, 

Mouldings, Battens, Lattice, 

K. D. Window, Door and 
Cellar Frames. 


John D. Collins Lumber Co. 


White Bidg., Seattle, Wash. 


WE 
SHIP 


the following 
either in straight 

or mixed cars, 
with yard stock: 











Boo KS—BOOKS—BO0OKS—Here’s the place 
to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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The Polleys 7 ric 


Lumber Co. 


General Offices and Mills: 
Seria Ke. 


Missoula, Mont. 






































: , retailers are making fairly good sales, of 9 
pected to release considerable buying. At- pine and cypress mostly. Southern pine 
- F lantic coast stocks in the hands of whole- dealers here are optimistic over the possi- 
Our Main Lumber Business 


Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


company plans to cut 20,000,000 feet of white 
pine at Mica. Operations at the Wagner Box 
& Lumber Co.’s new box plant at Okanogan 


Intercoastal—Lumber mills owning vessels 
are said to be meeting competitive quota- 
tions, and are thus creating the principal 
difficulty in intercoastal trade today. It is 
believed dealers would buy if they were sure 
of a steady rate. British Columbia cedar 
mills are declared to be storing lumber on 
this side of the line in advance of imposition 
of the tariff. Passage of the tariff is ex- 


salers are low, but are large enough to take 
care of all but special requirements. Boards 
are not moving from here, because of south- 
ern pine competition. Space continues 
plentiful. 


Export—Japan is showing a little more in- 


tinue to be about one-half last year's, 


Louisville, Ky. 


Southern Hardwoods—lInquiries have beep 


plain red, $60 and $33. Ash, $55 and $30. Cot- 
tonwood, FAS, 6- to 12-inch, $28@30; 13-inch 
and wider, $39@40; common, $25. Magnolia, 
$40 and $30. Beech, log run, $30. 


Cincinnati, Ohio 


Building here is starting up in a desultory 
fashion, and money for loans is tight. Rural 


bilities of further curtailment. Prices here 
are still in the depth of the trough, with 
buyers in control, and little relief is looked 
for until business makes an upward turn. 





Southern Pine—Sales of small lots to rural 


lumber yards throughout Kentucky, 


terest; actual purchases gained. However, Indiana and West Virginia are being made 
RAILWAY & the low freight rate isn’t doing the market by local wholesalers. Dealers say that there 
OSTRANDER TIMBER CO. any good. Baby squares for for $3.50, and is more residence building in small towns 


OSTRANDER, WASH. 
“The original long timber mill.” 





A! goma Soft Textured | 
| California Soft Pine 






| CLEARS, SELECTS, FACTORY PLANK, 














large squares for $3.75. Very little new busi- 
ness has come from China; buying is limited 
to special items. The rate to Shanghai is 


than in the large cities, and loans appear to 
be easier. Planing mills report a fair num- 
ber of country orders. Buying is mostly of 


$4.25. Lumber in small quantities is moving common boards and framing lumber. Prices 
to both the east and west coasts of South are unchanged. 

America. A small volume is moving to the Hardwoods — Furniture factories believe 
Continent, partly because rates are low. 


Rates to the United Kingdom are weaker. 
Space is understood to have been booked at 
50 shillings or 5 shillings under the going 


they can count on better business in the late 
summer and fall. Buying by automotive fac- 
tories and body builders is light, but the 


wholesalers think there is a fair chance for 


Ohio, w& 


| : 
| rate. Rates to the Continent have receded recovery in that line also. Radio cabinet 
| BEVEL SIDING, a | also. plants are dull, but inquiry recently received 
BOX SHOOKS Write N, Shingles—Shingle sales volume has been appears to indicate that some business may 
| Est. 1905 potty + so | maintained. Prices, however, are some- be expected. Export business is dragey. 
Fay Building what weaker. Production in Washington, Dealers are having a hard time turning in- 

Algoma Lumber Co., LOS ANGELES, CALIF. | Oregon, and British Columbia has moved up’ quiries into orders, on account of foreign i 

to about 45 percent of capacity. Stocks con- competition, but here and there an order 


Spokane, Wash. largest volume is being shipped with fir Rn Po a 
Manufacturers of P d Inland Empire Operations—The Rutledge a semes ant Cheneme so Ge aos tll 
on erosa Timber and Blackwell Lumber companies of markets. quiries f 
a Coeur d’Alene, Idaho, have resumed opera- Logs—Fir logs are held at $8, $12 and gy furnitur¢ 
e tions, and the Rogers Lumber Co., of St. but few if any sales are being made at theg trade co 
Ine Maries, Idaho, opened its logging camp at figures. Some have moved at $8 and $9, de. shooting 
Mica this week. The Rutledge Timber Co.  livered. Hemlock go at $7.50 up, with 24-ine, demorali 
is now running one shift, employing 75 men. hemlock for export to Japan bringing $15, consume 
About 200 men are now on the Blackwell Shingle cedar logs range from $7.50 to $10.59 under 4 
company’s payroll: 75 were put to work this Hardly any cedar lumber logs have sgojq: is limite 
Selects week. Both companies are cutting white $19@20 is reported to be the price, but it js Cypre! 
pine. The Rogers Lumber Co. will open its believed the actual market is lower, a 
mill at St. Maries in about a week, and add frequent 
about 50 more men, total now being 100. The 


small I 
wholesa 
changed 





a trifle better but orders have not been go ders ar 
are expected to start by June 20. The Mac-- good. It is reported that export demand has for cyP 
Farland-Brown Lumber Co, started one shift fallen off very considerably, and that export terial. 
at its mill at Naples, Idaho, April 11. The _ prices are very unsatisfactory. Slowness in 
H. E. Brown Timber Co. at Colburn, Idaho, building is affecting sales of hardwood floor. 
will start its mill this week, the planing mill ing and millwork. Flooring plants, however, North 
or HOUSE PLANS & has been operating for the last two months. have been receiving more inquiries than aid not 
. other classes of consumers, and have put out sineen n 
s i iries ring grades 7 
MATERIAL LISTS Los Angeles, Calif. on gala eee Fi, 
roduct 
Will | L k? Receipts—Incoming cargoes of fir and red- Oak has been dull. There has been some om a 
How it It Loo wood from the Northwest are showing an inquiry for common plain sap gum, but Fag quickly 
WwW? increase over that last month, while the and No. 2 have been dull. There have been Ther 
How Much ill It Cost? unsold stock at the harbor at the beginning a few inquiries for common plain red gun, edge 
e ’ ° of June was also up a little. Some retail Some soft maple in 4/ and 8/4 has been in usuall} 
Special Lumberman’s Service yards are filling in stock, but the movement inquiry. Cypress inquiry and orders have rough 
is not general. The local market was long been fair; such items as inch select up to mere { 
FLOOR PLANS AND PERSPECTIVE SKETCH, on the following items: 1x6 No. 2, worked: 8/4, inch shop and inch common have been in Sota 
LUMBER AND 2 2x4-inch common, Nos. 2 and 3, worked; 2x8-, moderate volume. Cottonwood has been in fair B&bet 
MILLWORK LIST . « * e 2x10-, and 2x12-inch common, rough. demand in Nos. 1 and 2 common, but not in steady 
Send your prospective customer's own sketch and Buildi T! nies 1 f buildi other grades. Export demand for ash is at offer. 
ur pr : c “ ’ u ng—The total value of building per- ‘ ‘ ; sre havi ren § ’ 
your instructions. Immediate attention by air mail. mits for May slumped te a now low feure a standstill, there having been a good deal & Box 
sree f ~~ * aa p Pre a : purchased some months ago; high grade ash lumbe 
, reports rom architects o no show many has been very dull. : 
LUMBERMAN S DRAFTING plans for new construction and what there Pri ; ° , a a covers 
& LISTING SERVICE is may be classified as better type one-family PB ten a yee pas ry este . Re aa a 
homes and very small houses. In view of the pie : aortgges 2 vnihes P 4 
233 Drumheller Bidg., Walla Walla, Wash. large number of vacancies, duplexes and pone eo 7 ee = cae * ore page with | 
other residence structures for investment aan be “ae peat andl poly ances "ot brigh 
purposes are not being bull Louisville quotations on inch stock are: Pla 
White oak, FAS, $80@85 for Kentucky, $65 busin 
Seattle, Wash. for southern; common, $40; quartered white been 
i : ; ; oak, FAS, Kentucky, $115; southern, $90, com- items 
West Coast Woods—A little improvement mon, $55. Red oak, FAS, $60; common, 
in export, and a steady demand for shingles, $37@40. Poplar, FAS, northern, $75; south- 
are the brightest spots in the lumber market. ern, $60; saps and _ selects, northern, $60; 
Railroad demand—wWestern lines are buy- southern, $40; oo ae ete nertaas . 
ing practically nothing, and eastern lines are $35@40; southern, $27 @ 30; 2-A, $23 @25; 2-B eS 
sending few inquiries. Rail inquiries are $17. W alnut, PAS, $160; select, $105; No. 1 
more frequent, but all cover small quantities, Common, $65; No. 2, $32. Gum, FAS, sap, $32; 3 
and name low prices. common, $24; quartered sap, $36 and $26; © 
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is landed. Although business in Appalachian 
hardwoods has been extremely dull, there 
are indications of improvement. More in- 
quiries for small lots are being received from 
furniture factories. Southern hardwood 
trade continues dragey, with buyers sharp- 
shooting for bargains. Price conditions are 
demoralized by circular offerings direct to 
consumers by southern mills, at figures $5@8 
under quotations by wholesalers. Inquiry 
is limited to hand-to-mouth lots. 


Cypress—Orders from rural retailers for 
cypress finish and common lumber were more 
frequent last week, and, though mostly in 
small lots for truck loading, have helped 
wholesalers considerably. Prices are un- 
changed. Factory lumber is dull. Some or- 
ders are coming from eastern wholesalers 
for cypress finish and for interior trim ma- 


Norfolk, Va. 


North Carolina Pine—May business volume 
did not compare favorably with that of pre- 


vious months in this year. There are some 
who believe prices are going up, because 
production is being continuously curtailed, 
and a number of items are hard to get 
quickly. 

There has been very little demand for 4,4 
edge Bé&better. Yards that need finish 
usually order mixed cars of stock widths, 


rough and dressed. The price is not so much 
more than the price for good edge widths. 
During the last two or three weeks, price of 


B&better stock widths has been holding 
steady, as mills do not have very much to 
offer. 

Box plants have been buying very little 


lumber; shipments on old orders have about 
covered their current needs. There has been 
no recent change in the price of 4/4 edge box 
air dried or kiln dried, and the same is true 
regarding stock box. The demand has not 
been heavy for stock box, but the supply of 
bright stock has been very limited. 

Planing mill operators have been finding 
business rather quiet. Most inquiries have 
been for mixed cars of a wide variety of 
items, including pine and cypress, also floor- 


changed or 
garded as in a somewhat less advantageous 
position as compared with eastern competi- 
tive 
prevail in the trade. 


and curtailment 


pounds, 
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sricas Lumber Centers 


ing, roofers, dressed framing etc., on which 
many mills have been unable to quote. 
dried 
ing 
change in price on roofers. 
of good air dried roofers state they will close 
down indefinitely rather than make another 
price reduction, 


Kiln 
and air dried roofers have been mov- 
slowly. ‘There has been no _ further 
Most producers 


Baltimore, Md. 


Southern Pine—The prevailing state of 


affairs results in putting such emphasis upon 
cheapness, that longleaf does not receive much 
of the 
the lowest practicable limits. 
pine 
with 
provement. 
dergone 
though distributors are cautious about bring- 
ing 
other 
cost. 


Stocks here are reduced to 
North Carolina 
demand is just about as it has been, 
the range of values showing no im- 
Stocks on the wharves have un- 
some further additions, 


business. 


perhaps 


wharfage charges and 
add materially to the 


lumber here, as 
expenses soon 


are un- 
re- 


Coast Fir—Ocean freights 
slightly higher, and fir is 


West 


stock. Pronounced quiet is stated to 


Cypress—Stocks appear to be large enough, 
in production is expected. 
Even high-grade Gulf stocks are getting less 


attention than might be supposed. 


Ocean Rates—A reduction in 
25 cents a 100 


Hardwoods; 
hardwood rates from 35 to 
effective between Gulf and Unite 
Kingdom ports, has quickly followed the 
marking down of the tariff on light woods 
from Gulf and Atlantic ports to the main 
markets of the United Kingdom, but not in- 
cluding Continental ports. This latest cut 
again gives the Gulf ports an advantage, 
despite the much longer water haul, but it 
is intimated that the Atlantic Freight Con- 
ference will promptly fall in line and make 
a similar reduction, thus restoring the bal- 
ance. The shippers via Atlantic ports con- 
tinue to insist that they should have a lower 
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Tariff law induces Canadian shippers 
to add to stocks on United States side of 
line.—Seattle, Wash.; New York City 
and Buffalo, N. Y.; Boston, Mass. 


New tariff of $3 on dressed lumber 
may possibly be added to old tariff of $1. 
—Boston, Mass. 

Canadians plan reprisals for lumber 
tariff.—See Story page 55. 

Coast producers owning ships are sus- 
pected of whittling intercoastal charge 
for transportation; rate break is feared. 
—Seattle, Wash.; New York City. 


Port Newark charge for ship to car 
transfer was imposed too suddenly, lum- 
bermen protest.—New York City. 


Philadelphia charge of $1 a ton on 
water receipts at piers is protested by 
intercoastal shippers.—Philadelphia, Pa. 

Albany, N. Y., expects to regain im- 
portance as port for discharge of inter- 
coastal cargoes because of changes in car 
loading charges at other ports.—New 
York City. 

Shipping Board control of local ter- 
minal may be turned over to private 
shipping interests—Boston, Mass. 

Northwest to United Kingdom rate 
has weakened 5 shillings, to 50 shillings. 

Seattle, Wash. 

Reduction in Gulf to United Kingdom 
rate on hardwoods may be met by cut in 





Outstanding Developments in Lumber Markets 


rates from Atlantic ports.—Baltimore. 


Foreign buyers of southern hardwoods 
offer very unsatisfactory prices—Mem- 
phis, Tenn., and Louisville, Ky. 

Emergency railroad charge will be 
assessed only once on logs milled in 
transit; inbound or outbound, whichever 
is higher.—Memphis, Tenn. 

Re-shipping time on southern hard- 
wood logs-lumber being milled in tran- 
sit may be extended to three years.— 
Memphis, Tenn. 

Oak flooring prices continue to soften. 
—St. Louis, Mo. 

New California redwood price list is 
issued.—_See Table. 

Southern pine mills consider issuing 
basie price list. See Story page 63. 

; Southern pine Nos. 2 and 3 common 
— are in short supply.—Shreveport, 

a. 

Many North Carolina pine items are 
becoming hard to secure for quick ship- 
ment.—Norfolk, Va. 

Railroad inquiries are more frequent 
and for larger volume for southern pine. 
—St. Louis, Mo.; Jacksonville, Fla. 


Southwest is buying better in southern 


pine and_ shingles.—Shrevepo La.; 
Seattle, Wash. oo . 
Missouri yard purchases show im- 


provement.—-Kansas City, Mo. 





No 
Wonder 
Booth- ¥ 
Kelly % 
Lumber Is CERTIFIED 
For Quality and Grading 


Look at the size of these old growth Dou- 
glas Fir trees. These tall, straight, big 
bodied trees produce the kind of lumber 
that is worthy of any manufacturer's trade 
mark and guarantee. 


You know this is the age of branded, iden- 
tified merchandise. People insist on know- 
ing what they are buying and they appre- 
ciate the manufacturer's guarantee. 


Booth-Kelly Douglas Fir lumber is not only 
identified, but is TRIPLY CERTIFIED for 
quality and grading—the trade marks of 
West Coast Lumbermen's Association, the 
"Tree-Mark" of the National Lumber 
Manufacturers Association, and the figure 
"20" which is our own mill number. 


Booth-Kelly can furnish anything you need 
in Douglas Fir lumber and structural ma- 
terial. 


Remember, it's much easier to sell CERTI- 


FIED lumber. 


We are headquarters for Association Trade-Marked and 
Grade-Marked Douglas Fir Lumber. 


é agg v4 
Dectlitte! 
“LUMBER CO 

SUGENE. ORE: 


TWO MILLS—SPRINGFIELD and WENDLING, ORE. 
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STRAIGHT OR MIXED 
CAR SERVICE 


Order anything you need in: 


7 o 
ALL CEDAR SIDING 
FIR & HEMLOCK SHINGLES 
ITEMS CAR MATERIAL 
* e 


Send us your orders and inquiries. 


THE GRISWOLD LUMBER CO. 


Portland, Ore. 
MILLS AT: Carlton and Philomath, Oregon 











YELLOW FIR 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 


Factory and Industrial Stock 
Fir Plywood 
SPRUCE CEDAR 
WESTERN PINE 
and HEMLOCK 


Sullivan 


Lumber®. 


PORTLAND, 
OREGON 





E believe 

that there is 
no other hote! in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 


Keller and Boyd 
Owners. and 


Operz.tors 





Puiend Cen. | 
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Lumber and Its Uses 


By R. S. KELLOGG 


‘In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes. lumber and 
log measurements, shipping weights, 
structural timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing. fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by um- 
bermen in all branches of the trade. 


American Lumberman 


431 So. Dearborn St. 
Chicago, Iil. 





par 94.00 
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rate than the Gulf shippers, 
shorter haul. 


because of the 


Domestic Demand lags, and any slight im- 
provement which may develop in one section 
is almost certain to be cancelled or offset 
by a loss in another. Reports about ex- 
ceedingly low prices are numerous. Some 
dealers say that orders are developed in 
larger number, and that the bottom seems 
to have been touched. 


Philadelphia, Pa. 


Intercoastal—T. Noel Butler, representing 
the Intercoastal Lumber Shippers, met Friday 
with other prominent shippers to oppose 
vigorously the proposal of the Trunk Line 
Association to put into effect a charge of 
$1 a ton or fraction thereof, on all incoming 
freight at railroad piers, which is handled 
otherwise than by rail. George W. Edmonds, 
manager of the Port of Philadelphia ocean 
traffic bureau, said that it would work a 
hardship against Philadelphia, and would re- 
sult in diverting traffic, 


Retail—-Very favorable weather has stimu- 


lated retail yard sales in the Philadelphia 
area. The smaller yards have been particu- 
larly active, property owners taking advan- 
tage of attractive prices and low labor costs 
to remodel. Seashore dealers report the 


usual seasonal demand for lumber and other 
building materials. In the four States ad- 
joining metropolitan Philadelphia, the aver- 
age decrease in net business amounts to 20 
percent for May, compared with last year. 


Buffalo, N. Y. 


Building is in small volume and shows 
practically no increase over April. The work 
is largely of a repair nature. Lumbermen 


do not expect much improvement right away. 

Hardwood trade has been unusually dull. 
Woodworking plants are running on.a much 
curtailed basis and are unwilling to lay in 
any more lumber than they are sure to need 
right away. It is getting too late in the 
season to expect much demand from auto- 
mobile concerns. 


Western Pines demand is below that of 
a year ago. All buyers seem to be limiting 
their purchases to immediate needs. There 
is little interest taken in the matter of 
prices, which are holding about as they have 
been for several weeks. 


Northern Pine.—The high duty to be placed 
on imported lumber is expected to have a 
bad effect on trade in northern pine. Some 
handlers are getting in quite an amount of 
lumber, expecting higher prices that will no 
doubt soon be effective. 


Shreveport, La. 


Southern Pine business is dull. Some 
orders have been coming in from Texas and 
Oklahoma, and the usual percentage from 
the North and East. A widespread closing 
of sawmills, both large and small, is an- 
nounced; there is greater curtailment than 
at any time in years. A cursory survey of 
mill stocks reveals a considerable shortage 
of lower grade lumber, principally of Nos. 
2 and 3 common. 


Minneapolis, Minn. 


Northern Pine—Production is still at a low 


ebb as compared with previous years, and 
orders are more than 40 percent less than 
up to this time a year ago. Stocks are lower 
by about 46,000,000 feet. There has, how- 
ever, been a fairly satisfactory increase in 
business during the last two weeks, with 
prospects not discouraging. Inability to 


finance prospective 
sales. As some 


homes is a deterrent to 
mills in this section are 
north of the Canadian line, the $3 tariff 
recently voted by Congress may help sales 
of material from other sections, dealers and 
manufacturers point out. 

Millwork—Sales 
with fair prospects. 





have increased recently, 
Inquiries, both for small 
dwellings and for modernizing and repair 
work, are resulting in a fair proportion of 
sales. In Minneapolis, a surprisingly large 
number of small houses are being built; in 
St. Louis some large construction work is 
under way, and in some of the rural sections 
there is considerable new building and re- 
pair work. Prices remain firm at what are 
believed to be rock bottom levels. 


Northern Cedar—Post sales have increased 
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during the last two weeks, although 
has been no great spurt in buying. The 3 
and 4-inch sizes are the most popular, and 
low prices are encouraging farmers to do 
fencing and repair work. Many guard rail 
posts will be used this season in the North. 
west, Minnesota alone planning a 50,000- ~post 
program, besides projects which will be under 
way in the various counties. 

At 517 retail yards in the ninth Federa] 
district, 4,124,000 feet of lumber were gojq 
during April, as compared with 2,379,000 feet 
in March and 7,767,000 feet in April of last 
year. Stocks at 490 yards totaled 69,025 ,000 
feet May 1; 68,575,000 on April 1, and 80,- 
816,000 on May 1, 1931. Total sales amounted 
to $710,200 for 517 yards during April, 1932: 
$657,500 last March, and $1,211,400 in April, 
1931. Accounts and notes outstanding 
amounted to $2,513,700 May 1, $2,451,100 April 
1, and $3,313,800 on May 1, 1931 


Kansas City, Mo. 


An increase in orders was noted last week, 
despite the many unfavorable factors in- 
fluencing consumers to limit their purchases, 
Sales managers say that orders for southern 
pine increased nearly twenty percent over 
the previous week, while western pines or- 
ders picked up almost ten percent. Such 
liberal increases must necessarily reflect an 
expansion in retail interest, which can be 
accounted for largely by the very favorable 
weather prevailing in the Southwest. 

Several rainy days last week hampered 
shipping to some extent, while floods in Okla- 
homa and northern Texas materially limited 
shipments into those States. 

Scattered, small amounts were sold to boat- 
builders on surrounding lakes, but orders 
were not of sufficient volume to swell the 
total of industrial business materially. Box 
factories contracted for small amounts for 
immediate shipment. Established customers 
failed to purchase in any but the most con- 
servative manner. 

Southern Pine.—The increase in southern 
pine business was entirely unlooked for, and 
apparently all mills shared in the increased 
flow of orders. Shipments were good most 


there 


of the week. Stocks at mills, while fairly 
liberal, are not exerting much pressure on 
prices. Only limited orders are forthcoming 


from industrials. 


Western Pines.—An increase in western 
pines orders was taken by mill representa- 
tives as an indication of better future busi- 
ness. Interest was good during most of the 
week, and the tendency to seek bargains was 
not so apparent as it has been. Mixed car 
sales were. numerous. Industrial trade is 
lagging. 

Douglas Fir.—Demand is lagging, and buy- 
ers are not inclined to contract for more than 
their immediate necessities. Prices are work- 
ing downward, as stocks at most points are 
heavy enough to exert pressure. 

Hardwoods.—Many buyers are finding it so 
easy to obtain concessions that they are in- 
disposed to buy, hoping that they may soon 
be able to get lower figures. Industrial de- 
mand is poor. Hardwood flooring is weak, 
although retail dealers report sales improved 
the latter part of May and the first of June. 

Cypress demand is dull, and mill represen- 
tatives say production has been further cur- 
tailed. There is some speculative buying, 
but yards are finding their stocks hard to 
move, and consequently are uninterested in 
contracting for additional amounts. 

Shingles and Lath.—Shingle demand has 
slumped off considerably, although shipping 
directions on old contracts are being fur- 
nished in good volume. Buyers are not in- 
terested in lath even at attractive conces- 
sions. 


Longleaf Pine.—That some of the railroads 
are planning to place some orders for long- 
leaf is indicated by their inquiries. Some 
mills are still at work on orders for the 
carriers that were placed at the opening of 
the year, but most of those orders have been 
filled. Manufacturers are operating just 
enough to meet requirements of the trade. 

Georgia Roofers.—A little more business is 
being done, but the increase is hardly notice- 
able. Lots of mills are still idle. The bigger 
plants are determined not to operate until 
there is a better demand, and prices are 
nearer normal, 

Hardwood buying is on a small scale, 
oak and gum probably the favorites. 
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duction is low, so that stocks continue to be 
reduced. Some mills will have to increase 
production pretty soon in order to meet trade 
demands. There has been no improvement in 
prices and buyers seek to buy lower, though 
mill owners Say that the bottom has been 
reached. A little business is being booked 


for export. 
Birmingham, Ala. 


Southern Pine manufacturers in Alabama 
continue part time production programs; 
average is three days a week; small mills 
operate six and an increase in the number 
of small operators is noted. Prices of uppers 
tend to soften, B&better being at the lowest 
point on record; lowers firmed up, although 
still at about the lowest level in twenty-five 
years. Railroad buying has just about 
stopped. Standard heart 7x9-inch switch 
ties in usual sets are $28, and merchantable 
ear decking is $11, with stringers, caps and 
guard rails in line. 

Cypress 6/4 No. 2 shop is $25@60, 8/4 FAS 
is $38@90, low being for yellow, and high 
for Gulf red. 

Hardwood manufacturers of flooring have 
surpluses of uppers, and the low prices of 
commons do not permit cutting them. No. 1 
white oak ranges from $23@29, with red $1 
less; select plain from $30@37, and clear 
plain is $42@54 for white and $40@45 for 
red. Quartered white clear is $60@74, with 
red $10 less, and select white, $33@45. Maple, 
1x3-inch, sold as low as $35 for clear, and 
$25 for common. Rough oak, gum, beech and 
poplar stocks are plentiful, and demand is 
poor, with prices fairly stable. Oak timbers 
for special uses bring fair prices, but de- 
mand is limited. Switch ties fof railroad use 
are poor in demand, and $11 is offered for 
standard sets. 


St. Louis, Mo. 


Southern Pine representatives report that 
retail yards demand has not shown any im- 
provement during the last two weeks. Some 
improvement, however, has been evident in 
railroad buying, with inquiries coming in 
more frequently and for a larger volume. 
Prices continue ‘to be very weak. No. 2 
boards and shiplap, 8- and 10-inch, small- 
mill, are $15.50; large-mill, $17.50@18.50 for 


random loadings; $1 addition for specified 
loading. No. 1 dimension, 2x4-inch, 10- to 
20-foot, small-mill stock, is $17.50@18.50; 


large-mill stock, $20.50@21.50; 8-, 9- and 10- 
foot, $16@17. Flooring, 1x4-inch, B&better 
flat grain, small-mill stock, is $24; large-mill 
stock, $25.50@26.50 for random loading, with 
straight cars of 10- and 20-foot, $22@23; 
16-foot and longer, $28.50@29.50. B&better 
car siding, 1x4-inch, 9-foot, is $27; 10-foot, 
$26. No. 1 common car lining, 1x6-inch, 16- 
foot, is $23@24; 18-foot, $26.50@27.50 for air 
dried stock; kiln dried stock, $2 additional. 
All above prices are f. o. b. St. Louis. 


West Coast mill representatives continue 
to report that sales are extremely light, and 
confined to mixed cars of shed stock and 
timbers. Most of the buying is by rural 
yards, as city business continues slow. 


Hardwood representatives report no im- 
provement in demand, with prices extremely 
weak, Some items are being sacrificed 
where stock shows danger of damage. Some 
improvement is noted in demand for rail- 
road ties and car stock. Oak flooring sales 
volume is not showing its customary sea- 
sonal increase, and prices still continue 
downward, 


Jacksonville, Fla. 


Southern Pine demand during the last two 
weeks has shown a slight improvement. 
Wholesalers recently in the North and East 
report a better feeling among the larger 
wholesalers and yards, now carrying excep- 
tionally low inventories. Railroads are the 
best buyers in this immediate territory, 
small amounts being ordered by yards and 
industrials, The railroads are buying heavy 
timbers principally, with occasional lots of 
shop and general repair material. Prices 
have undergone practically no changes dur- 
ing the last month. Inquiry has shown 
more activity. Orders are not as plentiful 
as they were the preceding two weeks. Most 
small mills are down, and larger ones are 
on part time. 


Cypress dealers report sales about even 
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with the previous two weeks, with thick 
stocks moving somewhat better than usual, 
but no substantial gain in demand for any 
one of the high grade items indicated. The 
smaller cypress mills are moving some low 
grade items, but sales have dropped off. 


Hardwoods move principally for export, 
with demand centered on red and white oak. 
Domestic consumption is slow. The hard- 
wood mills have a well balanced assortment 
and production is being closely watched. 


Retail yards in Jacksonville report busi- 
ness almost at a standstill. Rain has halted 
all building. 

Exports for May were fair. The mills have 
a good assortment of export sizes booked. 
South American schedules are again coming 
to the front, and more business is being 
booked for English and German customers, 
Prices are fair. 


Bogalusa, La. 


Southern Pine.—Announcement has been 
made by Col. D. T. Cushing, vice president 
and general manager of the Great Southern 
Lumber Co., that, effective June 1, the mill 
would operate ten hours a day and six days 
a week, discontinuing the night shift. Few, 
if any, men will be thrown out of employ- 
ment, as the present day and night crews 
will each work six days of 5-hour shifts, 
which will result in the loss of only five 
hours a week to each crew. Col. Cushing 
expressed the hope that this schedule will 
work to the advantage of all. 


Memphis, Tenn. 


Southern Hardwoods; Foreign Demand— 
There has been a slight drop in demand from 
overseas. Occasional orders come through 
from England, but prices offered have been 
so ridiculous that the majority of exporters 
have not been interested. In the last few 
days a number of cables have been received, 
on which exporters have quoted prices, and 
it is thought that trade is beginning to show 
signs of life. 

Domestic Demand—Automobile manufac- 
turers continue to lead, but volume has been 
far from satisfactory. Only a few body plants 
have been in operation, and these are buying 
hand to mouth. Demand from retail dealers 
throughout the United States has showed a 
slight improvement. Occasional sales have 
been reported to manufacturers of oak floor- 


ing, but flooring plants are not running to 
any extent. Manufacturers of sash and doors 
and interior trim are taking only small 


amounts, but there has been some slight im- 
provement during the last week. Box and 
crate makers have been taking a little more 
recently. 

Production continues about 28 percent of 
normal. Very few mills are running any- 
thing like full time, but only occasionally to 
cut up logs brought in by truck. Little log- 
ging is going on and there is no prospect of 
heavy production during summer. There is 
some shortage of certain items, but buyers 


are always ready to substitute, because of 
the low prices. 
Rail Rates—Shippers of southern hard- 


woods are protesting the proposed reduction 
in rates on lumber and lumber articles from 
Pacific coast points to destinations west of 
the Indiana-Illinois State line, unless similar 
reductions are made from points in the 
southern States. The protest is being made 
by C. A. New, secretary-manager Southern 
Hardwood Traffic Association. 

The Southern Hardwood Traffic Association 
has obtained from the Interstate Commerce 
Commission a ruling in reference to assess- 
ing, by railroads in Southwest territory, of 
the emergency charge on both inbound and 
outbound rates charged. It was the con- 
tention of the traffic officials that the emer- 
gency charge should only be assessed on 
either inbound or outbound freight rate, 
whichever is higher, instead of both. The 
commission approved this interpretation of 
the tariff. 

The Interstate Commerce Commission, on 
application of the Southern Hardwood Traffic 
Association and carriers of the Central 
Freight Association and Southwestern terri- 
tories, has given the railroads the right to 
extend the reshipping time for rough mate- 
rial up to three years. Time will be extended 
on tonnage for which reshipping time limit 
expires the later part of this year. The same 
permission will be granted southern carriers 
upon application. 





GENUINE 

LONG LEAF 

YELLOW 
PINE 


SPECIE AND 
TRADE MARKED 


Hundreds of buyers know that the 
name “NEWMAN” means the best 
Longleaf Pine timbers and structural 
material. They know that these tim- 
bers are cut true to specification and 
are up to recognized standards in 
every respect. 


Eliminate all risk in buying structural 
material in the future—treat yourself 
to “NEWMAN” timbers. They are 
hot soda sprayed so that they will yard 
well and will give greater satisfaction. 
For more than a quarter of a century 
the name “NEWMAN” has been a 
dependable guide to the finest quality 
Longleaf Pine 


TIMBERS, DIMENSION, 
FLOORING, FINISH, 
LATH, SHINGLES, Etc. 


You can now have BRIGHT LUMBER all 
the time at no extra cost. NEWMAN lum- 
ber is treated with Lignasan to kill sap stain. 


All stock is manufactured strictly in accord- 
ance with the American Lumber Standards. 


Trade Marked, Species Marked and Certified 


J.J. Newman Lumber Co. 
BROOKHAVEN, MISS. 


Members American Pitch Pine Export Co. 
New Orleans, La. 
Eastern Sales Office: SCRANTON, PA. 
Also Selling Famous “Bude Quality” Shortleaf Stock 





Also SOUTHERN HARDWOODS 
We are prepared to supply Poplar, Red and Sap 
Gum, Red and White plain and quartered Oak, 
Beech, Hickory, Soft Maple, plain and quartered 


Tupelo, Sycamore and Cypress. Can mix with 
Yellow Pine if desired. 
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Try 


Maisey& Dion 


Hardwood Lumber 
Owned and Operated by 


CISAR BROTHERS 
2357 South Loomis Street 
Telephone CHICAGO 


Canal 1830-1831-0118 





YARD, MILL AND OFFICE. 


Newsy Notes of Persons and Places 














Klin Dried 


and Air Delead ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 


PAUL MILLER CO. 
LUMBER 
General Offices: 308 W. Washington St., CHICAGO 








GILBERT NELSON & CO. 


Public Accountants 
1! SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 
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| Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders | 

The American Credit-Indemnity Co. 
OF NEW YORK 

S11 Locust St. 220 So. State St. 537 Mer. Exch. Bldg, 

St. Loais,Me. Chicago, Il. i 


San Francisco, Cal. 
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SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 






Measure; 
Circular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
Growthof Trees; Land 
Measure; ages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


Standard Book throughout the United States 
Canada. 


SENT name. 50 Cents 
S.E. FISHER, P.0. Bor 197 


PAID FOR 
ROCHESTER, N. Y. 





Coulbourn Brothers, Philadelphia (Pa.) 
wholesalers, has moved from the Land Title 
to the Commercial Trust Building. 


Otto H. Leuschel, with Potlatch Forests 
(Inc.) at Lewiston, Idaho, was recently elected 
president of the University of Idaho alumni. 


Peter J. Feitner, president Osceola Lumber 
Cypress Co., of Osceola, has been in the North- 
east for a month or two and recently returned 
home, 


C. E. Klumb, Brookhaven, Miss., sales mana- 
ger J. J. Newman Lumber Co. and Homochitto 
Lumber Co., recently visited trade connections 
in Chicago, 


James Kenney, for the last fifteen years in 
charge of the Chicago office of the Valentine- 
Clark Co., has become vice president in charge 
of eastern sales for the Eggers Pole & Supply 
Co. 

On June 1, the San Francisco office of the 
Charles R. McCormick Lumber Co. was moved 
from 215 Market Street to 461 Market Street, 
to which address all communications now should 
be sent. 


George C. Eggers, president Eggers Pole & 
Supply Co., has been at Chicago, New York 
and New Orleans since leaving Spokane in 
February, and has returned in time for the 
stockholders’ meeting. 


Russell B. Baker, of the Redwood Sales Co., 
San Francisco, Calif., was in Baltimore, Md., 
on May 20 and called on distributors. He ex- 
pressed himself as encouraged by the demand 
for redwood in the East. 


A. C. Brewer, of Ironton, Ohio, has become 
secretary of the Gauley River Lumber Co., 
Baltimore, Md. Mr. Brewer has been with 
the Buffalo Creek Lumber Co., Rowlesburg, 
W. Va., and Emory River Lumber Co., Lans- 
ing, Tenn. 

Fred M. Sullivan, president T. Sullivan & 
Co., lumber dealers, Buffalo, N. Y., is one of 
a group of Buffalo business men which has 
purchased a 125-acre estate at Sturgeon Point, 
on Lake Erie, and plans to develop an exclusive 
year-round residence colony. 


S. M. Eaton, Chicago, eastern sales manager 
of the Union Lumber Co., redwood manufac- 
turer with headquarters at San Francisco and 
mill at Ft. Bragg, Calif., has moved his office 
from the Daily News Building to Room 1665 
Builders Building, LaSalle and Wacker Drive; 
*phone numbers, Central 1172-3. 


W. N. Sangster, vice president and general 
manager Kirby Lumber Co., Houston, Tex., 
accompanied by F. E. Foxworth, pine operating 
manager, and J. K. Herndon, pine sales depart- 
ment, recently were guests at Bogalusa, La., of 
Col. D. T. Cushing, vice president and general 
manager Great Southern Lumber Co. 


O. H. Campbell, assistant sales manager 
Great Southern Lumber Co., Bogalusa, La., re- 
cently returned home from a trip covering sev- 
eral weeks, during which he visited the large 
cities in the South, middle West and East, and 
reported Washington, D. C., as the only city 
he visited that was not aware of the depression. 


Arthur Catlett, for a number of years general 
manager for the George D. Hope Lumber Co. 
and a veteran Oklahoma lumberman, has be- 
come associated with the Blankenship Lumber 
Co., which recently acquired the Price-Few 
Lumber Co., pioneer Tulsa concern, and the 
firm name has been changed to the Blankenship- 
Catlett Lumber Co. 


A letter from the secretary of the Chamber 
of Commerce, Galesburg, Ill., under date of 
June 4, advises the AMERICAN LUMBERMAN 


that that community is greatly pleased over the 
wonderful success obtained in the recent com, 
munity campaign, as reported in the May % 
issue of this paper, and he says: “We are now 
profiting from it in beneficial results,” 


C. R. Macpherson, president of the Wilson 
Cypress Co., Palatka, Fla., and president of 
the Southern Cypress Manufacturers’ Associa. 
tion, while attending the meeting of the Na- 
tional Lumber Manufacturers’ Association in 
Chicago last week, had the pleasure of Meeting 
his daughter, who was returning from an east- 


ern college, en route to their home in Saginay 
Mich, 


A. R. Watzek, of the executive office x 
Portland, Ore., and C. H. Watzek, of the 
Wauna (Ore.) headquarters office for the mills 
at Knappa and Glenwood, officials of the Cros. 


sett Western Co., recently visited their father 7 


and mother in Davenport, Ia., and came on ty 
Chicago for a conference with A. Trieschmann, 
Chicago manager of Crossett Watzek Gates 
J. W. Watzek and other officials. 


At a recent meeting of the Twelve-Fifteen 
Club, comprised of retail lumber and_ building 
material dealers of Jacksonville, Fla., the pro- 
gram was in charge of Harold S. Foley, assist- 
ant general manager of the Brooks-Scanlon 
Corporation at Foley, Fla. 


an interesting and constructive address dealing 
with the merchandising of lumber and building 
materials. 


Horace F. Taylor, president Taylor & Crate, 
has retired from the presidency of the Buffalo 
Chamber of Commerce. The “Chamber Con- 
tacts,” a weekly publication, prints an editorial 
praising Mr. Taylor’s work under the head of 
“Taylor’s Talent.” “The Buffalo Chamber 
record during President’s Taylor’s regime is 
particularly deserving and entitles this organ- 
ization to the confidence and support of sound 
business men,” it says. 


Howard G. Whitmore, who has been con- 


nected with the Hall Manufacturing Co., of © 


Cedar Rapids, Iowa, has severed that connec- 
tion to take over the sales management of Tone 
3ros. (Inc.), Des Moines, Iowa, an aggressive 


60-year-old firm known for the fine quality of § 


its coffee, teas, spices, and flavoring extract. 
For six and one-half years Mr. Whitmore had 
had charge of sales promotion and advertising 
for the Hall Manufacturing Co. 


Herbert A. Templeton, president of the 
Herbert A. Templeton Lumber Co., Portland, 
Ore., was in Chicago on a short visit recently, 
stopping over here one day for a conference 
with his sales representative, Minor A. Botts, 
and also with the local office of the Henry D. 
Davis Lumber Co., en route back to his head- 
quarters after an eastern visit. Mr. Templeton 
recently has taken over a portion of the busi- 
ness of the Henry D. Davis Lumber Co., which 
is being liquidated. 

An announcement that will be of particular 
interest to his many friends throughout the 
lumber industry is that Vic A. Stibolt, for the 
last six years manager of the Rock Island 
Plow Co. in Illinois, has become assistant gen- 
eral manager of the Natalbany Lumber Co, 
Hammond, La., and has assumed his new duties. 
During a former connection with the Natalbany 
Lumber Co., at Hammond, Mr. Stibolt was 
prominent in association matters and became 
well known as an outstanding economist. 


M. L. Fileishel, president Putnam Lumber 
Co., Shamrock, Fla., after spending four days 
in Chicago last week, attending the annual con- 
vention of the National Lumber Manufacturers’ 
Association, left Saturday night for St. Louis, 








Mr. Foley not only § 
presided with becoming dignity, but delivered § 
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and after a day or two there, looking after 
business matters, expected to go to New Haven, 
Conn. to attend the commencement exercises 
at Yale, his son being a member of the grad- 
wating class. Mr. Fleishel expects to visit St. 
Paul and be in Chicago again before returning 


south. 

. Donovan, vice president of Bloedel Don- 
ovan Lumber Mills, Bellingham, Wash., was in 
Chicago last week and, after sitting in at one 
of the sessions of the National Lumber Manu- 
facturers’ Association, left for Worcester, 
Mass., where he is to address the class of 1932 
of the Worcester Polytechnic Institute. Fifty 
years ago, Mr. Donovan was valedictorian of 
his class at this college. Coming east from 
Portland, Mr. Donovan said he was impressed 
with the fact that in all of his journeys across 
the continent he had never seen the country 
looking better. Visiting with an official of the 
Northern Pacific railroad, he was told that 
crop prospects all through the Northwest are 
unusually good. 

Frank G. Wisner, of Eastman, Gardiner & 
Co., Laurel, Miss., accompanied by Mrs. Wis- 
ner, arrived in Chicago June 1, to attend a 
meeting of the committee on nominations of 
the National Lumber Manufacturers’ Associ- 
ation, of which he is a member, and they ex- 
pected to remain the balance of the week while 
the convention was in session. However, al- 
most immediately upon their arrival, they were 
notified by long distance telephone of the seri- 
ous illness of their son-in-law, Alexander Field 
Chisholm, who had suffered an attack of acute 
appendicitis. They left for Laurel that night, 
but before leaving were advised in another mes- 
sage that a successful operation had been per- 
formed and that the patient was resting com- 
fortably. 





Typifies the March of Progress 


An all-wood plow, built in 1750, was used 
May 20, 1932—182 years later—to break ground 
for the Agricultural Building of A Century of 
Progress, the 1933 Chicago World’s Fair,. which 
soon will rise rapidly just south of the Adler 
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Planetarium, on Northerly Island, Grant Park. 
It was drawn by oxen, and the plowman was 
Dr. A. W. Bitting, who is in charge of the 
foods of the agricultural section of the fair. 
He is a former U. S. Department of Agricul- 
ture food expert, and was in charge of all food 
inspection for the A. E. F. in France. 

Following this plow was a “walking plow,” 
wood beam and steel bottom, drawn by a span 
of mules driven by Frank I. Mann, pioneer 
farmer of Gilman, Ill.; it was the first plow 
manufactured in the first plow factory of Wil- 
liam Parlin of Canton, IIl., in 1847. Next was 
a sulky plow drawn by three prize Clydesdale 
draft horses, and following that the modern 
and fast-working tractor and gang-plow, capa- 
ble of doing fifty times as much work as the 
first plow. 

The old wooden plow which turned the first 
furrow was first used by James Armour at 
Quobbin, Mass. He passed it on to his son, 
John Armour, a contemporary of George Wash- 
ington and Benjamin Franklin. In 1825 it was 
passed on to Danforth Armour, who used it 
at Stockbridge, N. Y. Here a new generation 
was born, of whom Philip D. Armour and 
Andrew Watson Armour were the two sons. 
The plow came into the possession of Andrew 
Watson Armour, who took it with him to Kan- 
sas City, Mo., in 1872. The old plow was 
bequeathed to his grandson, A. Watson Armour, 
who brought it to Chicago in 1914, and who 
loaned it for the ceremony. The Connecticut 
oxen which pulled it are owned by C. F. Col- 
cord, of Orland, Iil. 





Resigns as Vice President and Gen- 
eral Manager 


E. F. Fisher. president of the Fisher Lumber 
Corporation, Memphis, Tenn., has announced 
the resignation of J. M. Clements, vice presi- 
dent and general manager, effective July 1. 
While Mr. Clements is retiring from active 
participation in the operation of the corpora- 
tion, he is being retained in an advisory capacity 
and as a member of the board of directors. 
Mr. Fisher said that the resignation of Mr. 





Stocks Hardwood Flooring at Chicago 


Feeling that its many customers in Chicago 
territory would appreciate an opportunity to 
combine, in either carload or part carload ship- 
ments, high quality hardwood flooring with its 
well known line of Paul Bunyan California pine 
products, so that they would be able to con- 
centrate their pur- 
chases to a greater 
extent than ever— 
the Red River 
Lumber Co. has 
completed arrange- 
ments to supply 
such flooring from 
its Chicago dist- 
tributing yard at 
2452 South Loomis 
Street. 

The hardwood 
floorings that will 
be carried by the 
Red River com- 
pany’s Chicago 
warehouse have a 
fine reputation in Will, stock 
the trade. The Red Paul Bunyan 
river company California pine and 





these days of rapid turn-over. Here the hard- 
wood flooring will have perfect care, as it will 
be stored in specially-built, dust-proof rooms, 
heated to a temperature that will maintain 
correct moisture content. 

The Paul Bunyan line of California pines 
carried at the 
Chicago. ware- 
house comprises 
numerous sizes and 
grades of lumber, 
bevel siding, log 
cabin siding, mold- 
ings, sash and win- 
dows—knock-down 
or set up open or 
glazed, doors of all 
kinds, window and 
door screens, cab- 
inets and veneer 
plywood panels, 
and_ special mill- 
work is here made 
F _ to order. Sales of 
Chicago dis- these products are 
tributing ware- 





house of the Red 





River Lumber Co. 


confined to recog- 
nized retail dealers. 


will become exclu- 


hardwood flooring 





The local manager 


Sive distributer for two prominent producers, 
the Yawkey-Bissell Lumber Co., White Lake, 
Wis., which manufactures maple, beech, birch 
and Wisconsin oak flooring, and the Long-Bell 
Lumber Co., which manufactures white and red 
and Cellized-plank oak floorings. 

Retail distributers will benefit by the central 
location of the combined stocks at the Red 

Iver company’s Chicago plant, and the en- 
larged services rendered will be appreciated in 


at the Red River 
is E. L. Weeks. 
Carload sales, both in Chicago and surround- 
ing territory, will be handled at the wholesale 
office of the Red River Lumber Co., 360 North 
Michigan Avenue, in charge of H. V. Scott, 
manager of wholesale sales. A very satisfac- 
tory business in the new line of hardwood floor- 
ing is expected by Mr. Scott, because of its 
quality and the speedy delivery possible. 


distributing warehouse 
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PRAISE! 
PRAISE! 


oma PRAISE!!! 


ew Users 
Everywhere Are 
Heartily Endorsing the 


NEW STYLE 
Lumbermen’s 


Credit Rating 
Book 


(CLANCY’S RED BOOK) 


Letters we are receiving from both 
old and new users seem to prove 
conclusively our claim that the 
“RED BOOK” Credit Rating Serv- 
ice is the most complete, reliable 
and satisfactory service available, 
to lumbermen and others who sell 
the same trade. 


—Has Most Names 
—Easiest to Read 
—Contains State Maps 
—Reliable as Ever 


THE 
NEW 
RED 
BOOK 


A Southwestern Manufacturer Says: 


“We are enclosing renewal for another year. 
We like the new form of the Red Book very 
much indeed. The inclusion of the maps is a 
great improvement and the change in form 
of the book and printing adds materially to 
the ease with which it can be used.” 


From a North Carolina Wholesaler: 


“We acknowledge receipt of the new “Red 
Book” and compliment you on the wonderful 
changes. With the new large book size, new 
rating symbols, state maps and abbreviated 
railroads, in our opinion, makes it a 100% 
production. This added to your already fine 
service, makes it a pleasure for us to recom- 
mend it to any one selecting credit service.” 


Try the New ““RED BOOK” 


With Its Exclusive SEMI-WEEKLY 
Supplements, and ““TREND” Type 
Special Reports for 


60 Days Free 


Ask for a Trial Today 


LUMBERMEN’S CREDIT 
ASSOCIATION 


608 SO. DEARBORN ST. CHICAGO 
99 WALL ST. $3 NEW YORK CITY 
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Makes all other windows 


eS obsolete 
J Petit a ‘ 






Write to Curtis Companies Service Bureau 
622 CURTIS BLDG., CLINTON, IOWA 











| 
rimerless Neo Primer of any kind ie 


+ gastos. It ye poe Oy the 
u Y as oul on bare weed ao i? 
primed. 
Is Just Whatthe Name Implies ALSO USE AND SELL— 
“Parker’s’’ Calking Putty. “‘Parker’s’’ Steel Sash Patty. 
“*Parker’s’’ End Wood Sealer Keeps Out Moisture. 
Write for Prices and Information. 


IRA PARKER & SONS CO.|, Oshkosh, Wis. 
<A R 










Richard Shipping Corp. 


Established 1847 
44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 








Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 












Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 











Surface Measure 


ESTIMATOR 


By J. M. LEAVER—————_, 





This book covers in the most com- 
plete manner the whole field of 
surface measure as applied to rapid 
estimating of contents of fractional 
sizes of lumber, veneer, fibre board 
and stock used in the manufacture 
of interior and exterior finish, panels, 
doors, sash, blinds, door and win- 
w frames, etc., etc. Send for 
circular containing sample pages. 


Pocket Size (41."x61") 
Postpaid $5.00 
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Clements was received with extreme regret and 
was accepted only because of a realization of 
his long and efficient service that merited some 
relief from active participation in the manage- 
ment of the corporation. Mr. Clements, who 
is well and favorably known throughout the 
lumber industry, has been connected with the 
Fisher Lumber Corporation since it was or- 


ganized. 
-7oe—_———_ 


Chicago Lumbermen Golfers Set 
Tourney Date 


The twenty-sixth annual tournament of the 
Lumbermen’s Golf Association of Chicago will 
be held at the Olympia Fields Country Club 
on Tuesday, June 21. As usual, there will be 
a number of trophies and prizes to be contested 
for, and a suitable anniversary souvenir is to 
be presented to each player. Sangston Hettler 
is chairman of the committee on arrangements, 
other committee chairmen being P. J. Willis, 
entertainment; Minor E. Botts, handicaps. 
There will be a table d’hote luncheon at the 
club house and dinner will be served at 
7:30 p. m. All lumbermen have a cordial in- 
vitation to participate in this tournament and 


June 11, 19% 


are asked to notify the secretary, J. L. Str 
30 North La Salle Street, of their intention to 
attend the tournament and participate in ajj of 
the festivities. 

-_ 


Resigns as Farmstead Engineer 


SAN Francisco, Cauir., June 4.—With gen. 
uine regret, the California Redwood Associa. 
tion has announced the resignation, effective 
June 1, of Max E, Cook, who for eight years 
has faithfully and satisfactorily served the as- 
sociation as farmstead engineer. Mr. Cook js 
one of the outstanding men in this line of work 
and through his connection with the redwoo 
association has rendered to the industry and to 
the consumers of redwood a highly constructiye 
service. 

Announcement also has been made of th 


opening of an eastern office in the Graybar | 


Building, New York City, which will be ip 
charge of R. R. Chaffee, who on May 1 was 
appointed eastern field representative of the as. 
sociation. Since that time Mr. Chaffee has 
been in Chicago, collecting materials and cop. 
tacting the offices there of members of the 
association. 








BUSINESS CHANGES, 














. 
Casualties 

ARKANSAS Glenwood—Caddo River Lumber 
Co. store burned with $25,000 loss. 

Manila—Manila Cooperage Co., shed destroyed 
by fire; $10,000, 

FLORIDA Hicoria—W. ©. Sherman Lumber Co.; 
dry kiln burned; $15,000 loss. 

LOUISIANA. Lake Arthur—Home Lumber Co., 
sawmill burned; no insurance. 

Shreveport—Allen Mfg. Co., millwork plant 
burned; $60,000. 

MINNESOTA Chisholm—Mesaba Tie & Timber 
Co., sawmill damaged; $10,000, 

Northome—Bowman Lumber Co.'s sawmill, 19 
miles east, reported destroyed by fire. 

MISSOURI. Kansas City—Inman Box factory 


damaged by fire; $5,000. 
Marshfield—Pierce-Stigman Lumber Co.; fire loss, 
$15,000. 


NEW YORK. Modena—J. E. Hasbrouck Co. 
(Inc.), fire loss, $40,090. 

NORTH CAROLINA. Bolton—Lake Waccamaw 
Lumber Co. shingle shed burned. 

Lake Waccamaw—North Carolina Lumber Co. 


plant destroyed by fire. 


PENNSYLVANIA. Patton—Andrew Rhody 


Co., 


lumber, loss by fire in yard and storage house, 
$24,000. 

SOUTH CAROLINA. Bamberg—Bamberg Lum- 
ber Co., loss by fire $150,000; dry kilns burned. 

TENNESSEE, Lafayette—Johnson Bros., loss by 
fire, $5,000. 

TEXAS. Nacogdoches—Stone Lumber Co., loss 
by fire, $8,000. 

VERMONT. Barre—Nelson Lumber Co., loss by 
fire, $10,009. 


VIRGINIA. Richmond—David M. Lea & Co., 
warehouse destroyed; $12,000. 


Business Changes 


ALABAMA. Brundidge—Dickert-Fleming Lum- 
ber Co. succeeded by C. L. Dickert. 

ARKANSAS. Hatfield—L. W. Hall succeeded by 
Hall & Luttrell Lumber Co. 

CALIFORNIA. Los Angeles—Southwestern Lum- 
ber Co. selling out to N. A. Davis who will con- 
tinue under same name. 

San Francisco—Charles R. McCormick Lumber 
Co. of Delaware moving to 461 Market St. 

COLORADO. Denver—Gittings-Rewick Lumber 
Co. changing name to Gittings-Stockham Lumber 
Co., T. C. Rewick withdrawing. 

Otis—Hoch & Haverland succeeded by R. E. 
Haverland Lumber Co. sold to Akron-Otis Lumber 
Co 


FLORIDA. St. Petersburg—Rieck-Caldwell Lum- 
ber Co. succeeded by Rieck & Fleece (Inc.) 

ILLINOIS. Benld—Stoltze Lumber Co. sold to 
Illinois Lumber Co. (Inc.) 

Tampico—J. Y. Burnett sold interest in Tampico 
Lumber Yard to L. J. Kendall. 

INDIANA. Mentone—C. L, Ernsberger succeeded 
by Ernsberger Lumber Co. 

KANSAS. Trousdale—Lindas Lumber Co. 
ing stock to Belpre. 

KENTUCKY. Louisville—Kentucky Lumber & 
Millwork Co.; G. A. Christen sold interest to Eli 
Brown. 

MASSACHUSETTS. Boston—Curtis & Pope Lum- 
ber Co. moving to South Bay Ave. and Burnham 8t. 

Newton Highlands—Herbert C. Veno Co. taken 
over by Veno Lumber Co. 

MICHIGAN. Grand Haven—wWilliam Heap & 
Sons sold to American Sanitary Mfg. Co., manufac- 
turer of plumbers’ woodwork. 

Tawas City—R. G. Schreck, of East Tawas has 


mov- 


purchased the lumber and building material busj- 
ness of C. E. Tanner Lumber Co. 

MINNESOTA. Webster—Jake Lampert Yards 
sold to H. E. Westerman Lumber Co. 

MISSOURI. 
succeeded locally by J. M. Perry Lumber Co. 

Caruthersville—Dillman Egg Case Co. and Weis- 
Dillman Lumber Co. succeeded by Dillman Indus- 
tries (Inc.). 

Greenville-—-Marsh-Wilkinson Lumber & Mercan- 
tile Co. changing name to Marsh Lumber & Mer- 
cantile Co. 

Springfield—I. E. 
succeeded by Hatten 
Stevens as president. 

Willow Springs—Willow Springs Commission & 
Lumber Co. sold milling department to F: H. Ham- 
mer and lumber business will be continued under 
name of Willow Springs Lumber Co., J. A. Arm- 
strong, owner. 


NEW HAMPSHIRE. 


Hatten Lumber 
Investment Co., 


& Supply Co. 
with Rita D, 





Nashua—Proctor Bros. & 
Co. retail department taken over by William P. 
Proctor Co., of North Chelmsford, Mass. 

NEW MEXICO. Lovington—Panhandle Lumber 
Co. retired from business at this point, most of the 
stock being purchased by Kemp Lumber Co, 


NEW YORK. New York—Eppinger & Russell 
Co. moving to 80 Eighth Ave. 


Rochester—C. H. Rugg Co. sold at receiver's sale 
to Walter Hughes. 

Syracuse—Palmer Millwork Corporation 
over by Syracuse Millwork Corporation. 

NORTH CAROLINA. High Point—oO, L. Wil- 
liams Veneer Co. (Inc.) moving to Sumter, S. C. 

NORTH DAKOTA. Sanborn—F. J. Bignall Lum- 
ber Co, leased yard to Paul Hanson. 

OHIO. Bellaire—Anderson & McGregor Co. will 
dispose of all stocks and suspend business. 

Columbus—Yardley Screen & Weatherstrip Co. 
sold to Frederick B. Hill, jr. who has organized a 
new company to be chartered as Yardley Screen & 
Weatherstrip Corporation, with 250 shares, no par. 

OKLAHOMA. Buffalo—C. E. Sharp Lumber Co. 
sold to Home Lumber & Supply Co. 

Konawa—Proples Lumber Co. taken over by 
Ketcham Lumber Co. 

OREGON.  Portland—International 
moving to 427 E. 45th St. N. 

Portland—Williams Wood Products Co. succeeded 
by Williams Mfg. Co. 

TENNESSEE. Chattanooga—Chattanooga Mfg. 
Co. succeeded by Chattanooga Box & Lumber Co. 

Lenoir City—Calloway Lumber Co. sold to R. M. 
Calloway and John W. Harris. 

TEXAS. Mt. Pleasant—Denman Lumber Co. suc- 
ceeded by Mt. Pleasant Building Supply Co. 

O’Donnell—Sorrells Lumber Co.. sold to C. W. 
Bartlett, of Dallas. 

WASHINGTON. 
shingle 
Rehmke. 

Longview—Central Millwork Co. moving to Kelso. 

WISCONSIN. Medford—L. W. sold 
to O. & N. Lumber Co. 

Milwaukee—Rauwold Woodworking Co. changing 
name to Home Sash & Door Co, 


New Mills and Equipment 


taken 


Lumber Co. 


Anacortes—William C. Farrell, 
manufacturer, succeeded by William D. 


Gibson Co. 





ALABAMA. Montgomery—Montgomery Stave & 
Cooperage Co. is reconstructing and re-equipping 
want on North McDonough St. at cost of about 
$75,000. 

ARKANSAS. Lake City—Lake City Stave Mill 


being moved from Lake City to Caraway, Ark.. 
where parts of the machinery will be installed in 
the Allen Cooperage Co.’s plant. 


FLORIDA, Jacksonville—F. S. Buffum Co. 






Brunswick—C. J. Harris Lumber Co, | 
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in two units for planing mill and 
oe’ Pn ag sheds to take place of those 
recently burned. 

MINNESOTA. Minneapolis—Lawson & Nelson 
gash & Door Co. opening new plant at 419 N. 5th 
St. to take place of one recently burned. 

MISSISSIPPI. Lake—Schneider Stave Co. will 
erect a modern plant here in the near future; site 
pought; will have monthly payroll of about $5,000; 
Q. A. Lowe, manager. 

NORTH DAKOTA. Wahpeton—Wahpeton Glass, 
Paint & Supply Co., Redling and Hansen, proprie- 
tors, reported to erect a $30,000 sash and door 
factory this summer. 

West Fargo—West Fargo Lumber & Supply Co. 
erecting lumber yard buildings. 

OREGON. Lakeview—Don McLean, J. Clark and 
Cc W. Woodcock have formed a corporation to 
construct and operate a sawmill here under name 
of Woodcock Lumber Co. ; 

Noti—Forcia & Larson have begun operation of 
a sawmill near here. : v 7 : 

Prospect—F’. C. Goetz is engaging in operation 
of sawmill at Red Blanket near here. ; 

Toledo—Guy Roberts has begun operation of his 
sawmill here. 

PENNSYLVANIA. Ardmore—Smedley & Mehl 
plan rebuilding of lumber yard after $50,000 fire. 

SOUTH DAKOTA. Watertown—Gilbert Yards 
(Inc.) constructing lumber yard at corner of 4th 
St. and 9th Ave. 

WASHINGTON. Seattle—City Sash & Door Co. 
will rebuild burned plant. 

Tacoma—Model Lumber Co. has completed erec- 
tion of new plant. 


New Ventures 


ARKANSAS. Summit—Freeman Bros, Co. start- 
ing stave mill; Ray Linton a sawmill, and T. A. 
Miller Lumber Co. a sawmill. 

CALIFORNIA. Los Angeles-—Boyer Lumber Co. 
starting a retail yard at 4868 Alhambra St. 

Sen Francisco—The California Wholesale Lum- 
ber Association has opened offices at 260 California. 

San Francisco—S. O. Nelson starting wholesale 
lumber business at 669 Market St. 








Wasco—Wasco Mill & Mfg. Co. opening lumber 
yard. Clay Gilbreath, manager. 

ILLINOIS. Chicago—A. H. Ruth, wholesale 
lumber, 11 S. LaSalle St. 

INDIANA. Bloomington—Economy Cut Rate 
Lumber Co., new concern at 3rd and Monon R. R.; 
A. E. McGill, manager. 

IOWA. Webster City—W. F. Jones and S. M. 
Furrow. both of Fort Dodge, have bought a site 


and are erecting sheds, remodeling store etc. and 
will put in complete stock of lumber, hardware, 
paint and coal; Vernon Furrow, manager. 

MASSACHUSETTS. Auburndale—Ross A. Shep- 
ardson starting retail lumber business. 


MISSISSIPPI. Yazoo City—J. S. Dearman, of 
Jackson, Ala., has established a cedar mill on 
15th St. 

MISSOURI. Carthage—Norman Bricker’ will 


open a lumber yard. 
Carrollton—Cousins Lumber Co. opening yard. 
Jameson—J. R. Somerville opening lumber yard. 


MONTANA. Glacier Park—Monarch Lumber Co. 
opening branch yard. 
NEW YORK. Ohio—The Lawson Co. opening 


lumber yard. 
Syracuse—Syracuse Millwork Co. opening whole- 
sale business at 1200 Burnett Ave. 


OHIO. Sterling—C. D. Finley Lumber Co. open- 
ing lumber business 

OKLAHOMA. Antlers—Wilson-Bennett Lumber 
Co. opening retail business. 

Idabel—Wooten Lumber Co. opening retail busi- 
ness. 

OREGON. Athena—Hicks Wood Working Shop 
opened on Main St. 

Milwaukie—C. F. Harmon has opened a wood- 
working shop at 985 Rockwood Ave.; Ed Wyman 
has started a rustic furniture manufacturing busi- 
ness at Malcolm St. 

Portland—Long Cross Arm Co. leased building on 


E. 27th and Morgan Sts. and will manufacture 
crossarms. 
Portland—Paris Mfg. Co., woodworking, open- 


ing retail store at 9th and Belmont. 

Salenm—Willamette Box Co. started at 1374 Skin- 
ner St.; John D. Friesen, manager. 

SOUTH DAKOTA. Watertown—Gilbert 
(Inc.) will open. 

UTAH. Mt. Pleasant—Morrison-Merrill & Co. 
opening up lumber. yard, with Harry Piper in 
charge. 

WASHINGTON. Port Angeles—G. & B. Logging 
Co. opening logging camp in Seibert Creek disttrict, 
hauling by truck to Port Angeles. 

Seattle—Associated Equipment Co., loggers’ sup- 
Plies, opening at 2929 First Ave.; Warren W. Iver- 
son interested. 


Yards 


Incorporations 


CALIFORNIA. Los Angeles—The Building Ma- 
poe Market (Inc.), $5,000; Fred B. Clark inter- 
sted, 

DELAWARE. Wilmington—wWhitewater 
Lumber Co., incorporated. 

FLORIDA. RBlountstown—Midway Lumber Co.; 
1,600 shares, $100 par; A. W. Chambliss, interested. 
Panama City—Canal Timber Corporation; $10,000; 
R. H. Wilson interested; sawmill. 


River 


GEORGIA. Vidalia—Standard Lumber Co., in- 
corporated. 

ILLINOIS. Chicago—Zechman & Co.; wholesale 
lumber; $10,000; old concern; 1410 S. Morgan St. 

INDIANA. Indianapolis—W. J. Hare Lumber 
Co.; 100 shares. 4100 par; W. J. Hare, interested. 

Vincennes—Klemeyer Lumber Co.; 100 shares, 


Par $100; John L. Klemeyer, sr., interested. 
MARYLAND. Baltimore—Morgan Millwork Co. 
changing capital to 6,000 shares, no par. 
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MASSACHUSETTS. Boston—-South Boston Lum- 


ber Co.; general lumber; 100 no par shares; Max 
Gross, pres. 
Newton—Veno Lumber Co.; retail; 100 shares, 


no par; J. Edward Downes, pres.; old concern. 
Worcester—Wood (Inc.); retail; 500 shares, no 
par, Pliny W. Wood, jr., pres.; 11 Garden St. 
MICHIGAN. Algonac—G,. Townsend Sons (Inc.); 
lumber and building materials, fuel; $80,000; old 
concern. 
Detroit—Superior Lumber Co., 
par; 2200 8th St.; old concern, 
MISSISSIPPI. Natchez—A. A. A. Lumber Co.,; 
25,000; H. H. Alexander, of Belzoni, interested. 
MISSOURI, St. Louis-—-Sterling Boxes (Inc.); 
E. F. Heger, Ferguson, interested. 


1,000 shares, no 


NEW YORK. Brooklin—Ideal Lumber & Trim 
Co.; $5,000; Ralph Garlin, 435 Alabama Ave. 

Brooklyn—Blitstein Co. (Inc.); $10,000; window 
frames, trim, doors etc.; Jerome Sherman, 245 


Putnam Ave. 
Brooklyn—Millwork Distributors, 
Buffalo—Taylor & Crate (Inc.) 
from $1,500,000 to $300,000. 


incorporated. 
reduced capital 


Elmira—Stull & Miller Sash & Door Co., incor- 
porated. 
New York—Interstate Wood Industries (Inc.); 


$25,000; Herman S. Axelrod, 261 Broadway, inter- 
ested. 

New York—M. Lasberg (Inc.); general wood- 
working; 100 shares no par; 15 E, 41st St. 


New York—David E. Kahn Wood & 
ducts Corporation, incorporated. 

New York—Park Avenue Wood Working Co., in- 
corporated. 

NORTH CAROLINA. 


Metal Pro- 


High Point—Mackenzie 





Face Veneer Co.; 1,000 shares, no par; T. S. Mack- 
enzie, interested. 
OREGON. Kimath Falls—Sprague River Box 


Co.; $25,000; E. O’Flaherty interested. 
PENNSYLVANIA, Albion—Albion Lumber 
$10,000; A. S. Morrison interested, 
TEXAS. Dallas—J. R. Shoupe & Co.; wholesale 
and retail lumber; 3111 Main St.; $10,000; old con- 
cern. 


Co.; 





WASHINGTON. Tacoma—Northwest Door Co.; 
$40,000; 1203 East D St.; old concern. 

Wenatchee—Wenatchee Timber Co.; $200,000; 
Thomas Leman Johnson, et al. 

WEST VIRGINIA. Morgantown—Mon Valley 
Coal & Lumber Co.; 400 shares, $25 par; Thomas 


J. Johnson interested. 





Consider Basic Price List for 
Southern Pine 


New Onrteans, La., June 6.—Re-establish- 
ment of a standard southern pine lumber price 
list, which will be used by manufacturers in 
quoting their individual prices, on or off list, 
as a means of improving conditions in the in- 
dustry, was proposed in a group committee 
meeting here May 31, a decision being reached 
to submit such a proposal to the mills. The 
publication of such a list, it was pointed out, 
will restore a practice followed prior to the 
World War. The basic list woud be published 
by an independent agency, with pricings con- 
siderably higher than present day levels. 

In the meeting, steps taken within the in- 
dustry for carrying out the recommendations 
of the U. S. Timber Conservation Board were 
discussed, the holding of production to 20 per- 
cent of current shipments for the rest of the 
year, rather than a general shut down for sixty 
days, being proved as a means of reducing mill 
stocks to budgeted levels. 

The announced purpose of the session was 
to hear reports of results of district group meet- 
ings held during the last two weeks. Sum- 
maries indicated substantial attendance by both 
large and small mill operators. Small mills, 
generally, were reported as “down” and large 
operations on “shott time.” In this session, 
it was decided to conduct district meetings 
every two weeks, at which statistics covering 
production, shipments, orders and stocks of the 
group; of all groups; and of the entire lumber 
industry will be presented. 

The establishment of a standard list for south- 
ern pine was taken up after the reports on 
group meetings, and was concluded with the 
appointment of a committee of ten members to 
compile a basic list. The committee will sub- 
mit a list to a general southern pine manufac- 
turers’ meeting for approval. The list, if and 
when distributed, will go to manufacturers, 
wholesalers, retailers, industrial and railroad 
purchasing agents, contractors, and other timber 
and lumber buyers. 

A suggestion pointing toward more aggres- 
sive selling campaigns was advanced, but dis- 
cussion indicated that only two in the meeting 
held the belief that more lumber could be sold 
at present by such means. 
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Definite Upward Turn 
Appears Certain 


[By F. J. Caulkins] 


Boston, Mass., June 6.—Trade comment 
here is more cheerful. There is ample justifi- 
cation for the claim that the lumber market, 
having settled to bed rock some weeks ago, has 
definitely turned upward. New interest is 
shown in home construction, and an almost un- 
precedented enthusiasm for remodelling and re- 
pair work. More buoyant and hopeful com- 
ment comes from retail yards at the larger 
centers, and many of the larger wholesale dis- 
tributors insist that the downward tendency of 
prices has been effectively checked. Comment- 
ing upon this price trend in West Coast woods, 
one prominent intercoastal shipper declared to 
the writer that the distributors had been forced 
to apply the brakes to the downward movement 
of prices, and if they could not find a market 
for their parcels at a price level that would 
yield a reasonable profit, they would still fur- 
ther curtail their shipments. “A commodity 
like lumber,” said he, “with a fixed cost, can 
not long be manufactured and sold at a loss 
without bringing a constant drop in produc- 
tion volume.” 


Lower Costs Encourage Building 


The last two months has recorded a steady 
increase in the volume of home building 
throughout New England, according to sta- 
tistics gathered by the Federal Reserve Bank 
at Boston. The increase in April over March 
was 27 percent, and of March over February, 
38.8 percent. The greatest increase in April 
is found in the residential classification, with 
a gain of 52 percent over March. Lower costs 
of both building material and labor will 
surely account for a portion at least of the 
developing enthusiasm for new home con- 
struction. Based on 1921 the index number 
of wholesale prices for building material 
reached a peak figure of 111.6 in 1922, and 
decreased each year until 1928. There was a 
slight jump in 1929, followed since by a 
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steady recession until the complete figure 
for 1931 went to a new low of 81.4. Taking 
the wage level of building workers in 1921 
as the 100 base, the high figure of 137.9 was 
reached in 1931. Since Jan. 1, this base figure 
has been sharply cut down, and, while offi- 
cial wage scales may still be above the 1921 
base of 100, the actual cost of building labor 
today would probably carry: the base well 
below that level. 


Asks Chance for Business Leaders 


All branches of the lumber industry in the 
Boston area will gather in one of the private 
dining rooms at the Boston Chamber of Com- 
merce at noon tomorrow. Luncheon will be 
served from 12:30 to 1 o’clock, and from one 
to two will be devoted to an address by Car] 
P. Dennett, in the course of which he will 
review current financial and commercial con- 
ditions, leading to a demand that unless 
waste is halted in city, State and nation, and 
the financial and business leaders are given 
a reasonable chance to restore order, there 
will be no hope of encouraging capital to in- 
vest in old or new enterprises. He is vice 
president of the Boston Chamber of Com- 
merce, and a director of the First National 
Bank of Boston and of the Old Colony Trust 
Co. The lumbermen at Boston will be one of 
the first commercial groups to hear Mr. Den- 
nett as he starts his campaign to arouse the 
business interests of the country to the need 
of cohesion and concerted action by Congress 
along constructive rather than destructive 
lines. 

New Tariff Needs Interpretation 


Lumber offices at Boston are somewhat 
puzzled by the provisions of the proposed 
tariff on lumber now before Congress. The 
old law calls for a levy of $1 a thousand on 
all dressed lumber. The proposed law reads: 
“Par. 601 (c) (6). Lumber rough or planed 
or dressed on one or more sides, $3 a thou- 
sand feet, board measure; but the tax on the 
article described in this paragraph shall 
apply only with respect to the importation 
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of such articles.” There is such a Strong 
drive in Washington to increase income from 
all sources that the question naturally arises 
“Will this new levy of $3 a thousand feet 
cancel the old duty of $1, or merely be addeq 
to it?” In any event, the tariff act of 1939 
applied only on dressed lumber and, if the 
proposed levy is adopted and is treated as an 
addition to the “1930” law, the cumulative 
charge of $4 would be against dressed lum. 
ber only, while rough stock would be taken 
from the free list and assessed at $3. There 
is a special provision in the “1930” law which 
reads that, after fixing a duty of $1 a thou- 
sand feet upon fir, spruce, pine, hemlock or 
larch: “there shall be exempted from such duty 
boards, planks and deal of fir, spruce, pine, 
hemlock or larch, in the rough or not further 
manufactured than planed or dressed on one 
side, when imported from a country con- 
tiguous to the continental United States, 
which country admits free of duty similar 
lumber imported from the United States.” 


This special provision is part of the tariff 
law unless it is cancelled in the tariff amend- 
ments now before Congress. When this pro- 
vision was added to the 1930 law, it was ac- 
cepted as a direct drive against the further 
importation of Russian spruce. There was 
further provision—effective Jan. 1, 1932— 
prohibiting the importation of lumber pro- 
duced by convict or forced labor, and the com- 
bination of these two provisions has resulted 
in an almost complete cessation of lumber 
shipments to this country from Russia. Be- 
fore these provisions were adopted, imports 
of Russian spruce had reached an annual 
total in excess of thirty million feet. 

The market for West Coast fir and hemlock 
at Boston is in very good balance as regards 
supply and demand, but the level of activity 
is still very low. Receipts at all piers in May 
totaled 6,593,725 feet, and this compares 
16,171,689 feet for the same month in 1931; 
1930, 10,678,755 feet, and 1929, 14,910,000 feet, 
There was an increase over the April total, 
5,098,357 feet. For the first five months in 
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1932 the total was 43,737,941 feet; 
66,741,018 feet, 1930, 62,304,795 feet. 

Most Atlantic coast services of the 
Coast Lumbermen’s Association were 
pended a month ago, when the New York 
office under the management of R. T. Titus 
was closed, and J. S. Rine, official inspector in 
Atlantic coast territory, was recalled. This 
move apparently complicates the drive for 
grade-marked lumber at Boston, for, unless 
the demand for it spreads beyond Boston, 
the volume used will be light, and adjustment 
of claims difficult unless some form of sworn 
survey is arranged for. 


1931, 


West 
sus- 


Seek Private Control of Terminal 
Shipping interests at Boston, ably sup- 
ported by the Boston Port Authority, at- 


tended a hearing in Washington last week 
before the Shipping Board, advocating the 
restoration of the Army Base at Boston to 
private control, in place of the present man- 
agement by the Shipping Board. The charge 
was freely made that the Shipping Board was 
not interested in developing the port of Bos- 
ton, or of attracting business here, and that 
control and management by private interests 
would result to the advantage of the port. 
Army Base was built during the World War 
at a cost of many millions of dollars for re- 
ceiving and forwarding army supplies over- 
seas. Its vast, huge docks and cement ware- 
houses have since proved to be a white 
elephant. There has been both private and 
governmental operation, but results in each 
case have been far from satisfactory. It is 
reported today that a syndicate of Boston 
business men has formed the Boston Dock 
and Terminal Co. and will bid for a lease of 
the base, also that a prominent intercoastal 
lumber shipper will enter its bid for control 
of the big terminal. 

West Coast Woods—Asking prices for all 
dimension sizes of fir, f. o. b. cars or trucks 
at the Boston terminals, are uniformly $17.50 
off page 11% of the West Coast manual, but 
it is admitted that some orders have been 
placed within a week at $18 to $18.50 off list. 
There are a few lots of storage lumber, both 
dimension and boards, that are being moved 
at price concessions, but as a rule prices are 
quite steady., and there is no embarrassing 
surplus of stock either on the docks or afloat, 
bound here. The asking prices for fir or 
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hemlock boards range from $17.50 for No. 1, 
and $16.50 for No. 2, down to $15 and $15.50 
for No. 3, with some offices reporting as low 
at $14 for the latter grade. 

Eastern Spruce does not gain price ground, 
though orders from the yards are more 
liberal in volume. There has been some pres- 
sure from the Provincial shippers to market 
accumulations of random spruce and hem- 
lock, in advance of the enactment of the new 
tariff law, adding $3 to the levy on Canadian 
lumber. At this writing there is no informa- 
tion as to the effective date of this new 
charge, but a letter received in Boston today 
from a Canadian shipper of white pine, 
cautions the selling office here against ac- 
cepting any new business at present prices, 
that can not be loaded and started away from 
the mill yard on or before June 25, indicating 
a purpose to get the shipments into United 
States territory on or before July 1. The 
Provincial shippers of spruce and hemlock 
appear to be making special prices in an 
effort to promptly move surplus stocks. For 
the same reason, mills in northern New Eng- 
land are holding firmly to list prices, seeing 
a probable early advantage of $3 a thousand 


over their Canadian competitors. At the 
moment, the price range is wide, but the 
Maine mills are quoting dimension spruce 


at: 2x3-, 3x4-, 4x6- and 4x4-inch at $23@25; 
8-inch at $26@28; 10-inch, $32@34; 12-inch, 
$34@35. For the random sizes, the market 
is very much unsettled, with the Maine mills 
quoting $19.50@20 for the small scantling; 
8-inch, $23@24, and 10-inch, $30@32. Canadian 
mills are quoting from $1@2 below these fig- 
ures, in an effort to unload mill yard stocks 
before the new tariff swings into action. 
Covering boards, 5 inch and up, are quoted 
as low as $19.50 to as high as $22, and the 6- 





and 7-inch matched boards are $22@24. 
Hemlock—Eastern and northern hemlock 
clipped boards sell at a range of $20@21, 


and the random as low as $18.50@20.. No. 2 
West Coast hemlock, boards f. o. b. dock here 
sell at $15.50@16. 


Shingles and Lath—Maine slab lath hold 
steady at $3.75@4 for the 1% inch, and $4.75 
for the 15-inch. Canadian mills are shading 
these prices 50 cents. Eastern white cedar 
shingles are fairly active, and steady at $4.25 
for extras; $3.25 for clears and $3 for second 
clears. Previous quotations still hold for 
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New Tariff Causes Pressure 
from Canadian Shippers 


the Washington and British Columbia _ red 
cedars: $3.09 for the 16-inch XXXXX and 
$3.44 for the 18-inch Perfections. These 
prices are upon the per square basis. 

Boxboards—Round edge native pine box- 
boards show no quotable change in prices. 
Surplus lots at the mills are being reduced 
steadily, and there has been a still further 
curtailment in the number of operating mills, 
but the buyer still controls the price situa- 
tion, with sales at a range of $22@27 deliv- 
ered at the box plants. 

Clapboards—Eastern spruce clapboards do 
not change. The 6-inch, 4-foot boards sell 
uniformly at $120, delivered at Boston points, 

Lumber School to Close for Season 

Kenneth R. Mackenzie, chairman of the 
Boston Lumber School, announces that the 
last session of the season before the vaca- 
tion period will be next Friday, June 10, in 
the Kendall Square Building in Cambridge, 
at 7:30 o’clock. The speaker will be Stuart 
Huckins, of Tim-Huckins Co., East Boston, 
and his subject will be “Structural Grades of 
Timber, Joist and Plank.” Mr. Huckins is 
an outstanding authority upon the uses of 
structural timbers. 


Reverses Philippine Mahogany Ruling 


The Federal Trade Commission has just an- 
nounced complete reversal of its position 
taken in 1927, when it issued “cease and 
desist” orders against the classification of 
any lumber made in the Philippine Islands 
as “Philippine Mahogany.” The shippers of 
this wood entered strenuous objection to the 
ruling, but the commission was sustained by 
the second circuit court. More recently, the 
commission reversed itself, and it is now 
announced that the court also has withdrawn 
its prohibition. The commission now de- 
clares that there is nothing unfair in brand- 
ing these woods as “Philippine Mahogany.” 
A group of fourteen Boston, New York and 
Western shippers were made defendants 
under the original order of the commission. 


News of Trade Personalities 


Joseph B. Grossman of the Grossman Lum- 
ber Co. retail dealers in Quincy, and oper- 
ating a chain of yards in other Massachu- 
setts cities has taken out nomination papers 
to run as a republican for a seat in the gov- 
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ernors council. He is now a member of the 


State legislature. 
Albert N. Towne, formerly vice president 
of the Stone Lumber Co., Boston, and for 


eighteen years a traveling representative in 
New England north of Boston, has withdrawn 
from the lumber field and is now affiliated 
with the V. W. Kenney agency of the Con- 
necticut Mutual Life Insurance Co. 100 Milk 
Street, Boston. 

The Cape Cod Lumber Co. at East Ware- 
ham, Mass., was on May 28 petitioned into 
bankruptcy by J. F. Gerrity & Co. and others, 
holding claims of $6,367. The yard is being 
taken over by the Friend Lumber Co. of 
Medford, Mass. 


Retail Business Strongest 


in Suburban Areas 


New York, June 7—Hot weather and un- 
certain conditions in business have kept the 
lumber market dragging along at the low level 
it reached about a month ago. Even the most 
persistent of optimists is having trouble find- 
ing bright spots in the present lumber situa- 
tion and those few lines which can report 
slightly increased inquiry or bookings ascribe 
these improvements—which they always qual- 
ify with the word “temporary”—to unhealthy 
and abnormal conditions. 

Several lumbermen interviewed 
and today were longing for the “good old 
days” of 1931, which is rather surprising, 
inasmuch as they said a year ago that they 
could not go on unless things got better. 
However, they did go on, and, to a side-lines 
observer, it looks as if conditions were 
healthier now than they were then. 

In general, retail orders are coming in 
strongest from suburban yards, with the 
country second, and the strictly urban area 
a poor third. Lumbermen report more profit 
in selling the country yards than there is 
in the suburbs, as they say that the suburban 
yards, as well as the less active city retail- 
ers, complain about nearly every carload, and 
usually get a settlement on their complaints, 
due to the keen competition among manufac- 
turers, wholesalers and commission mer- 
chants to get city and suburban business. 

Effects of the New ‘Tariff 

Increase of the tariff on Canadian lumber 
has not had much effect here. Douglas fir 
and other western commission men and 
wholesalers say that British Columbia mills 
have expected the tariff, and have been chary 
about accepting orders for some _ time, 
whereas the handlers of Maritime Province 


yesterday 


AMERICAN LUMBERMAN 


lumber simply expect the mills to add $3 
to their prices, 
Eastern Spruce bookings have increased 


sharply because of the tariff increase, which 
will go into effect shortly. Spruce has been 
finding a good, steady market among re- 
frigerator manufacturers, who are taking 
two or three months’ requirements now to 
avoid paying the $3 increase. Spruce lath 
and other specialties are not selling well, 
and in the more expensive grades are trying 
unsuccessfully to compete with Ponderosa 
and Idaho pine. Very few consignments are 
expected, most of the schooners coming down 
on an all-sold basis. Seven-day delivery is 
offered the refrigerator manufacturers. 


Changes in Intercoastal Trade 


The intercoastal rate is supposed to be firm 
at $10, but very few shippers pretend to be- 
lieve that that price is really being paid. 
However, no breaks have been reported or 
complaints filed with the conference. 

The increasing importance of Albany as 
a wholesale yard center reminds many old 
timers that this port was once the center of 
middle Atlantic lumber 


activity. The new 
carloading charges put Albany in a position 
to reship lumber into Ohio, and other points 


further west than Buffalo, which has been 
the limit of Albany reshipment under the 
present railroad rate schedule. 


Protest Port Newark Charge 


New York, June 6.—The effort made by 
interested lumbermen to require carriers to 
absorb the charges for loading lumber from 
vessels to cars at Port Newark, on the same 
basis as at other Atlantic ports, resulted in 
an Interstate Commerce Commission order to 
the railroads that the discrimination be re- 
moved. W. W. Schupner, secretary of the 
National-American Wholesale Lumber Asso- 
ciation, has sent out a bulletin to his mem- 
bers, advising that the carriers have an- 
nounced that, effective June 15, there will 
be a charge of 35 cents a ton of 2,000 
pounds, in addition to the freight charges, 
for loading lumber on open cars from ves- 
sels, to apply at North Atlantic ports from 


(Continued on Page 71) 
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SPECIALISTS 
IN TROPICAL HARDWOODS 


Genuine Mahogany—Spanish Cedar 
Teak — Philippine Indoako Wood 


INDIANA QUARTERED OAK COMPANY 
47 12th St., Long Island City, N. Y. 




















—— 
CORTLAND 7-5530 


J. HERBERT BATE CO. Inc. 
WHOLESALE 
LUMBER 


50 Church St., New York, N. Y. 








CARTER LUMBER CoO. 
Manufacturer’s and Wholesaler’s 
HARDWOOD LUMBER 
WHITE BIRCH SQUARES A SPECIALTY 
WOOD TURNINGS OF EVERY 
DESCRIPTION 


Bangor, Maine 








RICE & LOCKWOOD 
LUMBER COMPANY 


YELLOW PINE, WHITE PINE, 
FIR, SPRUCE, CEDAR, SHINGLES, 
OAK FLOORING. 


SPRINGFIELD, MASS. 














Telephone 
ASHLAND 2060 





S. WOOD McCLAVE LUMBER COMPANY 


O. W. McCLAVE, ATTY. 
WHOLESALE & RETAIL LUMBER 


1 MADISON AVENUE 
NEW YORK, N. Y. 








on Yard 


Air Dried—Kiln Dried | 
For Immediate Delivery 


BARRIS LUMBER CO. 


16 DORRANCE ST. 
CHARLESTOWN, MASS. 


PHILIPPINE MAHOGANY 


YARD MEN 


ARE REQUESTED TO SEND FOR 
OUR lg BOOKLET 
WHICH TELLS 





ABOUT THE 








Books That Will Save You Money 


Send a Postal Giving Name and Address to 
American Lumberman, 431 So. Dearborn St, Chicago 








CIRCLE 


STANDS FOR 


Business Established 1889 


1562 MAIN ST. 





BRAND 


The Best in Red Cedar Siding and Shingles 
100% CLEAR 100% VERTICAL GRAIN 
Selected Timber — Excellent Manufacture 


CARLOS RUGGLES LUMBER CO. 
WHOLESALE LUMBER 
Distributors of Doors and Millwork 


SPRINGFIELD, MASS. 


Carlot 








GUERNSEY-WESTBROOK CO. 


650 MAIN STREET, HARTFORD, CONN. 
NEWTON CENTER, MASS. 


Sales Agents in New England States for 


HAMMOND LUMBER CO. 
Everlasting REDWOOD 


+ Hartford Warehouse Distribution 
PERFECT SERVICE 


“ASK FOR REDWOOD — IT LASTS” 


Leading Producers of 


Shipments 
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LUMBER MARKET REVIEW 


Southern Pine to "Get a Break" on Railroad Rates; 
Tariff Will Help in Some Markets 


Southern pine business in the week ended May 4 was 
poorer than in the preceding week, and has fallen behind 
shipments. Hard competition comes from back-hauled 
Coast fir, and new rail rates from the West Coast disturb 
the differential with southern pine. High rates in the South 
have driven the mills to use of trucks, but the railroads are 
now taking measures to meet truck rates. The Southwest 
has been the leading buyer, followed by the lower middle 
West; northern and northeastern trade is dull, but may 
soon benefit from the imposition of a tariff on Canadian 
pine and spruce. Railroads are taking fair amounts in 
small lots, mainly for track work, and some for repairs. 
Uppers are firm but dull, and the small amounts included 
in cars have to go with commons, on which small-mill com- 
petition is so severe that prices have been weakening, 
though larger mills have only meager stocks of these 
grades. Adoption of a basic list, now considered, may help 
to stiffen the market. 


Redwood Competes With Cypress on Atlantic Coast 


Intercoastal business is getting greater attention from 
California redwood manufacturers. Trade promotion ef- 
forts in the East are meeting with good results, and green- 
house material is disposed of readily. Rail trade in the 
middle West and East is only fair, and a new price list, re- 
cently issued, contains downward revisions. Redwood pro- 
ducers expect to benefit considerably by a re-building of 
the rail rate structure, along with western pine and fir mills, 
as it may enable them to extend their sales territory. 

Southern red cypress mills report a decline in bookings 
for items other than thick stock, perhaps because of in- 
creased redwood competition in Atlantic coast markets. 
Price revision is considered; no new list yet issued. 
Demand for the Western Pines Is Slow But These Species 

Will Benefit From New Tariff 


Bookings of Inland Empire and California mills were 3 
percent below output in the two weeks ended June 4. Out- 
put increased from 23 to 24 percent of capacity. Bookings 
of identical mills made 60- percent of last year’s, compared 
with 63 percent the preceding two weeks. The new tariff, 
by closing out northern pine from Canada, may have a good 
effect on these woods. Shop items are holding pretty firm 
but are slow. Selects are moving comparatively well but 
there is keen competition which tends to soften prices. All 
the common grades are difficult to move; they are in liberal 
supply, and mills are eager for orders, so that their prices 
tend downward. As stocks are much lower than they were 
a year ago and production is being held down, not much 
increase in demand would be needed to strengthen the 
tone of the market. 


West Coast Mills Report Big Curtailment and Increase 
in Orders—They Are 20 Percent Above Cut 


A big reduction in output is reported by West Coast 
mills, this occurring principally in the week ended June 4. 
Average for the two weeks ended that date was only 19 
percent of capacity, compared with 24 percent the preced- 
ing two weeks, identical mills reporting a 15 percent cur- 
tailment. The result was that orders exceeded production 
by 20 percent; those of 216 mills were 17 percent larger in 
the week ended June 4 than in the week ended May 28, 
though the total for the two weeks was lower than in the 
preceding period—foreign business and local held up fairly 
well; there was a falling off in rail trade, and a considerable 
gain in intercoastal business. 


The new tariff is expected to make a big difference, 
though the proportion -of intercoastal receipts originating 
in British Columbia is small, for it is understood the Can- 
adian lumber has been moving on low ship rates and there- 
fore selling at prices which depressed the Atlantic coast 
market. It is believed some shippers of Canadian lumber 
are hurrying in shipments ahead of the tariff. Atlantic 
coast prices are rather easy. 

The rail market to an increasing extent is being supplied 
by back-haul from the East. Retail demand west of the 
Mississippi is poor, and competition with southern pine 
keen, so most fir prices were lower in the period ended 
June 6. 

Lower rates are helping business with Europe; Oriental 
demand is dull and South American orders are small. 


Tariff Affecting Northern Pine; Hemlock Trade Slow 


Northern pine output recently reached 37 percent of last 
year’s, with bookings 12 percent ahead—but bookings for 
the year to date have been more than four times the cut. 
As a large part of this species used in the United States has 
originated in Canada, there is considerable uncertainty as 
to the effects of the tariff, especially as there is doubt 
whether finished lumber will take a $3 or 4 duty. Many 
handlers are rushing forward shipments to get them on 
this side before application of the tariff. Business in the 
Northwest has picked up a little seasonally, but trade in 
the Niagara area remains dull. 

There is practically no northern hemlock being produced, 
and new business, less than half last year’s, is at a very 
low level, but prices hold to recent discounts. 


Carolina Pine and Roofer Demand Continues Dull 


Reports from the North Carolina pine mills indicate a 
continued further decline in production, as prices have 
reached the point where many of them find it cheaper to 
close down. Stocks of the mills are becoming badly de- 
pleted, and some items are difficult to secure, especially as 
buyers order numerous items, and sometimes different 
species, in the same car. Upper grade finishing lumber, 
and shed stock, are bought in small lots only, and to com- 
pete for business in these items, with the western mills, the 
Carolina pine men are paying stricter attention to manufac- 
ture. Box makers have been buying little lumber, but de- 
pend on receipts on old contracts, so some new business 
may be expected as canning activity opens up. 

Georgia roofer mills report a very slight improvement in 
demand, but, though few of them are operating, prices show © 
no improvement. Volume of sales is light, and there is no 
tendency to increase production. 


Foreign Trade in Hardwoods Is Smaller; Building 
Interests Buy Better Than Big Consumers 


Total hardwood bookings, southern and northern, during 
the last two weeks have just about balanced production, 
but have been exceeded by shipments. With unfilled orders 
declining, competition is severe in the domestic market, 
especially as foreign trade has fallen off and overseas buy- 
ers are offering even lower prices. Furniture and auto- 
motive industries are poor buyers, but there has been a 
slight seasonal pick-up in building trades demand, mill- 
work and flooring plants having to buy for current needs. 
Further curtailment is probable, and, as mill stocks are 
now badly depleted and short of many items, some advance 
in prices is hoped for. Decisions on milling-in-transit time 
limits and emergency charges are helping southern mills, 
and they believe they may be able to secure lower rates 
on lumber. 


Statistics, Pages 50-51—Market Reports, Pages 56-59, 64-66, 71—Prices, Pages 68 to 70 
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THIS WEEK’S LUMBER PRICES 








SOUTHERN PINE 











East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber 
Exchange, New Orleans, La., for sales made in the period June 1-4, but where prices for this period were not available, prices for May 
have been inserted and distinguished by asterisk: 

West East West East West East West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 
Flooring, Standard Partition, Standard Rough Finish No. 2 Shiplap and No, 1 Shortleaf No. 1 Longleaf 
Lengths Lengths 10-20’ Boards, Std. Lgth. Dimension Dimension 
1x3” rift— % x4”— ad ie B&better— Shortleaf— 2x4”— 2x4” 
B&better B&better.. 20.75 22.50) Inch ee = ae 11,76 11.37/12 & 14’...13.45 °12.87]19 2 1a ace 
Shortleaf..*37.54 *40.28 Drop, Siding, Standard! ¢” ‘""'*** ©1964 20.95 |1*10" - 11.74 11.04/16" ....... 12.87 *13.82 116, 15.75 eH 
Longleaf..*40.26 43.50 Lengths, 1x6” g” |. #2418 23°95|Longleaf— 2x6” 2x6" % * 
ae No. 117— ced ~ ine "ee 13.70 12.31)12,@ 14’... 11.32 ©11.25}12 © 14’... 12.16 13,99 
pho tlea tah eo Pombetter.. 18.56... 112" ....... 45.39 40.25|1x10” :.::913.65 13.80|1% ------- 11.50 *11L.12}167 2! 12:00 15.09 
songleaf..*32. a “aa apnea : 25 7 ° i ” I~Q” ‘hel a ‘ 
ey ae ar, $26.98) No teen |5&6/4 thick— aa 2x8 
Assorted patterns— : No. 2 Boards, 1x12” |12 & 14’ 12.00 *11.80112 & 14’ — 

a iSO} 2 ‘ an ae 2414’... 12. 11.80 }12 & 14 14.00 16,25 
1x3” flat B&better.. 19.50 *19,.84|1-8" 43.00 37.75 Standard Length | 16’ 13.62 11.15/16’ 15.00 15.09 

grain— ig Henle 18.83 16.94/5&10" ....*45.50 44.25 2x10" 7 oe — 
Babetter.. 22.00 19.45 oR scenes *59.06 51.75|Shortleaf.. 13.90 12.17|** a [exte 

eee O10 °18-88 Plaster Lath Casing & Bane 10-20° |UOnsleaf-. 19.10 19.00}12" ....... fete ME, *¢8o0% 12:00 17.00 
Pe 11.89 13.75] %x1%”, 4 eamanes ™ Sete i925 *1323]16" |. 2.22, 20:00 210 
Ix4” rift— No. 1..... 2.50 2121ix¢@ 6".. 32.33 29.00) CAF Siding, Lining |ox126 ** ini aaah * T 
B&better kt Rese 1.39 1.40 re ; . cles ae ee... Roofing 12 & 14’... 19.50 16.65 |12 & 14’... 24.25 *21,7¢ 
Shortleaf..*39.01 40.00 asing, Base am 7 2 CASAS vicaaes 29.00 29.75 
Longleaf.. .... °46,00| S™Ffsced_ Winish, " 10-20’ 1x4” 12&14’ 19.00 ee Aga - 
, sy .2 Sh 
No. 1— B&better pepetter. 37.50 *27.46 1x4” 16’. ne 19.00 oe . = No. 2 Longleaf 
Shortleaf..*29.29 *34.75|Inch thick— CE@ZIO" aR 45 022 or) 1x4 10°... 17.50 ene Dimensi 
Shortieal,,®29.29 634.49 an ow |1X5&10” .. 38.45 *33.25 2x4” — on 
i? eee *22.75 °20.00] 4” ....... 26.00 23.67 No. 1— 12 & 1 9 ap |2*4 
1x4” flat  wctabas 24.98 23.00 ‘No. 1 Fencing and 1x6” 16&18’ 15.00 16’ a’... Te tet: 12 & 14’... 12.50 *12.58 
grain— - etewaes 25.96 24.67 Boards, 10-20’ 2 Pm salad tad 89 13.18 )167 22, 14.16 *14,00 
9 25 On cenuwee 28.83 29.50], 40 ” ‘ x 2x6” 
Bé&better.. 19.32 18.60]+>¢,, s an > a ae cess y F 20.16 ‘ 
epi or HR or (Lae R ee 40.37 42.50|1%8, <-""° ae as inTT aS & 12 & 14 9.05 10.25/12 & 14’... 9.00 13.09 
a ee *11.72 11.69 /6&6/4 thick—— 1x8” . 18.50 18.87 — 16° ...... 9.13 12.31/16’ ....... *11.70 *12.75 
4, 6, 28.90 30.25 1x10" 11.) 21.64 22.83 | Longleatf— 2x8” 2x8” 
Ceiling, Standard 1b" . 49.75 $43.08 1x19” 29.60 35.32/8x8” & und. 16.09 16.33]; @ 14°... 10.06 10,67|12.& 14’...12.50 15.00 
sengihe alae 60.79 *92.551 No. 1 Shiplap, 10-207 |2*10-10x10" 19.75 °21.75/16" | 2.27) 9.83 12.41|16 ....... 13.18 12.50 
%x4"— Inch thick— 1x8” P15-75 917,07 |2X12-12x12” 30.00 *31.39 | 2x10" ¥ ¥ 
B&better.. 16.30 £19.00 epee s ©30.64 °21.751.. . — Shortleaf— 12 & 14’... 11.06 11.33/12 & 14 *14.81 23.00 
7 FO] en os #91 67|No. 2 Fencing, Stand- | = pe * y To 20.00 *20.5 

fee cea Ee Nae Seat 20.98 *21.97 cia ” = scoe*aaae 13.56 0 *20.50 
%x4"— ee 90.92 *21.95 ard Lengths 8x8” & und. 14.73 *14.54 2x12” 2x12” 

B&better.. 15.02 17.38]10” ....... $26.12 *27.58|1x4” ..... 9.58 10.14/3x10-10x10" 20.25 10.38/12 & 14’... 13.16 12.75|12 & 14’...*14.81 28,00 
ae eee 35.45 36.78 227 c.c<00 34.50 *39.31|1x6” &C.M. 11.35 11.21|3x12-12x12"*20.32 *16.00|16’ ....... 14.25 *10.06 16’ ....... *17.67 *20.50 
Seattle, Wash., June 4.— Following are [Special Telegram to AMERICAN Lumserman} [Special telegram to AMERICAN Lemsenmany 
prices direct to the trade on carload or part Portland, Ore., June 7.—F. o. b. mill prices Portland, Ore., June a4 


carload lots, f. o. b. mill, all prices being 
based on four bundles to the square, and 
shingles mixed with fir lumber being 10 cents 
higher than these prices: 


New Grades, Per Square 


Washington- British 
Oregon Columbia 

Perfections, 18”, 5/24%”— 

i Secee een anon ea 1.75 @1.80 

i Ddicuds .onete oes 1.10@1.50 1.15@1.30 

SS eae 1.10 
16”— 

ih Dvbberbae thaw cau 1.50 @1.75 

ee ern 1.15@1.40 

es 2) ae oe etl gina aoe 1.00@1.10 .90@1.05 





APPALACHIAN WOODS 


Cincinnati, Ohio, June 6.—Average whole- 
sale prices, carloads, Cincinnati base on Ap- 





palachian “soft texture” hardwoods: 
4/4 5&6/4 8/4 
PLAIN WHITE OAK— 
nn + 6e¢e.cewes $88@ 93 $ oo fet at > Sr 
No. 1 com.&sel. 41@ 46 0@ 55 @ 62 
No. 2 com..... 28@ 31 330 35 36@ 3 
ce Fee 16@ 18 20@ 22 22@ 24 
Sd. wormy.... 31@ 33 36@ 40 40@ 45 
PLAIN RED OAK— 
6 ee 63@ 68 73@ 83 85@ 95 
No. 1 com.&sel. 40@ 45 46@ 51 50@ 55 
No. 3 com..... +t 4 30 32@ 34 36@ 40 
No. 3 com..... 18@ 20 20@ 22 22@ 24 
CHESTNUT— 
Fee 58@ 63 63@ 68 73@ 78 
No. 1 com..... 40@ 43 45@ 48 47@ 50 
No. 3 com..... 16@ 18 17@ 19 18@ 20 
Sd. wormy & 
No. 2 com... 23@ 25 25@ 27 28@ 30 
No. 1 & btr. 
sd. wormy... 25@ 26 27@ 30 32@ 34 
PoOPLAR— 
Panel & No 
18” & = 110@115 125@135 135@145 
is sretuctaee 8@ 83@ 93 90@100 
Saps & sel. 53@ 58 65@ 75 75@ 85 
mn Baedseeees ; 37@ 42 43@ 48 50 55 
Me. BeA.ceccee - 26@ 28 33@ 35 36 40 
Be, BeBe cccece 20@ 22 24@ 26 26 28 
MAPLE— 
OO) rrr 53@ 58 63@ 68 65@ 70 
No. 1 com.&sel. HE 45 H+ 4 50 36 50 
No, 2 com..... 28 30 30 32 33 35 





on actual sales of fir, June 3, 4 and 6, direct 


only, straight and mixed cars, reported by 
West Coast mills to the Davis Statistical 
Bureau, were as follows: 
Vertical Grain Flooring 
B&B&btr Cc D 
Se écéianss sevens wens $22.00 $15.25 
Bé&btr. Cc D 
Mi. cava nkekaenneues 23.50 
Ree -idneakedewebews 28.00 
Flat Grain Flooring 
BE . sssenedenecnsaaee 14.50 12.50 
a” srccndwaanksowens 16.50 15.25 
Mixed Grain Flooring 
PE cnesestanndsbhed $ 9.25 
Ceiling 
RE: ccivvinsencndn wen 14.25 10.75 
Dae Skseevakacnetanee 14,25 12.00 
Drop Siding, 1x6” 

SOO écvatesecaaneaeaea 18.00 15.75 9.00 
[ae sécensacansseaneuase 18.50 15.00 aad 
Finish, Kiln Dried and Surfaced 

1x6” 1x8” 1x13° 
DRROGE ksisccsvonas $28.00 $31.75 $46.00 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
a © asnmeny $10.75 $12.75 $12.50 $13.75 
a Bee es 6.50 6.50 8.00 6.50 
cs © sacdaca 5.75 5.75 an na 
Dimension 
39° 14’ 16’ 18’ 20° 22&24’ 
No. 1, 2” thick— 
on wawan $11.25 $11.25 $12.50 $13.00 $13.50 sit 
eee 11.00 11.00 12.00 12.50 12.50 13.75 
SS 10.50 11.00 11.50 12.00 12.75 14.75 
has 11.75 12.00 12.25 13.00 13. oe 14.50 
a 12.25 11.50 12.50 13.25 13.75 14.25 
2x4", 8’, $11.75; 10’, $11.25; 2x6”, 10°, $10.75 
Bandem— 2x4” 2x6” 3x8° 2x10” 2x13” 
- 6Wii team $6.25 $6.50 $5.75 sats anit 
No. - retuweas 4.50 5.50 ‘ 
No. 1 Common Rough &/or surfaced Pabere 
ele Ge ee «=O Oe okt eecoe reverses vecann $12.00 
i. 2 See” OP OE tresses ucncsesdaces 11.00 
Fir Lath 
ee | a. ere Te ere $2.50 





Want Something? 
Look in the Classified Section 








mill prices on actual sales were reported to 
the Western Pine Association by members 
during the period June 1-6, inclusive. Aver- 
ages include both direct and wholesale sales, 


and are based on specified items only. ta- 
tions follow: ‘ ‘omy. Car 
Ponderosa Pine 
5/4x8” 6/4x8”" 
SELECT, S2 or 4S— 1x8” & war. & war. 
C Metect Mie. ..... $31.76 $40.00 $35.03 
D Select RL...... 27.18 30.33 27.00 
—, s2s— No. 1 No. 2 
aa tr Geil la acpi Sie Seah 6 oom ovanaie et bud $26.38 $20.71 
6/4 aia aii untae ina eit i'd eee 26.23 19.70 
Commons, S2 or 4S— No. 2 No. 3 
Ste RSA. $17.27 $11.67 
> gf. At Sere ae: 23.48 11.63 
No. 4, 4/4, ee Me i vee nee 7.27 
Idaho White Pine 5&6 /4x8" 
SELEcT, S2 or 4S— 1x8” & war. 
oe 2 eae $40.18 $58.33 
OD ee 33.53 48.54 
Commons S82 or 4S— No.1 No. 2 No. 3 
2k fer $30.50 $24.70 $14.50 
GN. MEE emcee ae 70.00 36.03 19.48 
Pe. Oy ER, Fy Se acs Odeon ccaekous 10.15 
Sugar Pine 
1x8” 5/4x8” 6 /4x8” 
SELEcT, S2 or 4S— &wdr & wdr & war. 
Sf  - aa $70.16 $60.89 $52.75 
SHop, S2S— No. 1 No. 2 No. 3 
|” 72ers $34.02 ate $17.50 
Rr eS ae 34.70 $25.78 
es, vile a's bee dereens 43.84 26.00 
Larch-Douglas Fir 
en, 2 Denne, Bee. 86 cc ctsee scene $11.72 
No. 1 Dimension, 2x6&8”, 16’........... 11.41 
No. 3 Common, S2 or 4S, 1x8” RL....... 5.2 
Vertical grain flooring, C&Better 4” RL 18.7 17 





WEST COAST LOGS 


Portland, Ore., June 8.—Log market 


tations: 
Fir, yellow: Ungraded, $10@12. 
Fir, red: Ungraded, $8@8.50. 
Hemlock. Ungraded, $6@7. 
Red Cedar: Depending on quality, $9@11. 
Spruce: No. 1, $16; No. 2, $12; No. 3, $8 


quo- 


Seattle, Wash., June 4.—List prices of logs: 


Fir: No. 1, $16; No. 2, $12; No. 3, $58. 
Cedar: Shingle logs, $10; aR logs, $20. 
Hemlock: No. 2, $8; No. 3, .50. 


June 1. 


The | 
prices 


Bevel 


4” «one 

5&6 

— 
Mill ! 
Bun 


Clear 
c. 
heart’ 


Miil | 
foot le! 
Eet 
. 
Mill : 
foot le! 
Speci 
are $3 
Randor 
Thickn 
Width 
Speci 
Wide 


1x14” 
$82.00 
1x22-24 
$99.00 
For 1 
3- or 4 
For | 
yy 


6- & 8 
10-inch 
12-inch 
6-12-in 
Finis 
1-Inch 
Clear 
“All 
heart” 


14% -Inc 
Clear 
2-Inch 
Clear 


V 


(St 
Port 
prices 
Finish 
1x12 
1x4- 
Bevel 
x4 
%x6 
4x6 


ad 
$8; fo: 
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ber 
lay 


ast 
ide 


4x8” 


52.7 15 
No. 3 
17.50 


11.72 
11.41 
5.25 


18.77 


quo- 


@ 11. 


logs: 


$20. 
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REDWOOD 


The following are the prevailing redwood 


prices f.0.b. a 72-82% cent rate: 
Bevel Siding, %-Inch, 3 to 20-Foot S1S1E 
Clear 
“All heart” et ae “ay 
i ewdirsenweden $21.00 $19.00 $18.00 
OY rer 25.00 21.00 20.00 
ee 27.00 24.00 23.00 


Mill may ship up to 10 percent 3- to 7-foot. 
Bungalow Siding, S1S1E, 4 to 20-Foot 
5x8” 56x10” 4x6” %x8” %x10” %x12” 
Clear 


. $32.00 $36.00 $36.50 $38.25 $48.25 $59.25 
. 29.00 33.00 34.50 35.25 47.25 58.25 
Mill may ship up to 10 percent of 4- to 7- 
foot lengths. 
Economy Drop Siding, 3 to 20-Foot 


“All 
heart” 


Clearheart “A” “RB” 
SG” ccentcesereccees $37.00 $33.00 $31.00 
i teesnewesneasee 34.00 31.00 29.00 


Mill may ship up to 10 percent of 3- to 7- 
foot lengths. 

Special lengths in above three workings 
are $3 extra. 


Random Shop, Rough, S18 or S28, 8-20-Foot 


Thickness ... 1” 14%” 1%” 9” 
|. Pare 6-12” 6” &. wadr. 6” & war. 6-12” 
$37.00 $42.00 $45.00 $38.00 


Specified widths, add $3. 


Wide Clear Inch Finish, “All Heart,” Rough 
or S2S Random, 8-20’ 


1x14” 1x16” 1x18” 1x20” 
$82.00 $86.00 ye 00 $94.00 
1x22-24” 1x26” x28” 1x30” 
$99.00 $104.00 $109. 00 $121.00 
For 1%- and 1%-inch, add $7:50; 2-inch, $5; 


3- or 4-inch, $15. 
For S4S add $2; for specified lengths, $2. 


Tank, All Heart and Thick Clears, 
Rough or 282, 3- and 4-Inch 


8-14’ 16-20’ 22 & 24’ 26-32’ 
6- & 8-inch..... $75.00 $80.00 $85.00 $90.00 
OS eee 76.00 81.00 86.00 91.00 
ES reer 77.00 82.00 87.00 92.00 
6-12-inch ...-cc-e 75.00 80.00 85.00 90.00 
Finish, Rough, 82S or S4S, 6- to 20-Foot 
1-Inch 
Clear 6-12" 4” 5” 6” 8” 10” 12” 
“All 2. - 2. 2 e 
heart”... .53.00 44.00 52.00 52.00 52.00 54.00 64.00 
is ig iad 46.00 37.00 47.00 45.00 45.00 47.00 59.00 
cristata 46.00 34.00 42.00 39.00 39.00 44.00 54.00 
14%-Inch 
Clear - -59.00 51.00 60.00 58.00 58.00 61.00 67.00 
3 ss er 53.00 46.00 54.00 50.00 52.00 55.00 61.00 
2-Inch 
Clear ....63.00 54.00 64.00 62.00 62.00 64.00 69.00 
ae wuewand 58.00 49.00 59.00 57.00 57.00 59.00 64.00 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LuMBERMAN] 
Portland, Ore., June 4.—The following «are 
prices for mixed carlots prevailing today: 


Finish— —- sae . 
1x12” ....... $39.00 = e4g ccctteee 15.00 
xd 10" 0522°38.00 6/4 TIIIIITS boro 

Sent cittne- 1 Beebe: 22.00 
seth SP sncc4 cc, ee 
oe ane Bepeetaens 29.00 


%x6”", Flat gr. 17.00 Lat 
%x6”,Vert.gr. 22.00 


h 00 
Green box.9.50@ ii 50 


OAK FLOORING 


Following are carlot quotations, Memphi 
basis, on oak flooring: ” : mae 


13x24” }3x1%” 





3x2” 3x1%” 


Clr. qtd. wht....$80.00 $70.00 0 45.00 
Clr. qtd. red..... 70.00 58.00 ¥F0.00 +500 
Sel. qtd. wht.... 55.00 43.00 38.00 33.00 
Sel. qtd. red..... 42.00 40.00 38.00 33.00 
are pln. wht.... 47.00 45.00 42.00 34.00 
clr. Pin. red..... 44.00 42.00 38.00 34.00 
Sel. Pln. wht.... 38.00 30.00 35.00 24.00 
sel. Pln. red..... 37.00 33.00 35.00 26.00 
Ne 1 com. wht.. 30.00 21.00 18.00 16.00 
= 1 com. red... 30.00 21.00 16.00 17.00 
NO. 2 com...... 12.00 12.00 8.00 8.00 
%x2” gat x2” 

ar ee $70.00 $70.00 to %5.00 
Sel. Be ree 65.00 65.00 90.00 
ar , eae 55.00 53.00 60.00 
Cir qtd. red ee ee 55.00 53.00 60.00 
Cin ee ae 45.00 45.00 54.00 
Sel. Ss oo oe ahem 44.00 44.00 50.00 
Sel ey eH 39.00 39.00 45.00 
Not in aa rs i cas 39.00 39.00 42.00 
- COM. WES ss vavces 25.00 21.00 22.00 
“~e OUR: CU i eeccuas 25.00 21.00 22.00 

© GO eirtcdbinoueus 10.00 10.00 10.00 


yan York delivered prices may be obtained 
adding to the above: For }#-inch stock, 
' for %-inch, $4.50; for %-inch, $5.50. 


Chtenge delivered prices ma 
y be obtained 
by adding to the above: For iR- pon stock, 


$8; for %-inch, $3; for %-inch, $3.5 





AMERICAN LUMBERMAN 


CROSS TIES 


St. Louis, Mo., June 6.—The following cross 
tie prices prevail f. o. b. St. Louis: 

Untreated S’th’n 

White Southern Heart 


Oak SapPine Pine 
No. 5, 7x9”, 8’, 9” face. .$1.10 $0.90 $1.75 
No. 4, 7x8”, 8”, 8” face.. 1.00 -80 1.45 
No. 3, Gus”, &, Oo taee.. - 2 -70 1.23 
No. 2, 6x7” 8’, 7” face.. .80 -60 1.07 
No. 1, 6x6”, 8’, 6” face.. .70 -50 89 


Red oak and heart cypress ties, 10 cents 
less than white oak; tupelo and gum cross 
ties, 15 cents less than. white oak; sap cy- 
press, 20 cents less than white oak. 

Switch Bridge 


Ties Plank 

Witte OBE cccccidecevccvevess $34.00 $32.00 

De OE ks vcvdoweenndeeageun 31.00 eece 
a or sap pine, untreated— 

Ke cAeeenh eves Rees eens 25.00 ones 

Seses ey nr re ctece Be cove 





NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b., Wausau, Wis.; 


ASH 
FAS Sel. No.1 No.2 No.3 
ee $47-49 $37-39 $28-29 $20-21 $15-16 
|, =a 55-57 45-4 33-35 22-23 15-16 
"a 60-62 50-52 38-40 25-26 15-16 
J 70-72 60-62 43-45 28-30 165-16 
B —_ 
yg PSE 50-52 35-37 25-26 19-21 14-15 
S|) =e 53-55 38-40 28-30 21-22 15-16 
=e 58-60 43-45 34-36 23-24 14-15 
ee 65-67 50-52 40-42 30-32 14-15 
ae 73-75 68-60 53-55 45-47 _e 
ae 8-80 63-6 58-60 60-52 . 
\ 128-133 113-118 98-103 a . 
aes 43-44 33-34 23-24 17-18 
i esta 43-44 33-34 23-24 17-18 ‘i 
Thin 4/4. 43-44 33-34 23-24 


Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $24-25. 


For select red, add $10. 


Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $50- 52; one and ‘two face clear, 


$38-40; 1x5-inch, two face clear, $60-62, one 
and two face clear, $48-50. 
Sort Map 
Se 45-47 35-37 25-26 17-18 14-15 
7 = 50-52 40-42 30-32 21-22 15-16 
, 60-62 50-52 35-37 23-24 14-15 
| ee 60-62 50-52 35-37 28-30 14-15 
Sort ELm— 
FAS No. 1&sel. No. 2 o. 3 
4 40-42 28-30 20-21 17-18 
|, 47-49 35-37 22-23 19-20 
oe 47-49 35-37 22-23 20-21 
7. ee 50-52 35-37 25-26 20-21 
Rock ELM— 
AS Sel No.1 No.2 No.3 
See 80-82 wand 55-57 25-26 16-17 
|, 85-87 60-62 30-32 18-19 
Se See 90-92 65-67 30-32 19-20 
_ 95-97 75-77 38-40 25-26 
., 105-107 85-87 52-54 ome 
| eR 115-117 95-97 57-59 30-32 
Basswoo 
|, er 48-50 38-40 26-28 20-21 14-15 
| eee 51-53 41-43 30-32 22-23 165-16 
ee 55-57 45-47 33-35 22-23 165-16 
a 60-62 50-52 38-40 22-23 15-16 
oe 68-70 58-60 48-50 35-37... 
a 78-80 68-70 658-60 40-42. .... 
Keystock, 4/4 No. 1&better, $55-57; or on 
grades, FAS, $65-67; No. 1, $45-47; 5/4 No. 


l&better, $60-62; or on grades, FAS, $70-72; 
No. 1, $50-52. 

One and two face clear 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $45-47; 1x5-inch, $50-52. 
RED OaAK— 


4 Se 60-62 45-47 33-35 23-25 12-13 
|”, 65-67 650-52 38-40 28-30 13-14 
i, arr 70-72 55-57 45-47 30-32 13-14 
B/4. 2208 80-82 65-67 650-52 35-37 13-14 
HARD MAPLE— 
4/4..... 48-50 38-40 28-30 20-22 11-12 
‘ae 58-60 43-45 30-32 22-24 13-14 
6/4 - 63-65 48-50 32-34 24-26 13-14 
8/4... 63-65 48-50 32-34 26-28 13-14 
4 ee 78-80 63-65 48-50 35-37 .... 
2 93-95 78-80 58-60 40-42 .... 
._, See 143-145 128-130 108-110 oe ° 


Harp MAPLE RovuGH FLOORING Stock— 
No.1 No.2 No. 3A 


com, com. com. 
Oe cinnravekewe vie eee $28-30 $20-22 $14-15 
Dy accdenunbesanees ect 30-32 22-24 16-17 
ee destkcuws enone eweks eee 24-26 16-17 
BEscH— 
No. 2 and better 
eit lee cme eal pinehenaaaae $33-35 
ee 6000eeeusueseeeesaneteakanees 38-40 
No.1 No.2 No.3 
es csas $60. e2 $1047 $35- 37 $24-25 $14-15 


Additions for special widths of No. 1 and 
Binh ahd idee $1306 nok ond’ tac, 

n an er, nch and wider, 
12-inch and wider, $35. ’ 
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MAPLE FLOORING 


Michigan and Wisconsin flooring mills 
quote as follows on northern hard maple 
flooring, f. o. b. cars flooring mill basis: 

First Second Third 
DE attehtoeaeaawee $47.00 $37.00 $23.00 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 
FAS No.1 &sel. 





DED sac.ccices enw peisenswa $100.00 $ 70.00 
EO svcvcnseedoeseeeenses 105.00 75.00 
OTe ccvenencueqsceeessees 105.00 75.00 
PS 66050 0tresecenbeenens 110.00 80.00 
BG/S coccecececacevccveece 130.00 100.00 
TBE cccccccccccecscccceoe 140.00 110.00 





CHICAGO RECEIPTS, 
SHIPMENTS 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
L. C. West, statistician, of the Board of 
Trade, for the five weeks, May 2 to June 4, 
1932, inclusive, and for the year to date, 
Jan. 1 to June 4, 1932, with comparative fig- 
ures for the corresponding periods of 1931: 














Receipts 

Ship- Above 
Lumber— Receipts ments Shipments 
May 2 to 11932 68,885 28,873 40,012 
June 4 §1931 149,203 63,626 85,577 
Inc. or dee..... 80,318 34,753 §—45,565 
Jan. 1 to 21932 333,775 132,433 201,342 
June 4 11931 611,276 261,358 349,918 
Inc. or dec..... 277,501 128,925 §—148,576 
Shipments 

Ship- Above 

Shingles Ree ois ments Receipts 
May 2 to 1932 10,0 13,135 3,036 
June 4 $1931 23, ry 25,200 1,666 
Inc. OF GGG... 13,435 12,065 §—1,370 
Jan. 1 to 11932 39,709 53,921 14,212 
June 4 §1931 90,550 98,514 7,964 
Inc. or dec..... 50,841 44,593 §—6,248 


§Last figure in each group gives difference 
between 1932 and 1931 net receipts. 





Joliet Company Elects Officers 


Jovret, Itt., June 7—At a special meeting 
of stockholders and directors of Lyons Brothers 
Lumber & Fuel Co., held last Saturday, the 
following officers were elected: President— 
Thomas Lyons; vice president and secretary— 
Ward J. Loeffler; treasurer—Roy H. Hendrick- 
sen. The directorate remains unchanged, the 
three officers above named acting in that ca- 
pacity. It is announced that there will be no 
changes in the policy of the firm or its finan- 
cial status. 





Takes Over Pittsburgh Stock 


PitTsBURGH, PA., June 6.—The stock of the 
Pennsylvania Door & Sash Co., located on 
Second Avenue, in this city, recently was pur- 
chased by the Adelman Lumber Co., which will 
continue the business under the name cf the 
new owner. The Adelman Lumber Co. an- 
nounced that it has added a good many items to 
the large inventory that was taken over, and 
from its Pittsburgh warehouse is now in posi- 
tion to take care of carload lot shipments. 





Gets Important Contracts 


Wicuita Fats, Tex., June 6.—The Falls 
Sash & Door Co., whose plant was burned last 
summer, has been succeeded by the Falls Plan- 
ing Mill, of which Russell T. Morgan is sec- 
retary-treasurer. The new company has secured 
a number of important contracts, among them 
being millwork for the Gregg County court 
house at Longview, for a clinic building at 
Graham, and for the superintendent’s residence 
at the Wichita Falls State hospital. Until his 
recent connection with the Falls Planing Mill, 
Mr. Morgan for five years was local repre- 
sentative of the Trinity Portland Cement Co. 











AMERICAN LUMBERMAN 
SALES PRICES OF SOUTHERN HARDWOODS 


Following were average sales prices received for southern hardw oods during the week ended May 31, Chicago basis: 
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F 4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
FicureD Rep GuM— MIXED OAK— 
a Bae cnCEee = =—=9— ebvsieencense OS i ee ee Dunnage 22.75 a ne ee ee ee a eae 
Rep GuM— TUPELO— 

Qtd. FAS.. 59.25@ 66.50 59.75 59.75 60.50 Pln 
~e _—————- | preven acecbar—tawadeewalomen pauieieediekbe No 1&sel. 25.00 

Pin. No. - 25.00 : Bette eeeeeee teeeeereeere 
No. 1&sel. 36.75 | ccchectecs Ganwddmakbas No. 2.... 20.756@ 21.50 20.00 = seve vee. 
ee Me. i cs peakebeeesed. eoceneeseare PoPLAR— 

Sap GuM Pin. Saps 

nO Te... .. cs csccws dbeipeseedbe> saubeweevede Sel, 24. 42.00 va neeeceeeee teeeeeeeeeee 
—- Sheet S6ee lg 32.00 30.00 No «com. oo-28 eee SEU AKRe Pee kere neens 

Pin. FAS.. 35.00@ 38.50 42.25 999° wove ccccece cece ceeceecs NO. 2-B.. 19.25@ 20.25 cee eeeee cece ce neeeenees 
i en ee asec ae ie ASAT RORRee Radebhe ema AsH— 

__ ie ae see 8 = xh RRR eehOS “beeen neeee No. 1&sel saree bare SE 0 060— etree edeosen 
eS. § © vei ehh AAAS bene seme ed eae Pet @ veces — £ jéé Swiemecedis. ~Mrdcecitiw saan 
BLAcK GUM— Sort MAPLE— 

Qtd. FAS.. 33.25@ De GtbadenaeGee dbsebanntes “AnvbWanduees Pane cnaoes ———- £ “wh eipdieewnle, -auetnieeseaweae 54.75 
No. 1&sel. 27.75 $DESSSMEMESY. KOGKEOUNROGSe dena tab dxeee i Bees Ce 8 © hee eae wE SER 39.56 44.75 
ans! - ééé4a@vecesabane endeeweeusei 23.00 Sorr ELM— 

WHITE OAK— - Dim. Beet. BERR hk divdcecin cevesssecces 

ree = us che wadeeeendasd ‘estbbenseunt ' . 

Pin. CoTToN WooD— 

BN OR a os a 8 8 8 0««- cantandvccad anetedasexas FAS ....... 4 6 eee 
i ce as sap etweatsed +ebbaR no eiine No. 1&sel.. ......-eeees 30.00 == nnn enreevecs 
ee i en 2 ~~ cpexeieereé Seeeeeaekeees wandieeaes MAGNOLIA— 
BE. WOT ccscccccesss Sescecrecvese Srvieocevenes 49.25 hE Ce See, Oe ee en SS ee 41.75 43.00 
Rep OaK— No. 1&sel —_——— 8 «=«-« “(sd SN ae TOES ene: ublecere sae 

i. ee... pe8epecene® DEAASEU TAOS Bae edawewn ae ae ~~ i r¢cusd see eenenaarmaniat 30.50 
Pees. BEOE: GE.TOEe BASS ic ceeescenecns 45.50 50.25 Se SE neh odevacady eke ewteaetes eeadsddeeanee 23.50 

eastern Indiana and northern Kentucky, 





OBITUARY RECORD 








HARRY C. SCEARCE, 66 years old, promi- 
nent lumberman of Mooresville, Ind., died in 
the office of the Hubbard-Scearce Lumber Co. 


in that city on May 27. He had been in 
failing health for some time. Mr. Scearce 
was born in Danville, Ind., and had been 


engaged in business in Mooresville for more 
than 46 years. He had been active in both 
the civic and social life of the community, 
serving as president of the library board 
and president of the official board of the 
Methodist Episcopal church. He was also 
a member of the Mooresville school board 
and one of the founders of the telephone 
company. there. Many years ago he bought 
an interest in the Comer Lumber Co., in 
which he had been actively engaged ever 
since, first under name of Comer-Scearce 
Lumber Co., and later as Hubbard-Scearce 
Co., having yards at Indianapolis, Mars Hill 
and Plainfield, also. Mr. Searce served as 
president of the Indiana Retail Lumber Deal- 
ers’ Association for two years and was secre- 
tary for twelve years. He was also a direc- 
tor of the Lumbermen’s Insurance Co., of 
Indianapolis, and the Lumbermen’s Mutual 
Casualty Co., of Chicago. In 1889 Mr. Scearce 
married Martha Comer, who died several 


years ago. To this union were born two 
children, who survive, George Scearce and 
Mrs. Helen Halton. There are two grand- 


children and a brother and two sisters sur- 
viving. The deceased stood very high in the 
affections and respect of the community in 
which he dwelt and will be deeply mourned. 
He was a Scottish Rites Mason, a Shriner 
and Knight of Pythias, belonging also to the 
Lions Club. He was secretary of the Indiana 
Grain Dealers’ Association at one time. 


CHARLES A. SANDS, SR., aged 70, a 
pioneer of the California lumber industry, 
and son of a pioneer of the Michigan pineries, 
died suddenly on May 31 at the home of his 
son, Charles A., jr., at Clear Lake, Calif. Mr. 
Sands was born in Michigan, the son of Louis 
Sands, one of the great group of lumbermen 
who made history in Michigan in the early 
days, and entered his father’s business at 
Manistee and at Lake City, Mich. He went 
to California in 1902, becoming interested in 
timber lands there. In 1905 he was one of 
the organizers of the Weed Lumber Co., 
Weed, Calif., and served as vice president. 
Mr. Sands was the last survivor of the 
organizers of that company, which was sold 
to the Long-Bell interests some years ago. 
In his later years Mr. Sands was interested 
in timber operations near Portland. For 
many years he had maintained his residence 
at Berkeley, Calif. A widow and two sons, 
Louis Barr, of Berkeley, and Charles A., of 
Kelseyville, Calif., survive, also a number 
of brothers and sisters. For three genera- 
tions the Sands family have been valued 
friends of the AMERICAN LUMBERMAN and 
occasional contributors to its pages. Louis 
Barr Sands, son of the deceased, is a poet 
of worth and one of his poems, “The Timber 
Trails,” appeared in this journal. 


JOHN H. KOEHLER, aged 66, pioneer lum- 
berman and timber cruiser, died at his home 
in Wausau, Wis., on May 31, after an illness 





of two years. He was born in Hamburg, 
Wis., and at the age of 24 entered the lumber 
industry as cruiser at Merrill, Wis., joining 
the Wisconsin Land Co. at Wausau in 1893. 
He later became salesman for that company 
and opened offices in Milwaukee and Chicago. 
In 1901 he became associated in the lumber 
business with C, J. Winton, of Minneapolis, 
and C. S. Gilbert, of Wausau, later becoming 
treasurer of the Winton Lumber Co. Of late 
years he had devoted his time to timber 
lands and real estate business, being presi- 
dent of the Koehler Land Co., of Medford, 
Wis. His hobby was the raising of ginseng 
and he was an authority on that herb, hav- 
ing written a book thereon. A widow and 
four daughters survive. 


EDWARD V. STOCKHAM, son of Charles 
Stockham, a New Jersey lumberman, and 
himself engaged in the business, shot and 
killed himself on May 28 at his home in 
Perryman, Md. Mr. Stockholm left a note 
pleading illness and mental depression, and 
his financial affairs seem to bein satisfactory 
shape. He was born at Camden, N. J., in 
1863, graduated from West Point and entered 
the Army, but retired to go into business 
with his father. He served in France during 
the war in the Quartermaster’s Corps, with 
the rank of major. He entered the canning 
business on his return. A widow and one 
son survive. 


ORRIN G. MEYERS, aged 54, a lumberman 
of Lansdale, Pa., was killed and Oscar O. 
Hoffman, his partner, seriously injured, by 
shots fired by an unknown person from a 
shotgun in the streets of North Wales, Pa. 
Both men were connected with Krupp, 
Meyers & Hoffman, lumber and coal dealers 
of Lansdale, though Mr. Hoffman had been 
in bad health and inactive for several years. 
They had been partners for 25 years. Mr. 
Meyers leaves a widow and three children. 


JOSEPH A. MURPHY, aged 37, a traveling 
salesman attached to the office of the Long- 
Bell Lumber Co. at Columbus, Ohio, died at 
a hospital there on May 31, following an 
operation for appendicitis. He went to 
Columbus six years ago from San Francisco 
where he had been engaged in the lumber 
business. He served in the Navy during the 
world war, and was a Mason. A widow, one 
son and two brothers survive. 


ADDISON C. BOWERS, a pioneer lumber- 
man of Orange County, Calif., died at his 
home in Santa Ana, Calif., recently after a 
long illness at the age of 78. He was at one 
time owner of the Griffith Lumber Co., of 
Orange, and was later of the Adams-Bowers 
Lumber Co., of Santa Ana and Anaheim, but 
ay years ago sold out to the Barr Lum- 

er Co. 


ROBERT WILLIAM CLEMENTS, 70 years 
old, who for many years was engaged in the 
wholesale and retail lumber business at 
Madison, Ind., died at his home in that city 
on June 3 after a short illness. He was well 
and favorably known to the trade in south- 


Three children, five grandchildren and two 
brothers’ survive. 


LADY ALYS BENN, wife of Sir Arthur 
Benn, a director and one of the principal 
stockholders of Hunter, Benn & Co., timber 
and lumber exporters, died in London on 
June 4. Lady Benn was the former Alys 
Luling, of New Orleans and Mobile. 


GEORGE O. BANCROFT, 58 years old, 
president of the Bancroft Lumber Co., Mo- 
bile, Ala., died on June 3 after a short ill- 
ness. He had been engaged in the lumber 
business since 1921, formerly as secretary- 
treasurer of the Bancroft Lumber Co., of 
which he became president early in the pres- 
ent year. A widow, two sons and one daugh- 
ter survive. 


LEONARD C. VARNER, aged 59, owner of 
the Keystone Lumber Co., Portage, Pa., died 
on May 28 at a hotel in Johnstown, Pa., of 
a sudden heart attack. He established the 
Keystone Lumber Co. in 1905, having pre- 
viously been a resident of Johnstown. A 
widow, nine children and several brothers 
and sisters survive. 


GEORGE L. SANFORD, secretary-treasurer 
of the Guernsey-Westbrook Co., wholesale 
lumber dealer of Hartford, Conn., died sud- 
denly May 29 of a heart attack. He was 49 
years old. He had been with the company 
about nine years. A widow survives. 


JOHN N. SCHRAMM, 78 years old, for many 
years engaged in the wholesale and retail 
lumber business at Madison, Ind., died at his 
heme there on May 28 of a heart attack. He 
had been in failing health for some time. A 


widow, one son, two daughters, a sister, 
three brothers and several grandchildren 
survive, 


THEODORE TERZIA, aged 41, manager 
and director of the Parlor City Lumber Co, 
Monroe, La., and officially connected with a 
number of other business enterprises in that 
State, died suddenly on May 27 from a heart 
attack. He is survived by a widow and six 
children. 


JOHN W. TANT, connected with the Kaul 
Lumber Co., Tuscaloosa, Ala. for many 
years, died at his home in that city on May 
28 after an extended illness. 


SAM CARROL, for 21 years a member of 
the firm of Bedna Young Lumber Co., Jack- 
son, Tenn., died suddenly on May 22 after 
suffering a stroke of paralysis while walking 
in the street near his home. 





Calls Entire Force Back to Work 


Newton, Iowa, June 7.—The Maytag Co. 
the world’s largest manufacturer of washing 
machines, located here, has called back its en- 
tire force of 1,100 men, according to announce- 
ment today. It was stated that operations in 
every department of the plant have been re- 
sumed. 
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To Begin Production on 
Standardized Steel House 


Kansas City, Mo., June 6.—Production of 
q standardized metal house is expected to begin 
this week at the factory of the Columbian Steel 
Tank Company, which has its plant in the cen- 
tral industrial district here. This marks the 
frst attempt in Kansas City to build a factory 
complete house, ready for hasty assembly on 
the building site. 

The plan has been developed personally by 
A. A. Kramer, president of the company. Ac~ 
cording to the method of procedure outlined 
by him, the houses will be made in a standard 
basic unit 16 feet square. This unit, of course, 
would be subject to enlargement. Each of the 
four walls of the unit will be fabricated in one 
piece, and will be locked together with nuts 
and bolts. Rolled sheet steel will be used in 
the exterior walls and roof and backing this 
will be a surface of insulating material, which 
will form the interior walls. 

A framework of angle iron is used to support 
the structure and to it are bolted the other 
parts. 

The roof, too, is composed of four pieces 
which will be bolted together to form a hip 
roof, rising to a central point from four angles. 

The Columbian plant will also fabricate the 
floors in its own plant, either of wood or con- 
crete, although the latter is favored. Concrete 
floors would be poured in four segments to be 
locked together on the site by dowel pins. 
These slabs of 34-inch thickness would have 
a total weight in the standard unit size of 8,800 
pounds. They would be treated for water- 
proofing and simply laid next to smooth raked 
earth. 

The manufactured house can be assembled 
and set up on a lot by two workmen in a day. 

The standard unit will be divided in the in- 
terior by partitions of insulating board, form- 
ing three separate rooms, according to the size 
desired by the owner. The factory specifica- 
tions call for a living room 9x16 feet; kitchen- 
ette, 6x7 feet, and bedroom, 7x10 feet. 

The manufacturer says the standard house 
can be delivered in Kansas City on the site 
for less than half the delivered cost in Kansas 
City of the last expensive motor car in gen- 
eral use here. 

Six windows and two doors are included in 
the minimum standard unit. This, however, is 
merely one form which the house would take. 
Additional units, one-half the size of the stand- 
ard unit, could be added at will at a propor- 
tional increase in cost. This addition could 
take the form of sleeping rooms or a screened- 
in porch suitable for winter use as a sun room. 
Plans are also prepared for the combination 
of two minimum units. Modern conveniences 
are provided for by placing capped pipes for 
plumbing connections in the concrete slab. 





Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the two weeks 
ended May 28, 1932, totaled 1,036,412 cars as 
follows: Forest products, 36,633 cars (a de- 
crease of 1,586 cars below the amount for the 
two weeks ended May 14); grain, 59,774 cars; 
livestock, 32,887 cars; coal, 144,564 cars; coke, 
6,303 cars; ore, 5,543 cars; merchandise, 361,629 
cars, and miscellaneous, 389,079 cars. The to- 
tal loadings for the two weeks ended May 28 
show a decrease of 14,932 cars below the amount 
for the two weeks ended May 14. 





Los Angeles Receipts 


[Special telegram to AMERICAN LuMBERMAN] 
Los Ancees, Cauir., June 8—Cargo ar- 
rivals at Los Angeles harbor during the two 
weeks ended June 4 amounted to a total of 
15,494,000 feet, there having been twenty-one 
cargoes of fir with 14,452,000 feet, and four of 
redwood with 1,042,000 feet. Arrivals the 
Preceding two weeks amounted to 10,756,000 


AMERICAN LUMBERMAN 


feet, consisting of fifteen cargoes of fir with 
9,563,000 feet, and two of redwood with 1,193,- 
000 feet. Unsold lumber on the harbor totaled 
5,323,000 feet on June 4, compared with 3,776,- 
000 feet on May 21. Sixty-three vessels were 
reported laid up and forty-nine operating on 
June 4, compared with sixty-five laid up and 
forty-seven operating on May 21. 





Urges Conversion of Storm 
Downed Timber 


MontTcoMery, ALA., June 6.—A bulletin hus 
been issued by Col. Page S. Bunker, State 
forester for Alabama, calling attention to the 
large volume of timber blown down by the 
recent disastrous storm in central Alabama. 
He reminded the timber owners that a great 
deal of it might still be converted into lumber 
if the work was done before the damaged tim- 
ber was attacked by insects. This suggestion 
by Col. Bunker will no doubt encourage con- 
siderable activity among the small sawmill 
owners. 


Improved Utility Crane Now 
Offered With Choice 


of Power 


Announcement has recently been made that 
the Loadmaster, manufactured by the Bucyrus- 
Erie Co., of South Milwaukee, Wis., will now 
be available with either Case or McCormick- 
Deering power, and that the capacity of this 
versatile crane has been increased to 4,500 








The Loadmaster easily handles large timbers or 
unit packages of lumber 


pounds. With its increased capacity this Load- 
master has a wide variety of uses, such as a 
stationary revolving-boom crane, as a crane 
traveling with its load, or as a tractor. Its 
extreme mobility, compact design, and the many 
items of special equipment make it very handy 
for both indoor and outdoor work. It is fur- 
nished with either wheel or crawler mounting. 
A new pictorial bulletin illustrating and de- 
scribing many uses of the Loadmaster will be 
sent upon request to the Bucyrus-Erie Co., 
Department L-55, South Milwaukee, Wis. 


Saw Set Reduces Cost 


What is declared by the manufacturers to 
be an improved method for setting all solid 
tooth circular saws is the A-Z saw set, a ham- 
mer type setting device made for saws 3% to 
72 inches in diameter, which gives a “double 
twist” to the tooth that produces two sets of 
sharp, knife-like teeth, decreasing the likelihood 
of the saw burning or choking in either hard 
or soft wood, but at the same time producing 
an exceedingly smooth cut. This saw set is 
guaranteed to reduce mill-wright and belt ex- 
pense and is claimed that saws fitted by this 
method require 40 percent less horsepower. 

Additional information on the A-Z saw set 
may be obtained by writing the manufacturers, 
E. C. Atkins & Co., 402 South Illinois Street, 
Indianapolis, Ind. 





Two Large Mahogany 
Concerns Merge 


[Special telegram to AMERICAN LUMBERMAN] 


New Or.eans, La., June 8.—Merger of the 
Otis Manufacturing Co., of this city, and the 
Astoria Importing & Manufacturing Co., of 
New York, both mahogany companies, has 
been announced, with the million dollar Otis 
Astoria Corporation being formed as the result, 


-with Frank G, Otis, of New Orleans, presi- 


dent, and Douglas H. Allen, of New York, 
chairman of the board. The new company 
is to draw its mahogany from the holdings of 
the Astoria company in Iquites, Peru, 2,500 
miles up the Amazon River. 





New England Lumber News 


(Continued from Page 66) 

Hampton Roads to Albany, and that 
charge, in addition to the freight charges, 
will apply on back-haul shipments moving 
from New York, where lighterage is used. 

Because many contracts, based on existing 
arrangements, have been made for delivery, 
which it is physically impossible to complete 
by June 15, and on the ground that it is 
unfair to apply this proposed charge on such 
unreasonably short notice, the association 
has filed a protest with the commission, re- 
questing that the effective date be postponed 
to Sept. 15. 


this 


NEw YorK, June 6.—Frank McNally, of 
Sherman Lumber (Inc.), who is secretary of 
the Intercoastal Lumber Shippers’ Associa- 
tion, is filing, for his association, a protest 
with the Interstate Commerce Commission 
against the increased carloading charge on 
lightered lumber received at Port Newark 
and going west by rail. The association be- 
lieves the increase is reasonably fair, inas- 
much as it is accompanied by carloading 
charges at the other middle Atlantic ports, 
removing the discrimination against Port 
Newark which was formerly in force. But 
the intercoastal lumbermen are petitioning 
to have the rate increase—35 cents a ton— 
go into effect on Sept. 15 instead of June 15, 
in order to clear present orders off the books 
without penalty. 


Douglas Fir competition continues to drive 
prices down in a dull market. Nos. 1 and 2 
common are most in demand, especially 2x4- 
inch of less than 16-foot length. The price 
of Douglas fir is hard to determine, due to 
the various rumors about breaks in the in- 
tercoastal rate, but it is generally agreed 
that the manufacturers are getting from 
$4@5 on lumber shipped here. 


Western Pines continue to offer a good 
opportunity for energetic commission men, 
but no encouragement for mill representa- 
tives, due to broken lines. One or two cars 
of straight moldings have been booked, and 
D selects can usually be disposed of, but 
otherwise the market is one for heavily 
mixed cars of selects, moldings, knock-down 
frames and other specialties. More Idaho 
than Ponderosa common has been sold, but 
neither wood is active. Ponderosa prices 
have fallen slightly, but there is not much 
price competition. 

Redwood interests are continuing their 
drive for business in this area by sending 
in attractive parcels by boat. Among recent 


redwood arrivals was a large parcel of 
greenhouse lumber, which was taken up 
easily. 

Cypress inquiry has been largely with- 


drawn from the market with the coming of 
warm weather. During the spring, many of 
the beaches bought cypress lumber for bath- 
house construction, but, since the weather 
has gone nearly to 90 degrees without any 
large volume of cash for the bathhouse own- 
ers—an unprecedented condition here—they 
have cancelled orders with the yards, 


Southern Pine business remains very poor. 
A few longleaf inquiries circulate from rail- 
roads, industrial users, and occasionally a 
yard, but most of these fail to be converted 
into bookings. There are no inquiries for 
shortleaf. 


Hardwoods are getting more inquiry, and 
some crders from automobile body and cas- 
ket factories, but otherwise are not doing 
much. Export trade has fallen off com- 
pletely. 











[ How to Figure Costs for Advertising 
In Classified Department 





Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Count in the signature. Heading 


counts as two lines. 


No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











WANTED 


THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 

Send your advertisement to the 


AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth, 
431 S. Dearborn 8t., Chicago, Ill. 














Employees 


we YY 


WANTED COMPETENT MANAGER 


About thirty-five years old, for retail lumber and 
coal yard in Minnesota; population about nine hun- 
dred. Dane preferred. 

Address ‘‘L. 72,’ care of American Lumberman. 











a 





Salesmen 


COMMISSION SALESMEN 


Wanted by Merchandising Organization which ts 
supported by manufacturers of Douglas Fir, Sitka 
Spruce, Western Hemlock, Western Red Cedar, 
Ponderosa White and Sugar Pine, and Alder,—who 
make EVERYTHING produced from these woods 
from Structural Timbers to Fabricated chicken 
coops,—everything required by the Retail Lumber- 
man and the Industrial in either STRAIGHT or 
MIXED cars. 
Address “E. 77," care American Lumberman. 


WE ARE ASH SPECIALISTS 


We want commission salesman to represent us in 








Boston, Mass., territory, selling our ash lumber 
and ash dimensions. State experience and refer- 
ences. 


Address “L. 85,’" care American Lumberman. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





AMERICAN LUMBERMAN 








June 11, 1939 














WANTED 














Employment 


EXPERIENCED WHOLESALE LUMBERMAN 


Thoroughly conversant southern yellow pine, also 
western woods, desires to represent large manu- 
facturing concern in Chicago and vicinity. Highest 
references. Wide acquaintance among yards and 
industrials. Reasonable salary to start. 

Address “‘L, 81,” care American Lumberman. 








HUSTLER, EXCEPTIONAL EXPERIENCE 


45 years old. With one firm 25 years. Coal, ice 
and all lines building material. Quick and ac- 
curate at figures. Yard or office. Best of refer- 
ences as to ability and character. Would start in 
any position to prove ability. I am your man at 
what you reasonably can pay. Will go anywhere. 
Address “L. 82," care American Lumberman. 


MARRIED MAN, 40 YEARS OF AGE 


Wants position in South or West. Prefer mill or 
small town location. Four years’ mill experience 
in white pine and northern hardwoods, five years 
in yellow pine and southern hardwoods. Sixteen 
years as sales and general manager of wholesale 
and retail yard in large mid-West city. Extraordi- 
nary references. 
Address ‘‘L. 87,” 





care American Lumberman. 





WANTED 








Retail Lumber Yard 


SDSL 











WANTED: TO TRADE 
Excellent improved farm land for retail 
yard or stock of lumber. 
Address “L. 83,’ care American Lumberman, 


lumber 





ee 


Business Opportunities 


LPS SIM. 





SALES ORGANIZER 


Will assume complete sales of furniture or wood 
specialties plants, on a percentage basis. 
Address “L. 90," care American Lumberman, 


Second Hand Machinery 


WANTED PLANER AND MATCHER 
No. 415, 16” or 26”, Fay and Egan. Must be in the 
East, excellent condition and cheap for cash, 
A. N. WASHBURN, Bethel, Vt. 











POSITION WITH SO. WHOLESALER OR MF’R 


By practical lumberman, familiar with consuming 
territories, large personal acquaintance among 
mills, Experienced buyer, good correspondent. 
Past 9 years with large wholesaler and retailer. 


Will accept moderate salary. 
Address “L. 89,” 


Best references. 
care American Lumberman. 


FIRST CLASS LBR. OFFICE STENOGRAPHER 


With general office experience, including bookkeep- 
ing, wants position in South if possible. Can re- 
port June Ist. Married woman with dependent 
family to support. Seven years’ experience, two 
years in sales office, one year in wholesale office. 
Twenty-nine years of age and splendid personality. 
Best of references. Have never been discharged 
from any position. 
Address “L. 51,"" care American Lumberman. 


WANTED GOOD SIZE YARD TO MANAGE 


Satisfactory references as to ability. Not particu- 

lar as to where located. Capable handling yards 

in distress. 
Address “‘L. 79,” 








care American Lumberman. 


AUDITOR—SUPERVISING ACCOUNTANT 


Mill, factory, retail, wholesale and public experi- 

ence. Employed. Firm retrenchments make 

change advisable: Any reasonable offer solicited. 
Address “L. 57,"" care American Lumberman. 


SUPERINTENDENT AND DRAFTSMAN 


Biller, Estimator; 10 yrs. in charge lumber and mill- 
work plant doing detailed millwork. Had contact 
with many architects and contractors. Knows work, 
20 yrs. exp., age 37. Ref. 

Address “K. 50," care American Lumberman. 











WANTS SUPPLIED 


Large number of wants supplied each 
week through the classified section. 
We do it for others, why not for you? 
AMBERICAN LUMBERMAN, 431 58. 
Dearborn St., Chicago. 





MILLWORK DRAFTSMAN 


15 years’ experience, some estimating, age 36 years; 
married, references. Go anywhere, 
Address “K. 59,” care American Lumberman. 


ESTIMATOR, BILLER AND DETAILER 


Eight years’ experience on high class millwork, 
accurate and correct. Thirty-five years old, some 
sales experience. Hard worker. No bad habits. 
Married, available now. 

G. W. RAWLEY, Carthage, Mo. 


COMPETENT, EXPERIENCED MANAGER 


Capable in estimating, selling, detailing and super- 
intending both special or detailed millwork. Sev- 
eral years of experience managing well rated retail 
plant. Practical knowledge of building construc- 
tion. Can make plans and take off lists and pre- 
pare accurate and intelligent estimates. Will go 
where opportunity is present; salary secondary; 
married, 35 years of age. Bank and commercial 
references. 
Address “L. 


POSITION WANTED MANAGER OR ASS’T. 


Fifteen years’ experience Retail Lumber and Mill- 
work, all phases, Age 35. Single. Can go any- 
where. 

Address “F. 66,"" care American Lumberman. 








78," care American Lumberman. 








Electric Machinery 


WANTED—GOOD USED GENERATOR 


500 KW or larger, 440 volt, 3 phase, 60 cycle, belt 
driven, also excitor switchboard and instruments, 
Give full particulars. 

ROBBINS FLOORING CO., Rhinelander, Wis. 


Steel Rails 


900 TONS 60-LB. RAILS 


Also interested Buying & Selling all Sizes. 
ZELNICKER, INC., St. Louis. 


FOR SALE | 
Business Opportunities 


SALES EXECUTIVE WITH $50,000 


A $500,000 building material corporation, estab- 
lished 28 years, with average annual sales for the 
past ten years of almost $1,000,000 annually and 
recognized as the leading and most progressive 
company in territory, desires to get in touch witha 
sales executive with modern ideas who will invest 
$50,000 or more in the business. 

Address “L. 84,” care American Lumberman, 





























WAREHOUSES FOR RENT 


In New Orleans: Two large warehouses, size 
75x130 feet, on Illinois Central R. R., completely 
served by switch tracks. Here is an unusual op- 
portunity for some hardwood, fir, redwood, sash 
and door or roofing manufacturer to cater to the 
New Orleans trade area. Can provide office space, 
truck delivery service and will work with tenant 
on local sales if desired. Rent reasonable. 

CAROLINA PORTLAND CEMENT CO. 

L. A. Molaison, Manager 
P. O. Box No. 201, New Orleans, La, 





AN AVERAGE ANNUAL INCOME 


Of $5,000 to $6,000 for the next ten years may be 
secured now by an investment of $11,500 in an 
established Chicago wholesale lumber business with 
or without services or lumber experience, Capable 
management; no liabilities; no dead stock. Annual 
profits the past twelve years warrant above state- 
ments. Failing health of advertiser furnishes this 
opportunity. 
Address “L. 91,” 


FOR SALE 70 HORSE POWER DAM SITE 


With 2 steel and concrete abutment bridges; 
fine for private fish and muskrat pond, 


care American Lumberman. 





Address “L. 80," care American Lumberman. 





FOR SALE COMPLETE SAWMILL 
Planer mill and equipment. Capacity 60,000 daily. 
Located at Mendenhall, Miss. Write 

D. A. McINTOSH, JR. 
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a FOR SALE 
Retail Lumber Yards 


FOR SALE—LUMBER AND FUEL YARD 








In rich southern Wisconsin dairy district. Yard 
is in fine condition and will make very low price 
on modern enclosed buildings and equipment. 
Stock is clean and bright. Large, rich territory 
and good prices are obtained. Merchandise Cash 


ai wholesale market prices. Balance may be ar- 
ranged for Yard has good paint trade. Yard 
must be sold and is priced to move quickly. No 
debts. 

Address ‘“‘L. 


WANTED MAN TO TAKE MY POSITION 


74,” care of American Lumberman. 





With old est. lumber company in good Colorado 
town. I own $40,000 stock in company. Will sell 
you one-fourth of my stock for cash or income 
property and give you complete charge at good 
salary. 


Address “‘L. 88,’" care American Lumberman. 


RETAIL LUMBER YARD FOR SALE 


10,000 Pop., Middle Tenn. Two-yard town. Thickly 
settled. Diversified farming section. Not in trou- 
ble. Owners have other interests. 

Address “L. 54,” care American Lumberman. 


FOR IMMEDIATE SALE 


Retail Lumber Business in Kenosha, Wis. Busi- 
ness well established, has been under same own- 
ership for over 30 years, large volume of business, 
very low inventory. 

THE BERMINGHAM LUMBER COMPANY 


MEDIUM SIZE RETAIL LUMBER YARD 


With a three story brick mill. Located in the mid- 
dle west in a manufacturing city of 100,000. 
Address 5,"" care American Lumberman. 











“—T. va 





LUMBER YARD AND GENERAL STORE 
$50,000 sales annually. 
in Illinois 

Address ‘“‘L. 86," 


In best farming community 


care American Lumberman. 





Lumber and Dimension 


10 CARLOADS 1x1 TO 2” 


Largely 14%” to 1%”, 6 ft. heart cypress stack- 
ing sticks rough at $4.50 per M pieces, weight 2,600 
lbs.; 5 carloads 1x1” to 2”, largely 14%” to 1%”, 
6 ft. ash, oak & gum stacking sticks rough at $3.50 





per M pieces, weight 3,200 Ibs.; 3 carloads 6/4” 
RWE&L No. 2 common hickory rough, $5.00 per M 
ft, weight 4,600 Ibs.; 8,000 ft. 8/4” No. 1 common 
& select elm rough, $9.00 per M ft., weight 3,800 
lbs; % car 1” RW&L No. 1 common & select, 
principally qtd., tupelo rough, $9.00 per M ft., 
weight 3,300 lbs. National Grading Rules to gov- 


ern. This stock acquired from Lyon Lumber Com- 


pany when purchasing their entire plant property 
here for liquidation. 

STEBBINS SALVAGE COMPANY, INC. 

W. J. Stebbins, President, Garyville, La. 





FOR SALE—HICKORY DIMENSION STOCK 


a us have your specifications for prompt quota- 
ion, 


THE N. C. HICKORY MFG, CO., Reidsville, N. C. 





FOR SALE 
Block of 4/4, 5/4, 6/4, 8/4, 10/4, 12/4 Birch, 4/4, 
5/4, 6/4, 8/4 Maple, all sorted for grade and block 
piled. Apply for stock list with particulars to 
BAILEY MARTIN LUMBER COMPANY, LIMITED, 
Baptiste, Ontario 








BONE DRY WALNUT, OAK, MAPLE, ELM 


--inch. Good goods. Cheap freight. 
Write HILL, Box 165, Adrian, Mich. 


FOR SALE WHITE ASH AND HARD MAPLE 





I car 6/4 L. R. tough tex. white ash; av. widths 
; av. lengths 12’; also can cut hard maple stock 
to order. 
RALPH W. VAN SICKEL, Confluence, Pa. 
deena 





CHAPIN’S LUMBER RECKONER 


By N. Chapin. Saves Time and Labor—Prevents 
Errors. The tables reduce to board measure all 
fractional sizes of lumber, advancing by quarter- 
Inches from 1x1 to 16x15 inches square and 20 
feet long; also scantlings and square timbers, ad- 
vancing by inches from 2x2 to 30x30 inches square 
and 50 feet long. Saw logs are reduced to board 
measure. The book contains 171 pages of strong 
white paper, is 4x7 inches and is bound in cloth. 
ice, delivered, $4. 


AMERICAN LUMBERMAN 
431 8. Dearborn St., Chicago, Ill. 








Timber and Timber Lands 


FOR SALE—TIMBER 


Several million feet of Original Growth Long Leaf 
Virgin Timber suitable for Railroad use, or where 
large sizes are required. Favorable logging con- 
ditions. Located by Railroad Station and paved 
road. Address LORICK & LOWRANCE, INC., 
Columbia, S. C 








11,000 ACRES POPLAR AND OAK TIMBER 


For Sale, good quality, price low to quick pur- 
chaser. W. C. BRANDON, Stuart, Va. 


Second Hand Machinery 


FOR SALE 


Sinker Davis 6’ R. H. band saw mill, 

feed with filing room equipment. 

Flory 6x8” steam four drum hoisting outfit, with- 

out boiler. 

Hill-Curtis 6x30’ steam drag saw outfit. 

Mitts & Merrill No. 3-C right hand mill hog. 

72’’x18’ horiz. high pressure boiler, with fittings, 

150 horse power. 

THE NOBLE MACHINE CO., 902 Hayden St., 
Fort Wayne, Ind. 








shot gun 





PLANING MILL MACHINERY 


450 h.p. Corliss engine 22x48 
leather belt, 3 ply, 30”x180’, first class condition 
Linderman gluing machine, 6 ft. 
Hermance 4 side molder, 9” 
No. 3 Fischer Resaw 
4-wheel heavy duty wagons 
In addition to the above, rip saws, cross cut 
saws, shafting, pulleys, cyclones and pipe. 
Will trade for lumber. 
BISHOP LUMBER Co., 2315 Elston Ave., Chicago. 


St et ee 


5 





UNUSUAL MACHINERY BARGAINS 


We have some unusual bargains in rebuilt, used 
and new machines, fully guaranteed: log carriages, 
planers and matchers, sizers, sanders, molders, 


jointers, surfacers, edging & ripping saws, cut-off 


saws, band rip saws, band resaws, band mills and 
a few other machines. Priced to suit the pocket- 
book. J. A. FAY & EGAN CO. 

2741-2841 Robertson Ave., Cincinnati, O. 





CONVERT WASTE LUMBER INTO PROFIT 


Build hog and brooder houses, trap nests, dry 
mash hoppers, etc., out of waste lumber on Ever- 
Ready Combination Woodworker. 8 machines in 
one. A shop in itself at a moderate investment. 
Others are making money at odd times with our 
new 48-page booklet “You Can Make It For 


Profit.” Send 10c for your copy today—over 100 
plans of wooden articles. Porter-Cable-Hutchinson 
Corp., 1600 N. Salina St., Syracuse, N. Y. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





FOR SALE AT BARGAIN 


Woods 450-B, 24” Double Surfacer, F & E, C4 
Moulder. 2—150 H. P. Return Tube Boilers. 18x42” 
Allis-Chalmers Corliss Engine with 14’x29” Fly 
Wheel. 98% ft. 27”—3 ply leather belt. 

P. O. BOX 756, Atlanta, Ga, 





Logging Ry. Equipment 


HAVE YOU SOMETHING TO SELL. 





Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 


BERMAN, 431 So. Dearborn St., Chicago, Ill. 








Electric Machinery 


ELECTRICAL MACHINERY 


Motors and Generators, A. C. 
at . attractive prices. 
Rebuilt motors on hand at all times. 
Stock List and Prices. Expert Repair Service. 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind. 





and D. C. for sale 
Large stock of New and 
Write for 





Locomotives and Cars 


BEFORE YOU BUY OR SELL CONSULT US 


Our 40 years’ experience is worth your attention. 
ZELNICKER, INC., St. Louis. 


FOR SALE 


One (1) 28-ton Lima Shay geared locomotive, re- 
built TOMAHAWK STEEL & IRON WORKS, 
Tomahawk, Wis. 


Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 
Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 

















CLASSIFIED ADS PRODUCE RESULTS 


That’s why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING Depart- 
ment to get it or sell it. Read the 
Classified advertisements every week. 


Is to advertise in a paper that reaches 
the people who would be interested in 
what you want to sell. When you want 
to sell anything used in the lumber 
world and allied industries, advertise 
in the 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 





Miscellaneous 








STRAIGHT LUMBER ON ANY EDGER FOR $15.00 
Two front and two rear spur rollers that leads 
every board straight. My 1932 Edgers are so 
equipped, from $110 up, some clear its cost every 


30 days, 
J. H. MINER, Meridian, Miss. 





FOR SALE—WOOD AND WIRE FENCING 
Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted. 

STANDARD FENCE CoO., Lufkin, Texas. 





EXECUTIVES REDUCE EXPENSES 


We analyze your insurance. Our only charge a 
percent of savings effected. Retain your own 
broker. We do not sell insurance, Insurance 
advisors. 
CAPT. H. F. JOHNSON, U. 8S. Army, Ret’d 
1B, 121 W. 79th St., New York, N. Y. 





4 CATERPILLAR “SIXTY” TRACTORS 


13 Boilers, 80 to 650 H.P. 
2 Linn Tractors. 
J. T. WALSH, Brisbane Bldg., Buffalo, N. Y. 


A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 











Builders’ Commercial Agency 
ESTABLISHED 1890 
1350 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 


FREIGHT ALLOWED 


on Saws to be changed to the SIMONDS inserted 
tooth, 2:, 3, B or F. They hold better in edger saws 
and up to 25,000 capacity. Freight is now quicker. 
You will 
make more and better lumber. Prices are reduced. 
You can trade your old saw in on a NEW SIMONDS 


J.H. MINER SAW MFG. CO., MERIDIAN, MISS. 











We get saw back next day, ready for use. 
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MAXIMUM HAULING POWER 





With Pacific Coast Type 
SHAY LOCOMOTIVES 


Pacific Coast 
Type Shay Locomotives haul heavy loads without difficulty. Their multiple 
cylinder engines give an even, steady pull and assure uniform power which 
will haul heavy loads up steep grades, without slipping or stalling. 


The ability of Pacific Coast Type Shay Locomotives to provide maximum 
hauling power is one of the outstanding reasons why they are better suited 
for lumber service than any other locomotive of equal weight. Write for 
catalog. 


LIMA LOCOMOTIVE WORKS, Incorporated 
Lima, Ohio 60 East 42nd St., New York, N. Y. 


West Coast Representative ae 


Southern Representative 
Woodward Wight & Co., Ltd., 
Howard Ave. at Constance St., 

New Orleans, Louisiana 


Hofius Steel & Equipment Co., 
First Avenue South at Hudson, 
Seattle, Washington 


The 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but it makes 


a tremendous difference in the 
cut of the mill. 


It’s worth investigating. 


Write for catalog A. 


SOULE 


STEAM FEED WORKS 


MERIDIAN 
MISSISSIPPI 














: Planer and Jointer Knives 
accurately ground to uniform temper 


ee . Send us a paper pattern with dimensions and kind of wood to be 
SPECIAL * worked. We will quote you at once and give earliest date of shipmdnt. 


[High Speed Stesi Koives and Moulding Cutters for the Weedwerking industry.) 


TAYLOR, STILES & COMPANY, :: RIEGELSVILLE,N. J. 
WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis. Missouri 





_ For snaking and 
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Wagons 


continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 


Pat Sepa 1900 

“4 gy: S902 fi 
Ja Fosition 
to Loaz- 





bunching use 
our Self-Loading 
Skidders. 








we 


LINDSEY WAGON CO. 


Sole Manufacturer 





LAUREL, MIS4 
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Tremont Lumber Co..... +8 
Ward Bros. ...cscccces coeee 


Webster Lumber Co., H. E..¢ 
Wells Lumber Co., J. W..bd 
Wisconsin Land & Lbr. Co. 


SHINGLES, PACKAGE TRIM, ETC. 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 


Wisconsin Land & Lbr. Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co. 
Bradley Lumber Co. of Ark. 
Brockway-Smith-Haigh- 
Lovell Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Weyerhaeuser Sales Co. 


SHINGLES 

Northern Cedar ...... 
Western Red Cedar.. 
Redwood 


eee 
ecccceD 


eter eee eeseseeeee ® 


Bratiie Bros. Mill Co......b 
Collins Lbr. Co., John D...b 
Hammond Cedar Co., Ltd..b 
Hammond Lbr. Co., Inc....c¢ 
Hines Lbr. Co., Edw., and 
Affiliated Interests .....ab 
Holt Lumber Co...........& 
Mumby Lbr. & Shingle Co..b 
Northwestern Cooperage & 
Lumber Co., The........8 
Rice & Lockwood Lumber 


QO, sarees eeeceeeseseeeee 


Sullivan Lumber Co........b 


Thurston-Flavelle, Ltd.....0 
Weatherbest Stained Shin- 
gle Co. 
White River Lbr. ‘Co. — 
Willson Bros. Lbr. On....ca 
Wisconsin Land & Lbr. Co.# 


CEDAR POSTS AND POLES 


Holt Lumber Co. 

Long-Bell Lbr. Sales Corp. 

McCormick Lumber Co., C. RB. 

Northwestern Cooperage & 
Lbr. Co., The 

Robbins Lumber Co. 


YELLOW PINE POSTS 
AND POLES (Creosoted) 


Ayer & Lord Tie Co. 
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BUILDERS’ SPECIALTIES, ETC. 


UMINUM 
aAINTED LUMBER 
Stover Manufacturing Co. 


BUILDING PAPER 
Sisalkraft Co., The 


CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark. 
Brown & Co., Geo. C. 
FENCE AND FENCE POSTS 


American Steel & Wire Co. 
Continental Steel Corporation 


FINISHED FLOORING 
Moratz, Paul O. 


GARAGE DOORS 
Robinson Mfg. Co. 


GATES—Steel 
American Steel & Wire Co. 
Continental Steel Corporation 


GLUE—Waterproof 
ome Mfg. Co. of America, 
The 


HARDWARE—Builders’ 
Frantz Mfg. Co. 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 


BELTS AND ACCESSORIES 


Flexible Steel Lacing Co. 
Goodyear Tire & Rubber Co., 
The 


BELT LACINGS 
Flexible Steel Lacing Co. 


CONVEYING MACHINERY 
Allis-Chalmers Mfg. Co. 


DRY KILNS AND 
ACCESSORIES 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 

Moore Dry Kiln Co. 
National Dry Kiln Co. 


MISCELLANEOUS SUPPLIES 


ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 
ESTIMATORS 

Sewall, James W. 

Spain & Co., H. M. 


ASSOCIATIONS 

Arkansas Soft Pine Bureau 

Douglas Fir Plywood Mfrs. 

Oak Flooring Manufacturers’ 
Association of the U. 8S. 


CREOSOTE OILS, 
CREOSOTING, WOOD 
PRESERVATIVES, 

LUMBER PRESERVATIVES 


Ayer & Lord Tie Co. 
Curtin-Howe Corporation 





INSULATING BOARD 


Certain-teed Products Corp. 
General Insulating & 
Manufacturing Co. 
Insulite Co., The 
Johns-Manville 
Stewart Inso Board Corp. 
Truscon Steel Company 
Wood Conversion Company 


INSULATION LATH 


Certain-teed Products Corp. 
Stewart Inso Board Corp. 
Truscon Steel Company 


KITCHEN UNITS 
KITCHEN CABINETS 
Sellers & Sons Company, G. I. 


LADDERS 
Babcock Co., W. W. 


LOG CABIN SIDING 


Hammond Lumber Co., Inc. 
Robbins Lumber Co. 
Shevlin Pine Sales Co. 


METAL CORNERS 
Micklin Mfg. Co, 


METAL LATH 
Continental Steel Corporation 
Truscon Steel Company 


NAILS 
American Steel & Wire Co. 
Continental Steel Corporation 


OVERHEAD GARAGE 
DOORS 

Frantz Mfg. Co. 
Majestic Company, The 


PAINT—Aluminum 


Aluminum Company of 
America 


PAINTS—ENAMELS 
VARNISHES 

Certain-teed Products Corp. 
PLASTER BOARD 
Certain-teed Products Corp. 
PLYWOOD AND VENEERS 


American Plywood Corp. 
Collins Lbr, Co., John D. 


Douglas Fir Plywood Mfrs. 
Indiana Quartered Oak Co. 
Northwestern Cooperage & 
Lbr. Co., The 
Pacific Mutual Door Co. 
Red River Lbr. ™o. 
Sullivan Lumber Co, 
Washington Veneer Co. 


POSTS—Steel 


American Steel & Wire Co. 
Continental Steel Corporation 


PUTTY, for Wood, Steel 
Sash, Calking 


Parker & Sons Co., Ira 


ROOFING, SHINGLES, 
WAINSCOTING—Asbestos 
Carey Company, The Philip 


Certain-teed Products Corp. 
Johns-Manville 


SASH CORD 


Samson Cordage Works 
Silver Lake Company 


MACHINERY AND EQUIPMENT 


ELECTRIC MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 


ELECTRICAL WIRE AND 
CABLE 


American Steel & Wire Co. 


ENGINES 


Allis-Chalmers Mfg. Co. 
Electric Wheel Co, 


INJECTORS, VALVES, 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOCOMOTIVES, CARS, 
RAILS, ETC, 


Baldwin Locomotive Wks. 
Lima Loco, Works, Inc. 


LOGGING EQUIPMENT 


Allis-Chalmers Mfg. Co. 
American Logging Tool Co. 


GASOLINE, GREASES, 
LUBRICATING OILS 


Sinclair Refining Company 


FINANCIAL 

American Credit Indemnity 
Co. of New York 

Builders Commercial Agency 


Lumbermen’s Credit Associa- 
tion 


Lumbermen’s Blue Book, Inc. 


FOREIGN BROKERS 
Richard Shipping Corp. 


HOTELS 

Renson 

Bretton Hall 
Davenport Hotel Co. 
Sherman 


Caterpillar Tractor Co, 
Electric Wheel Co. 
Lindsey Wagon Co. 


LUMBER BUGGIES 
Electric Wheel Co. 


LUMBER CARRIERS 
Willamette-Ersted Co. 


LUMBER LIFTS 


Moore Dry Ktin Co. 
National Dry Kiln Coe, 


LUMBER TRUCKS 
Electric Wheel Co. 


LUBRICATING OILS, 
GREASES AND 
GASOLINE 


Sinclair Refining Company 


MECHANICAL RUBBER 
GOODS, HOSE, PACKING, 
ETC, 


Goodyear Tire & Rubber Co., 
The 


HOUSE PLAN SERVICE 
Drafting and Estimating 


Lumberman’s Drafting & 
Listing Service 


INSURANCE 


Associated Lbr. Mutuals 


Lumbermen’s Mutual Cas- 
ualty Co. 


Lumber Mutual Fire Ins. Co. 
of Boston 


Pennsylvania Lumbermen’s 
Mutual Fire Ins. Co, 


Rankin-Benedict Underwrit- 
ing Co. 


LICENSE TO BUILD 
LAKE COTTAGES, HOMES, 
SERVICE STATIONS, ETC, 


Bellefontaine Lumber Co., 
he 


MOTOR TRUCKS, 
TRAILERS, TIRES AND 
ACCESSORIES 


Electric Wheel Co. 

Firestone Tire & Rubber Co., 
The 

Ford Motor Co. 

General Motors Truck Co. 


Goodyear Tire & Rubber Co., 
The 


SAWMILL MACHINERY 


Bands, Circulars, Gangs, etc. 
Lath and Shingle Machinery 


Allis-Chalmers Mfg. Co. 
Miner Saw Mfg. Co., J. H. 


SAWS, KNIVES, TOOLS 
Miner Saw Mfg. Co., J. H. 
Taylor, Stiles & Co. 
STEAM FEEDS 


Allis-Chalmers Mfg. Co. 
Soule Steam Feed Works 


SOUND-DEADENING 

MATERIAL 

General Insulating & 
Manufacturing Co. 

Insulte Co., The 

Stewart Inso Board Corp. 

Wood Conversion Company 

STAINED SHINGLES 

Weatherbest Stained Shingle 
Co. 

STEEL SASH, 

COAL CHUTES 

Majestic Company, The 

Truscon Steel Company 

WALL BOARD 

Certain-teed Products Corp. 

Insulite Co., The 

Johns-Manville 

Stewart Inso Board Corp. 

Wood Conversion Co, 

WALL SEALER 

Casein Mfg. Co. of America, 

WINDOW SCREENS & 

DOOR METAL CORNERS 

Micklin Mfg. Co, 


WOOD FILLER 
Parker & Sons Co., Ira 


TRACTORS 


Caterpillar Tractor Co. 


VENEER DRYING 
MACHINERY 


Moore Dry Kiln Co, 


WAGONS—Log 


Electric Wheel Co, 
Lindsey Wagon Co, 


WAGONS—Lumber 


Electric Wheel Co. 
Lindsey Wagon Co. 


WELDING WIRE 
American Steel & Wire Co. 


WIRE ROPE—WIRE ROPE 
FITTINGS AND SLINGS 


American Steel & Wire Co. 
Leschen & Sons Rope Co., A. 
Williamsport Wire Rope Co, 


AND SERVICES 


OFFICE BUILDINGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 


Buck & Co., Frank R. 
Fisher, 8. E. 


SAP STAIN 
PREVENTATIVE 


DuPont de Nemours Co., Inc., 
ma i 


CREOSOTED PRODUCTS— 
Blocks, Timber, Poles, Cross 
Arms, Ties, Piling, Lumber, 
Ete. 

Ayer & Lord Tie Co. 
Booth-Kelly Lumber Co. 


Long-Bell Lumber Sales Corp. 

McCormick Lumber Co., C. R. 

National Lumber & Creosot- 
ing Company 


TREATED PRODUCTS— 


Railroad Ties, Poles, Piling, 
Timber Products, Lumber, 
Fence Posts 


Ayer & Lord Tie Co. 

Curtin-Howe Corporation 

Long-Bell Lbr. Sales Corp. 

National Lumber & Creosot- 
ing Company 


WOOD PRESERVATIVES 
Curtin-Howe Corporstion. 
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..-~-a Good Business Move 
Install an Allis‘Chalmers Band Mill. It will in- 


crease profits by raising production and lowering 
operating costs. 
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A-C Products 


Saw Mill Machinery 
Band Mills, Carriages, 
Feeds, Setworks 
Resaws, Edgers, 
Log Handling Machinery, 
Specialty Machinery, 
Complete Saw Mills 


Power Machinery f grag ge Type C Band Mills maintenance costs because of strength of 
' ; : give high production because the _ parts and protection from wear. The com- 
Electrical Machinery high saw strain, double that of most mills, _ plete straining device is housed in dust- 





- stiffens the saw so that it will stand faster proof column insuring long life, high 








feed. Breakdowns are eliminated and _ efficiency, and quick action. Improved 
there are no stops except to change saws, guides and super-sensitive strain device 
an easy and quick job with this mill. protect and lengthen the life of the saws. 

They are economical because stiffer Roller bearings eliminate bearing troubles 
saws make straighter cuts and no mis- and millwright work and save oil. The 
cuts . . . the saws run better and less whole mill is vibrationless and rigid. It 
power is consumed. has a long life with nothing to break or 

Type C Mills have low operating and wear out. Built in 6’, 7’, 8’, 9’, 10’ sizes. 


LLIS-CHALMERS 


AlliseChalmers Manufacturing Company, Milwaukee 
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